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State of the Nation’s Economy: 
Up 


STALLMENT Crepit—Increased $9 | 


Wilion in April for the first time | 


year, according to Federal Re- 
ve Board. Total consumer debt, 
uding both installment and 
installment credit, amounted to 
7.3 billion at the end of April, or 
5 million above the like 1953 
iod. 


' Manuracturers’ Sates — Rose 


90 million in April from the 

larch level, according to the 

fice of Business Economics, 

e manufacturers’ inventories 

$500 million. Sales in 

were 1 percent above March: 

p orders also increased 1 per- 

, with mainly non-durables 
pcounting for the increase. 


OpPped 


Business Inpex—Physical volume 


business in latest week reported 
nced to 98.9 from 98.5 the 

ceeding week, according to 
on’s. The index is based on the 
8 1935-39. 


| Car Loapincs—Were 0.6 percent 


gher in latest week reported 
the week before, according 
Assn. of American Railroads. 


-U. S. Exports—Totaled in April 


billion, or about $10 million 
than a year earlier, according 
Commerce Department. 
* * e 


Down 


ent in latest week reported, ac- 

ding to Bureau of Labor Statis- 
to 111 percent of the 1947-49 
index. 


' Loan Demanp— Declined $350 


Tia 


from Jan. 1 to Apr. 15, 


according to Federal Reserve 


In the like 1958 period, 
increased by $629 million. 


" Sreet Prooucrion—Was scheduled 


week at 70.9 percent of capacity. 


kctual output the week before was 


cy 


percent. 
| Srors Sates— Were in latest 
eek reported 5 percent below 
pe like 1953 week, according to 
Reserve Board. 


Business Famures — Dropped in 


week reported to 206 from 
the previous week, according | 


© Dun & Bradstreet. A year ago, 


| Slowed by Memorial Day shut- 


Mz + ‘ 


‘by makes, see table, Page 


‘inds ee one of its busiest first 


lures totaled 168. 
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Dodges for Dixie— 


| Ui 


DETROIT, JUNE 7, 1954 


A miies-long line of auto carriers with 275 Dodge cars left Detroit last week for 
| the Atlanta sales region. According to L. F. Desmond, Dodge general sales manager, 


| this was the largest over;fhe-road shipment since World War Il. 


Dodge dealers 


from Georgia, Alabama ahd Tennessee will pick up their cars in Atlanta. 


Dealer-Maker 


‘Introduced in 


| Wuowesae Prices — Dropped 0.3 | 


ATON ROUGE, La. 

enact a dealer-maker licensing 
law has been introduced in the} 
lower chamber of the Louisiana 
Legislature. 

It would prohibit manufactur- 
ers from shipping unordered ve- 
hicles or other merchandise, 
coercing dealers or canceling or 
not renewing a franchise with- 
out just provocation. 
In regard to dealers, the law 
would ban false or misleading ad- 
vertisements and would prohibt 

misrepresentation of used vehicles 
as new units. 

* ~ x | 

y= terms of the proposal, a 

Motor Vehicle Commission 

' would be made up of eight mem- 

bers and a chairman. All would be 


| 1954 Pos. 





High June Output Seen 


_ Expected to Reach 520,000 Cars, 90,000 Trucks; 


Holiday Cuts First Week’s Total 


By Bob Sheldon ! 
Associate Editor 
LTHOUGH the holiday tumbled 
auto production last week to 
lowest point of the year, high- 
el operations are expected for 
p rest of June as the industry 


‘Current schedules for the 
nth call for 520,000 cars and 
bre than 90,000 trucks. 





Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


141,378 


111,277 128,849 


Last Prev. 1953 
Week Week Week 
For complete production —— 


jlast week rolled out only 94,596 


downs, the nation’s assembly lines 


cars and 16,681 trucks, according 
to Automotive News’ estimates. 
* * * 

HE total of 111,277 units repre- 

sented a cutback of 21.3 percent 

from the previous week’s revised 
count of 141,378, including 119,284 
cars and 22,094 trucks. 

Last week’s yield was the 
smallest for any week this year. 
Only the New Year’s holiday week 
saw output at a slower lo 

The three-millionth vehicle of 





1954 was turned out Thursday 
(June 3) by some U. S. plant, and 
the year’s car output topped 2% 
million during the week. 

The outlook now is for 2,975,000 
cars in the first six months, In 
previous first halves, the three- 
million mark has been exceeded in 
1950, 1951 and 1953, with a record 
of 3,256,010 last year. 

x 7” * 
T= Big Three makers accounted 
for 95.2 percent, or about 90,000 
units, of last week’s car production. 
All worked on reduced sched- 
(Continued on Page 68, Col. 3) 


License Bill 
Louisiana 


—A bill to \gppointed by the governor and 


ould serve six-year terms. 


The commission would pass on © 


the licensing of salesmen, 
manufacturers, d istributerd, 
wholesalers, factory 
distribator branches, factory 
resentatives and distributor 
resentatives. Deadline, unde 
(Continted on Page 63, Col. 4) 


p- 


p- 
the 


Top Cars/ 


New-car registrations jfor three 
months, plus 36. states for April: 
Make 1953 Pos. 
Chev. (358,782— 1 
Ford / 282,529— 2 
Buick ~. 130,121— 4 
Plym. 170,708— 3 
Pontiac 109,597— 5 
Olds. 90,652— 6 
Mercury 12,576— 8 
ge 87,216— 7 
Chrysler 46,016—10 
Stude. 41,538—11 
Cadillac 32,701—13 
DeSoto 


Nash 
Packard 
Lincoln 
Hudson 
Willys 
Kaiser 


1—367,374 
2—367,348 
38—138,227 
4—121,590 
5—102,894 
6— 94,834 
I— 89,982 
8— 45,276 
9— 33,760 
10— 28,926 
1l— 27,169 
12— 24,663 
13— 24,052 
14— 15,315 
15— 11,149 
16— 9,349 
17— 5,374 
18— 2,557 

19— 498 Henry J 

6,397 Misc. 

Total All Makes 

1,517,234 1,608,019 
For further details see Page 55, 

today’s issue. 


34,946—12 
51,818— 9 
26,426—14 
10,510—17 
21,408—15 
17,082—16 
9,166—18 
4,501—19 
9,726 
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1 eg Proposa 
Offered as U.S. 
Rejects Origi 


ncy 


1 Plan 


NADA Renews Discussions with’, Aansitrust Division; 


Bill to Amend Trust 


s Is Slated 


For Introductio# This Week 


By Willi 


Wastingteh 


ASHINGTON.—A ni 


Uliman 


Correspondent 


anti-bootleg proposal was sub- 


mitted last week/to the Department of Justice by 


Frederick J. Bell, 
James Moore, gene 
The alternate 
partment told N. 
not definitely agéept the origi- 
nal proposal,/which it had 
been studying for a month. 
Further disgussions between Jus- 
tice Depa: mt attorneys and 
NADA o als were under way 
last weekend, it was learned 
J * ca 7 
# the Department of Jus- 
ti¢e did not see fit to approve 
the ry specific request made 
ini y by NADA,” Bell told Auto- 
motive News, “officials there prom- 
ised quick action on an alternate 
pfoposal handed to them by Moore 
and myself. 
“Meanwhile,” Bell said, 
“NADA’s program for legislative 
action by Congress is proceeding 


A it could 


_ according to schedule.” 


It was learned that action aimed 
at bootlegging will be introduced in 
the Senate this week. 


Bell said that another just-com- 
pleted cross-country survey of state 
association managers indicates that 
there has been no abatement in 
bootlegging and that virtually every 
state is affected. 

* ” ” 

CH work had gone into the 

proposal which the Justice 
Department declined to approve 
last week. NADA executives had 
spent more than a month whipping 
it into shape and gathering support- 
ing documents and statements from 
association members. 


While no details have been re- 
vealed as to the contents of either 
the original proposal or the sub- 
stitute, they were concerned with 
protection of dealer territories. 

Justice Department approval of 
such a plan is necessary to avoid 
any implication that the proposal 
would act in restraint of trade. 

* + 7 


Ba had said previously that if 
the NADA proposal got a 
green light, he had been assured 
by factories that they would con- 
sider the revisions. 

The Justice Department's re- 
fusal to accept the NADA pro- 
posal was the second time it had 


utive vice-president of NADA, and 
counsel. 


ef was submitted after the Justice De- 


turned down a proposed revision 
of selling contracts. 

In mid-April, General Motors an- 
nounced that the department had 
rejected a GM proposal which 
would have prohibited the sale at 
wholesale of any new cars by GM 
dealers without the dealer first 

(Continued on Page 8, Col. 3) 


Prudential Head 
Willing to Back 
Smaller Makers 


XPRESSING confidence in both 
the auto industry and the fu- 
ture prosperity of the nation in 
general, Carrol M. Shanks, presi- 
dent of Prudential Life Insurance 
Co., told a Detroit press conference 
last week that his company would 
be pleased to work with the inde- 
pendents “if they need us.” 
Asked 


smaller 

“We must keep the smaller com- 
panies in business for the good of 
our economy,” he said. 

In addition to its recent $250 mil- 
lion long-term loan to Chrysler 
Corp., the insurance company has 
made a loan to Nash and “would 
be pleased to entertain an oppor- 
tunity to work with American Mo- 
tors if they need us,” Shanks said. 


H® SAID his company is con- 
tinually looking for spots where 
it can lend money on the basis of 
the Chrysler agreement because 
“such loans are not only on a solid 
basis but provide options for both 
the lending company and the bor- 
rower during the life of the loan 
that prevent either from being tied 
down to an inflexible deal.” 
Reiterating his confidence in 
the future, Shanks said that he 
(Continued on Page 10, Col. 3) 


Price Packing Widespread, Dealers Say 


Autre retailing is balanced pre- 
cariously on shaky ground, re- 
port dealers surveyed by Avutomo- 
tive News in various parts of the 
country. 

Asked whether selling was on a 
sound business basis in their 
areas, the dealers polled were 
almost unanimous: in replying 
“no.” Dealers also indicated that 
price packing is widespread. 

“I believe the next quarter will 
show the real damage done to our 
industry by the tactics employed by 
dealers, factories and some finance 


companies in having forced this 

market beyond dealers’ ability,” 

said one dealer who does business 
in the.upper midwest. 
+ ” * 

"yrwo things that disturb me are 

factories telling us, ‘We have 

to learn how to sell again,’ and the 

tremendous sums of money wasted 


in confusing advertising,” he con- 
tinued. 

“We are back to 1940 and are 
learning how to give away again, 
and the kind of advertising used 
is confusing, therefore wasteful.” 

Another dealer surveyed com- 
plained that too many auto retail- 
ers are “shooting the moon on every 
deal—even the hot lines.” 

Although different symptoms and 
ailments are described, it is obvious 
that the root of the trouble is the 

(Continued on Page 67, Col. 4) 





2 


AUTOMOTIVE NEWS, JUNE 7, 1954 


Two Proposals Aimed at Makers... 


Congress Studies Auto Bills 


By William Ullman 
Washington Correspondent 
WASHINGTON.—With the intro- 
duction of a bill on auto dealer 
contracts by Rep. Jamie L. Whit- 
ten, Mississippi Democrat, House 
committees now have under con- 
sideration two proposals which are 
aimed at the auto manufacturers. 
Whitten’s bill was referred to the 
House Committee on the Judiciary, 
while Rep. Crumpacker’s resolution 
for a monopoly investigation went 
to the House Interstate Commerce 
Committee. 
Both Congressmen say they are 


Studebaker Maps 
Sales Training 
At Dealerships 


SOUTH BEND.—Studebaker an- 
nounced last week that it had de- 
veloped and made available to its 
2,500 dealers the most comprehen- 
sive sales training program in the 
company’s history. 

It is a “grass roots” program, | 

to the training of sales 
personnel by the local dealer. 

Developed by the sales training 
division, the training material can 
be used continuously as a refresher 
for seasoned salesmen, or it can be 
used over a period of a year or 
more to develop personnel who 
have not had previous selling ex- 
perience. 

According to L. E. Minkel, direc- 

(See STUDEBAKER, Page 65, Col.2) 


concerned about whether dealers 
are forced to accept more cars 
than they want, and both declare 
they are acting on their own, 
rather than at the behest of auto 
organizations. 

Rep. Whitten proposes that Con- 
gress: 

1..Declare it an unfair trade prac- 
tice for a manufacturer, in grant- 
ing distribution rights to a dealer, 
to require the dealer to accept 
goods not specifically ordered. 

2. Make it unlawful for a man- 
ufacturer to withdraw a franchise 
or distribution right from a retail 
dealer refusing to accept goods or 
products in excess of his need. 

While the bill— H.R. 9354 — is 
general in character, Whitten 
dealt almost exclusively with the 
automotive industry in his House 
speech and his statements to the 
press concerning it. 

Rep. Crumpacker, in a report the 
other day on his resolution calling 


Chevrolet Ousts Ford 


As Car Sales Leader 


DETROIT.—Chevrolet is back 
in first place in sales, according 
to most recent registration re- 
ports. 


The reports show 367,374 regis- | 
trations for Chevrolet and 367,- | 


348 for Ford. Thus, Chevrolet has 
a lead of 26 units out of a com- 


bined total of 734,722 new cars. 


Each make has 24.21 percent of 
the total market. 


for a full-scale monopoly investi- 
gation of the auto industry, said 
that the crux of the matter con- 
cerns the spirit of dealer orders. 

“Spokesmen for Ford and GM,” 
he said, “immediately denied that 
they were engaged in any produc- 
tion race and stated that their pro- 
duction schedules were based on 
orders from their dealers. 

“This last statement may well 
be technically and literally true 
in most instances, but the Ford 
and GM spokesmen failed to say 
anything about how they obtain 
these orders from their dealers. 

“Here is the crux of the whole 
matter. For if dealers are actually 
ordering only as many cars as they 
think they can dispose of profitably 
by ordinary retail methods, then 
there is indeed no grounds for any 
charge against these automotive 
giants. 

“If, on the other hand, dealers 
are being forced to order cars they 
don’t want, by threats and intim- 
idation (either expressed or im- 
plied), and as a result are boot- 
legging them into used-car chan- 
nels or selling them at big dis- 


| counts, then it becomes a horse of 


a different color.” 

Whitten termed the contracts 
between automobile manufactur- 
ers and their retail dealers “one- 
way” contracts, He did say, how- 
ever, that in a study of dealer 
contracts in his home State he 
found the manufacturer con- 

(See PROBE, Page 61, Col. 3) 





U. C. Prices Slip at Wholesale Centers 


By Bob Lienert | 
Staff Writer 
LTHOUGH retail used-car sales 
continue to roll along in high— 
setting records in some cities— 
there were indications last week 
that the market is 
entering another pe- 
riod of price read- 
justment. 
First indications 
cropped up in the 
wholesale market places when 


AUTO 
SALES 


Studebaker's ‘Quality Code’'— 


prices fell sharply on the most- | 
models. | velop. 


wanted 

It reflected the uneasiness that 
has been brewing for some time 
among used-car dealers. Many, 
while maintaining a high volume, 
have watched their business hover 

at the break-even point. 

* > * 
THER used-car dealers, with 
summer coming up, expect vol- 
ume to taper off and are struggling 
to get into a sound position if a 


Employes of the Studebaker plant in South Bend are reminded each day by this 
display of their pledge to maintain high standards of quality in workmanship. More 
than 1,200 names are signed on the parchment sheets. 


NADA Legislative Aide 


Prexy Kirks Succeeds Farrington 
As Congressional Counsel 


WASHINGTON. — The appoint- 
ment of Dr. Rowland F. Kirks as 
legislative counsel of NADA was 
announced last 
week by Freder- 
ick J. Bell, exec- 
utive vice - presi- 
dent. 

Dr. Kirks suc- 
ceeds Charles 
Farrington, who 
resigned some 
months ago. 

A former assist- 
ant attorney gen- 
Kirsh eral of the U. &S., 

ore Kirks resigned as 
president of National University in 
Washington to accept the NADA 
appointment. 

Dr. Kirks, a graduate of Vir- 
ginia Military Institute, studied at 


Harvard Law School and received 
his LLB degree at the age of 24 
from National University school 
of Law. 

In 1940 he was awarded the de- 
grees of master of patent laws and 
doctor of juridical science, and re- 
ceived the National University gold 
medal for the highest scholastic 
standing in the graduate school. 

He is a member of the District 
of Columbia Board of Education 
and chairman of its legislative com- 
mittee. He is a former national leg- 
islative representative for the U. S. 
Junior Chamber of Commerce. 

Entering World War II as a 
first lieutenant of cavalry, he sub- 
sequently became a lieutenant 
colonel, serving as chief of com- 
bat intelligence for the Ninth 

(See KIRKS, Page 68, Col. 1) 


declining sales trend should de- 


The cumulative effect of the 
growing uneasiness was felt last 
week at the wholesale auctions— 
always a barometer of retail 
pressures. 

While bidders were still out in 
numbers, there was an obvious re- 
luctance to advance bids into the 
ranges established in previous 
weeks. Buyers were stopping short. 

This, of course, results when the 
retail used-car operators begin to 
readjust inventories. They are do- 
ing that now, building around a 
core of units in the $600-to-$1,000 
range. In recent months, the bulk 
of retail used cars has moved at 
$750 to $1,200. 
* = * 

EN the market enters a 

cheaper-car phase, the tend- 
ency among bidders is to try to 
make cheaper cars out of higher- 
priced units. They were meeting 
with some success at this last week. 
Buyers were taking home a lot of 
units at prices as much as $100 be- 
low figures of previous weeks. 

Such efforts to hold down prices 
at auctions brings out reluctance 
to sell on the part of consignors. 
As a result, there was an unusu- 
ally large number of “no-sells” 
last week at various auctions. 
That is usually taken as an added 
indication that a readjustment of 
the market is in progress. 

At a group of representative 
wholesale outlets last week, the 
percentage of sales to offerings 
sagged to 60 percent from 68 per- 
cent the previous week. It was the 
second-lowest sales ratio of the 
year, having been undercut by a 
fraction of a percentage point the 
first week in January. 

*~ * x 


{jes price readjustments 
can be made smoothly enough 
so that no break will be noticed in 
retail sales. Retail dealers report 
they must get cheaper units if they 
are to make a profit and stay in 
business. As one explained: 

“I can’t make any more money 
as a rule on the $3,000 car than 
I can on one I let go for $695, 
and it’s a lot easier to dump a 
bundle handling the high-priced 
stuff. 

“And if a guy is breaking even 
on $800 pieces, the thing to do is 
to buy it, say, at $50 less and sell 
it at $40 less. That way he’s mak- 
ing a little.” 

Another dealer said he doubted 
that cheaper cars were the answer. 


He said that when he sold a high- 
(See SALES, Page 64, Col. 3) 


Ford Dealers Prociaim Lew Smead Day— 


In honor of Lew Smead (right), general sales manager of the Ford division, who 
observed his 32nd anniversary with the firm, Ford dealers of the Chicago distri¢ 
declared a “Lew Smead Day” and delivered more than 1,000 units. Smead receives 
congratulations from O. F. Yando, Chicago district sales manager, during a breakfast 
meeting in Smead's honor. Dealers topped by nearly 40 percent their self-imposed 


quotas. 


Broad Turbine Testing 
Is Revealed by GM 


DETROIT. — General Motors is 
pushing one of the most compre- 
hensive gas-turbine research pro- 
grams in the industry, it was re- 
vealed here last week. 

In a completely equipped and 
staffed turbine test building at 
the General Motors Technical 
center, tests cover all sizes of en- 
gines, from the largest gas tur- 
bines for planes of today to re- 
search in possibilities in gas tur- 
bine engines for cars, trucks, 
buses and stationary engines. 

Running tests are being made of 
an experimental engine in the Fire- 
bird futuristic car, and GM has 


been testing a gas-turbine engine 


in a bus for some years. 

In spite of the scope of the gas- 
turbine program, however, some 
GM men warn of the tendency to 
go off the deep end on gas turbines 
for cars. They point out that even 
if the development program had 
reached a stage where the gas tur- 
bine was far superior to the present 
internal combustion engines for 
cars, it would still be impossible to 
get materials to build turbines in 
sufficient quantities to meet car- 
production needs. 

Present supplies of nickel, vana- 
dium and molbydenum, needed for 
the alloys in the bucket _ blades, 
could come nowhere near meeting 
demand. Ceramics, suggested by 
some, have drawbacks. 

Even an upsurge in the jet- 
engine program for planes puts a 
strain on supplies, it is said. 

The commercial motor transpor- 
tation field—trucks and buses—is a 
far more likely prospect for future 
use of gas turbines, in the view of 
some GM men. 

At the press open house at the 
technical center, it was revealed 
that work also is being done on the 
development of a stationary tur- 


Griffith Anniversary— 


David J. Griffith (left), president of 
Griffith Oldsmobile Co., Detroit, cuts a 
birthday cake on his 7Oth birthday. With 
him is J. F. Wolfram, Oldsmobile general 
manager. Griffith received the surprise 
cake at a dinner honoring the Oldsmobile 
Dealer Council members meeting in Lansing. 


bine-driven compressor for gener- 
ating power up to 1,000 kilowatts. 


The overall purpose of the proj- 
ects is to discover ways to im- 
prove turbine engine operating 
efficiency. High fuel consumption 
is one of the major problems of 
gas turbines. 

According to John Collman, as- 
sistant department head of gas tur- 
bine research, three principal av- 
enues are being explored: 

1, Design and materials develop- 
ment to permit operation at tem- 
peratures higher than present 1,500 
degree Fahrenheit levels in com- 
bustion areas. 

2. Separate test projects to im- 

(See TURBINE, Page 10, Col. 5) 


Chicane eae 
Blast Misleading 
Auto Advertising 


CHICAGO.—Misleading auto ad- 
vertising offering new and used cars 
with extremely low or no down 
payments, was blasted in a resolu- 
tion adopted here last week at a 
special meeting of the Chicago 
Automobile Trade Assn.’s board of 
directors and the presidents and 
advertising committee representa- 
tives of the various dealer line 
associations. 

The resolution termed such ad- 
vertising with a downpayment of 
less than 20 percent, as “harmful 
and injurious to the automobile re- 
tailing industry.” 

Edward L. Cleary, CATA general 
manager, reported that the four 
Chicago metropolitan newspapers, 
acting individually, had advised the 
association that they would no 
longer accept current-model adver- 
tising in their classified columns, 
unless the automobile can be proved 
a bonafide used car. 

Such a policy, he said, had been 
adopted years ago by each of the 
local newspapers, and had been con- 
tinued until recent months. 


Use of Additives 


Continues to Rise 


BROOKLYN, N. Y.—Use of spe- 
cial maintenance chemicals, lubri- 
cants, additives and other com- 
pounds has been growing at the 
average annual rate of 35 percent 
since 1938, H. J. Enders, general 
sales manager of Permatex Co., 
Inc., revealed here last week. 

The fact that vehicles have stead- 
ily grown larger in size, increased 
in horsepower and added new and 
improved electrical, mechanical and 
hydraulic devices has created con- 
stantly growing demand for new 
chemical sealing and maintenance 
compounds to insure efficient op- 
eration and maintenance, Enders 
said. 

To meet this growing demand, 
Permatex is building a new $500,000 
plant in Kansas City, and has ©x- 
panded its nationwide distribution 
organization, Enders said. 
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Dealers tell me 


By John 0. Munn 


JHAT may have been sure-fire 
sales methods in the past can 
omerang under present-day con- 
fons. For instance, it has all too 
uently been the habit of some 
tomobile manufacturers to spot 
mecalled volume dealers in various 
tories for the purpose of stimu- 
g other dealers. 
‘ot long ago, as an example of 
ie wisdom of such an operation, I 
given the simile of the oldtime 
of a New England fisherman 
ho brought in his catch of mack- 
el much fresher than his contem- 
raries. The secret of his success 
that a cannibal fish was put 
p the tank for the homeward 
ey, and the mackerel were 
kept active and fresh. 
- Of course, the simile doesn’t 
“apply. Automobile dealers, I hope, 
pn’t being led to slaughter. Be- 
they are not to be con- 
med. At least, with all their 
estment, an automobile deal- 
hip isn’t supposed to be a 
ptive. He needs to live, grow 
id prosper, because the future 
in his hands. 
Some manufacturers have put 
mdreds of millions of dollars into 
sion and improvement of fac- 
es in the postwar period, and 
improvement is continuing. 
y millions are going into re- 
h. 


* * * 


nin Dealers 
IS the feeling of many dealers 
that when the management of 


. J. Association 
* 
ds Series of 
e 
egional Parleys 
NEWARK, N.J.—The New Jersey 
omotive Trade Assn. has wound 
its annual series of regional 
ngs. 
he key speaker at each meeting 
Frederick M. Sutter, chairman 
the NADA Industry Relations 
mmittee. He gave reports on 
otlegging, territorial security, 
hibitive sales and selling agree- 
nts. 
"The question and answer period 
f each session was lively, especi- 
since individual meetings for 
h make were held earlier in the 
y. Also adding to the tempo was 
press release on uniform 
ght, which brought protests 
fom association members. 
he questions posed were an- 
Wered by Sutter; Hopwood Mullen, 
ociation president; William L. 
ion, secretary; Otto Henne- 
ger, business manager, and 
nes Fagan, counsel. All were 
ers at the meetings. 


| McGovern Buys Interest 
~ ncis McGovern has bought 
interest of Lawrence Kreckow 
| Casper & Kreckow. Pontiac, 
hfield, Minn. The dealership is 
known as Casper & McGovern. 


} Obituaries 

| Personnel (Factory) 

} Prices, New-Car 
| Prices, Used-Car, Averages .... 
Production by Makes 
Registrations, Cars, Trucks 


any industry authorizes millions 
for production expansion it should 
automatically assume the respon- 
sibility of developing just as mod- 
ern methods for the purpose of in- 
creasing sales. 


Yet some makers still condone 
chain dealers who operate as the 
cannibal fish among the mack- 
erel. The actions of these dealers 
lessen consumer confidence. Some 
makers talk of gearing produc- 
tion to public demand, while the 
public sees their product adver- 
tised in the bootleg market. 

Such statements can scarcely im- 
press the public who sees and hears 
constant discount advertising from 
such volume dealers. It is thus 
heartening to many dealers to see 
NADA move to improve the situa- 
tion of dealers in the light of pres- 
ent-day conditions. 

* Ea * 


Draft Ready 


— the president of 
NADA, Charley Freed, revealed 
that the association is about to sub- 
mit to all “make” committees a 
draft of a proposed new mutual 
satisfactory dealer franchise. The 
association is also moving for a 
congressional amendment to the 
anti-trust laws to legalize exclusive 
territory. The present action pro- 
gram of the association also in- 
cludes the support of the Federal 
Trade Commission inquiry into 
phantom freight and, as always, it 
includes a campaign to kill luxury 
tax on automobiles. 

Negotiations with the factories 
on a new contract are not going to 
be easy. First, it needs the support 
of dealers. Second, it needs leader- 
ship which I am sure the present 
NADA administration will supply. 


Factories have a particular ob- 
jection to negotiating franchises 
through dealer associations. Fac- 
tories say they cannot legally act 
in unison. They did not act in 
unison with the negotiation of 
labor contracts although all in- 
dustry labor contracts are very 
similar. Labor received a five-year 

(See MUNN, Page 62, Col. 3) 


Norfolk Newspapers Adopt 


Offering Rides— 


Carl Dilda advertises his willingness to 
demonstrate cars for Sir Walter Chevrolet 
Co., Raleigh, N. C. The sign has brought 
him several deals, Dilda reports. 


Colorado Dealers 
Win Ruling to 
Curb Bootleggers 


DENVER. — Colorado Attorney 
General Duke W. Dunbar has ruled 
that the State dealers license act 
requires out-of-state dealers, sell- 
ing three or more cars a year to 
Colorado residents or dealers, to be 
licensed. 

The ruling has been long sought 
by the Colorado Dealer’s Assn. and 
the Denver Automobile Dealer’s 
Assn. and is expected to be an 
effective curb on auto bootleggers. 

Dunbar also ruled that anyone 
selling three or more cars must 
have an established place of busi- 
ness in Colorado. 

He said the act does permit an 
auction company or a licensed 
dealer to purchase cars outside of 
Colorado and put them across the 
auction block, providing the cars 
are titled. 

The ruling stems from protests 
made by licensed Colorado car 
dealers that untitled cars were 
coming into Colorado from all over 
the nation and being sold at auc- 
tion without a license and that 
used-car dealers were picking them 
up and selling them as new cars. 


Auto Advertising Code 


NORFOLK, Va. — New rules on 
auto advertising have been adopted 
by Norfolk Newspapers, Inc., pub- 
lisher of the Virginian - Pilot and 
the Ledger Dispatch. 

The most important rule of the 
new code is one which forbids 
the advertising of a vehicle as 
“new” by anyone other than a 
dealer holding the franchise for 
the make of vehicle being adver- 
tised. 

The rules apply to classified, 
classified display, and national and 
retail display advertising. They are 
binding on new-car dealers, used- 
car dealers and individual owners. 

Other rules in the new code state 
that: 

1. Vehicles advertised as “new” 
must be covered by the original 
factory warranty signed by the 
dealer advertising. 

2. No speedometer mileage fig- 
ure under 2,500 miles is to be 
quoted. 

3. No specified discount figure, 
percentage or otherwise, is to be 
used unless the entire sales price 
figure is quoted. 

4. No reference to the warranty 
is permitted unless the advertising 
dealer holds the franchise for the 
specific make of vehicle advertised. 

The NADA has announced, mean- 
while, that its sales and merchan- 
dising committee has assembled a 
kit giving a step-by-step explana- 
tion of how local dealer associa- 
tions can formulate their own codes 
of advertising ethics. Purpose of 
the codes, according to NADA, is 


to eliminate misleading and fraud- 
ulent advertising. 

The Better Business Bureau of 
St. Louis and The Rocky Moun- 
tain News in Denver have come 
out with statements of policy 
aimed at increasing consumer 
confidence in auto advertising, 
NADA said. 


Joining the ranks of newspapers 
charging dealers local instead of 
national advertising rates are the 
Albuquerque (N.M.) Journal and 
Tribune, NADA said. 


Girndt to Direct 
Newton Dealers 


NEWTON, Kans.—R. P. Girndt, 
of Girndt Motor Co., Inc., (Buick), 
Newton, has been elected president 
of the Newton New-Car Dealers 
Assn., the first president to be 
elected by the group since World 
War II. His election took place at 
a recent meeting in the Hotel Rip- 
ley here. 

The association also passed a 
resolution asking that property 
taxes on automobiles be declared 
at the time of applying for a li- 
cense and that payment be made 
at the same time as other property 
taxes. 

The resolution stated that the 
present system is unfair because it 
singles out automobile owners and 
because the value is set in excess 
of the value of other personal 
property. 


Range from $6 to $110 a Car... 


Makers Add Bonuses 
To Stimulate Dealers 


By Joe Callahan 
Staff Writer 

ETROACTIVE discounts, or 

year-end bonuses ranging from 
$6 to $110 per car, are now being 
offered to dealers by all manufac- 
turers except Buick, Cadillac, Ford, 
Lincoln, Mercury and Willys. 

These retroactive discounts — 
some new, some old—are in addi- 
tion to the regular dealer base 
discounts of 22 to 28 percent, and 
are offered for three principal 
reasons: 

1. To reward the high-volume 
dealer. 

2. To stimulate dealers to try to 
equal or exceed their previous 
year’s record. 

3. To persuade, whenever possible 
and necessary, the dealers to stay 
in business at least until] a new 
model is introduced. 

* + * 

HE minimum retroactive dis- 

count of $6 per car goes to the 
Hudson dealers who sell less than 
36 cars a year, and the maximum 
$110 discount is paid to the Kaiser 
dealer who sells more than 300 cars 
in a calendar year. 

The newest retroactive discount 
plans are in the form of “contests,” 
and are offered by the Chrysler 
Corp. divisions to their dealerships 
during the months of April, May 
and June of this year. 

Under this plan, a dealer who 
exceeds a certain percent of his last 
year’s quota receives a bonus for 
each car shipped to him, as well as 
a bonus for each car he sells in 
retail. 

* ” * 
N INTERESTING point also is 
that the discount for a Dodge 


Rochester to Fire 


150 Junkers 


ROCHESTER, N. Y.—This city is 
going to see the biggest bonfire in 
its history on the night of June 21 
when the Rochester Automobile 
Dealers Assn. burns up more than 
150 junkers. 

Details of the plan, initiated by 
RADA members in the interest of 
safety, were revealed at a meeting 
of the dealers with the Police Bu- 
reau, Fire Bureau, Department of 
Public Safety, Rochester Safety 
Council and the sheriff's office. 

The jalopies will be collected by 
dealers and hauled to the Fire and 
Police Training Academy. They will 
be stacked in a pyramid, treated 
with inflammable materials by fire- 
men and touched off. 

The committee in charge of the 
junker bonfire is headed by Arthur 
C. Lohman and Anthony R., Ralph. 


dealer who sells a Plymouth is dif- 
ferent than the discount for a 
Chrysler or DeSoto dealer who sells 
a Plymouth. 
A Chrysler line dealer’s quar- 
(Continued on Page 67, Col. 1) 


Texas Dealers 
Rap Factories 
On Bootlegging 


BEAUMONT, Tex.—The lack. of 
“follow-through” by factories on 
promises to end bootlegging was 
assailed last week by the Beaumont 
Automobile Dealers Assn. in a 
resolution unanimously adopted. 


The resolution stated that boot- 
legging was as bad, if not worse, 
than it ever had been. 

According to William C. Ross jr., 
association secretary, the resolution 
stated that continuing bootlegging 
threatens the existence of some 
members of the association. 


The resolution, in part, read: 


“Whereas, various automobile 
manufacturers have . . . stated that 
sales practices generally known and 
referred to as ‘bootlegging’ of new 
automobiles will be curtailed and 
eventually stopped by such manu- 
facturers; and, 


“Whereas, such sales practices, 
resulting in extremely unfair com- 
petition to all franchised new car 
dealers, have not been curtailed in 
the trade territory of the members 
of the Beaumont Automobile Deal- 
ers Assn. and are as bad, if not 
worse, than before: 

“Be it resolved, that the Beau- 
mont Automobile Dealers Assn. call 
to the attention of the Texas Auto- 
motive Dealers Assn., the National 
Automobile Dealers Assn., General 

(See TEXAS, Page 63, Col. 2) 


Conn. Cracks Down 
On Franchise Violations 


HARTFORD, Conn.—Selling 
new cars of a make other than 
stipulated in the franchise was 
one of the reasons: for suspen- 
sion of 12 Connecticut dealers in 
recent weeks, according to the 
een Automotive Trades 

ssn. 


Other violations which ied to 
license suspensions were failure 
to use approved order and invoice 
forms; failure to have conditional 
sales agreement completely filled 
out, signed and notarized at time 
of delivery, and selling news cars 
while holding a used-Gar dealer’s 
license. 


On the House... . 


The State, factory and the Illinois dealer. as- 

sociation combined the other day to block a “mobile 
office” sales technique engineered by an Oak Park 
(Ill.) new-car dealer. Announcing a three-day sales 
drive, this dealer set up office in an abandoned 


gasoline station 


from Oak Park, 


at Crystal Lake, 35 miles away 
and moved in several new cars. 


Angered Crystal Lake dealers called in the factory's 
regional manager, who said the sale was not factory 
approved; the IATA queried the Secretary of State, 
which ruled this “mobile office” technique violates 
Illinois licensing laws. Result: Sale stopped before 


Wemhoft it started... 


Independent dealers, concerned over possible 
mergers among auto makers, should remember that such trans- 
actions will strengthen their position as well as the manufacturers 
.. . Cincinnati association is starting a series of weekly roundtable 
luncheons for its members to exchange ideas and further acquaint- 
ances ... More than half of Iowa’s counties now boast 100 percent 


membership in state association . 


Apparently auto dealers are not the only ones experiencing a severe 
drop in profits; National Farm Equipment Assn. reports its dealer- 
ships showed a drop in profits from 5.5 percent of sales in 1949 to 2.5 
percent last year ... James B. Pettijohn and J. J. Tucker, both Ford 
dealers, have been elected to fill unexpired director terms in the 
Missouri dealer group ... North Dakota association has boosted its 
dues for 400 members to meet rising costs; Illinois group has elimi- 


nated its $12.50 classification .. . 


The newshawk “know-it-alls” are 


having a big time “scooping” the 1955 models; come to the grand 


conclusion that there'll be changes. 


—Prtre Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM 


™ ¥ |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
e governments, applied to the building and maintenance of highways; 


aw § 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


We Can Deal Ourselves 
A Lot of Trouble 


a other day, Robert S. Armacost—who was in close 
touch with auto retailing across the country as last 
year’s president of NADA—told dealers attending the con- 
vention of the Missouri Automobile Dealers Assn.: 


“Wheel-and-deal operators, who were very much in the 
minority in the ’30s, now handle 90 percent of the new-car 
volume.” 


That estimate seems high. We know many outstanding 
dealers who shun wheel-and-deal techniques as morally and 
financially unsound. 


And yet we hear disturbing reports. Like this one from 
an Eastern dealer: 


“Three days ago I packed my price for the first time in 
20 years in the industry. I know this is wrong. It is un- 
sound. And me an association officer. 


“But what could I do. I was losing business right and 
left. All around me were dealers offering $300 to $400 more 
for trades than I was. They packed this on the new-car 
price. They got the business. 


“Since I started packing, too, I’m getting my share of 
the business. I still think it’s wrong, but I saw no other 
way out,” this dealer declared. 


Armacost said there is no place in the auto retailing busi- 
ness for lying and cheating. 









@ar>ago 





Slice it how you will, and give as much as you take, 
packing prices is still public deception. 


Many excuse this practice by saying that the customers | 
like it that way. Yet auto dealers have not fared well in| 


public opinion polls in the past, and we shudder to think 
how they will rate if such practices persist. 


We can’t beat the people. We need them, and we need 
their confidence. 


The chickens the wheel-and-deal boys are feeding today 
will come home to do us harm. 











Events 


Dealers Conventions 


June 11-13—Automobile Trade Association 
of Maryland Convention, Ocean City 
Maryland. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

Aug.—Automobile Dealers Association of 
West Virginia, Greenbriar Hotel, White 
Sulphur prings. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. : 

Sept. 12- 13 —South Dakota Automobile 

ealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 

onvention, Broadview Hotel, Wichita, 


Kans. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 

ealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4—Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City, 

Oct, 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
on Assn. Convention, Buena Vista Hotel, 
Oxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26—Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville, 

. 26 — Connecticut Automotive Trades 
Association. Convention, Hartford, 

Nov. 7-¥—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — Idaho Automobile Dealers 
Gapustetion Convention, Boise Hotel, 
joise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4 — Montana Automobile Dealers 
ae Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 


General 


June 6-l1—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
ge Hotels, Atlantic City, 


July 12-16—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

June 24-27—National Truck, Trailer and 
Equipment Show, Pan Pacific Audito- 
rium, Los Angeles. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sort, 15-17 — National Petroleum Assn. 
52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck fat and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 

ndent Tire Dealers, Sherman Hotel, 
hicago. 


Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Nov. 15-17 — American Finance Confer- 


ence, Commodore Hotel, New York City. 
Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


20 Years Ago... 


‘For Clarification ..... 





> + 

Over one-third of passenger | 

cars in the U.S. are more than 
10 years old. Almost 2 per cent 
re 19 or more years old. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Mock Checks 


On behalf of my client, Harry 
Axelrod, of Kenmore, N. Y., I have 
been requested to write to you re- 
garding an article which appeared 
on Page 3 of the Automotive News 
for May 10th, and which bears the 
heading, “Dealers Warned on Mock- 
Check Sales Promotion.” 

We desire that you correct this 
article to more properly show that 
there was no objection to the pro- 
motion plan itself, but that the only 
objection was to the use of the 
words, “United States of America” 
in the upper right hand corner of 
such checks. 

I am enclosing for your interest, 
a@ newspaper clipping from the 
Buffalo Evening News indicating 
that the Government has approved 
the use of the so-called mock check- 
books with the slight modification. 
—James R. Privirera, Buffalo. 

* oe + 


Service Manager Replies 


I noted with much interest the 
letter in a recent copy of AuTomo- 


The Big Story 


Several car manufacturers have announced reductions in prices. 
Chevrolet cutbacks range from $35 in the master line to $25 in the 
standard line, giving Chevrolet a base price of $465 for the standard 
sports roadster, Oldsmobile reductions range from $10 to $25. Pontiac 


models have been cut $40 . . . Plymouth produced in May a total of 
46,246 cars, an increase of 26 percent over last year and a slight gain 
over April when 45,755 cars were produced and shipped ... May 
production of cars and trucks was estimated by the National Auto- 
mobile Chamber of Commerce at 336,657. This is a drop of 11 percent 
from the April total of 360,620 and an increase of 48 percent over the 


May, 1933, total of 227,743 . . 


. General Motors sales during May 


reached a total of 95,253 units, compared with 85,969 a year ago. Sales 


in April amounted to 106,349 units. 


—From the Files of Automotive News. 





TIvE News by Mrs. C.S.T. of Cali- 
fornia, regarding consideration 
given customers by automobile 
service managers. 

I fear Mrs. C.S.T. is laboring un- 
der a possible misapprehension due 
to a lack of understanding as it re- 
lates to the responsibilities of a 
service manager. As a service man- 
ager in a smali garage, I wish to 
clarify this apparent misunder- 
standing. 

In most garages, the service 
manager has manifold duties 
other than greeting and recogniz- 
ing the average customer who 
comes in for service, In additign 
to listening to complaints, other 
duties involve that of supervising 
mechanics, road testing cars, 
writing work orders, answering 
the telephone, consulting with 
other department heads and sun- 
dry duties. 

This, in itself, is sufficient reason 
why a customer cannot always re- 
ceive immediate consideration. 

I realize, and I’m sure most serv- 
ice managers do, that the customer 
is his and the dealership’s bread 
and butter and naturally welcomes 
customer to their place of business. 
However, with the multiplicity of 
duties, it is not always possible for 
a service manager to immediately 
greet the customer in the manner 
to which he or she is entitled. 

That, of course, is no indication 
that he is not interested in the cus- 
tomer. Contrary to common belief, 
service managers are definitely in- 
terested in customers, for they re- 
alize their importance to the busi- 
ness and the dealership. 

I'm sure this apparent negiect 
can be directly attributed to the 
many other responsibilities anc is 
not an attitude of indifference. 

Mrs. C. 8S. T. cannot understand 
why customers cannot or are not 
allowed to discuss their problems 

(Continued on Page 64, Col. 3) 
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SS WLLLLON 


endorsements like this ! 


T THE LAST COUNT, there were 53,258,570 registered 
A passenger cars, trucks and busses in the United States. 


The best endorsement the automotive industry can re- 
ceive is willingness to put cash on the line. It takes real 
genius to turn out better and better cars every year... 
and to keep production and distribution costs low so that 
many millions of us can afford to drive. 
Here at Goodyear, we’re proud of the industry we serve, 
and of our record in keeping pace with it. Today’s De Luxe 
Super-Cushion tires are the best we have ever offered the 
industry and the motorist. Yet the cost of driving a thou- 
sand miles on Goodyear tires today is less than half what it 
was in 1926. 
A specific example of Goodyear’s progressive engineer- 
ing is the new and exclusive 3-T Cord Process. The most 
effective method yet discovered to take the natural stretch 
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out of “raw” rayon and nylon, it chemically treats tire 
cord and then puts it through a triple-action tempering 
process involving Tension, Temperature and Time. 

To do this on the production line required building a 
battery of gigantic 3-T machines, each six stories high 
and several hundred feet long, representing a multimil- 
lion-dollar investment. 

Is it any wonder, then, that car makers have put more 
Goodyear De Luxe Super-Cushions on their new cars 
than any other tire? Car owners, too, buy more Super- 
Cushions than any other low-pressure tire! Yes, again 
this year, as for the last 39 years—more people ride on 
Goodyear tires than on any other kind! 

Such national preference assures customer confidence 
when new cars are delivered on De Luxe Super-Cushions 
by Goodyear! Goodyear, Akron 16, Ohio. 





Z 





Dy 


EA 


Super-Cushion, 













T.M.—The Goodye r Tire & Rubber Company, Akron, Ohio 
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87 New-Car Dealers 
Drop Wis. Licenses 


MADISON, Wis.—A total of 2,691 
dealers was licensed in Wisconsin 
this year up to May 13, according 
to Melvin Larson, commissioner of 
the Motor Vehicle Department. 

This compares with a total of 
2,915 dealers licensed in 1953. 


Among those licensed this year 
have been 1,796 new-car and 
truck dealers (1,977 last year); 
$28 used-car dealers (866); 46 
motorcycle dealers (54), and 21 
motor scooter dealers (18). 

The account of the department 
also shows that so far this year 20 
new-car dealers were replaced by 
different dealers and that 87 new- 
car dealers did not renew their li- 
cense for 1954. 

Other data reveal that 117 used- 
car dealers did not renew for 1954, 
that 17 new-car dealers and 92 
used-car dealers were licensed this 
year who held no license in 1953, 


Lansing Dealers 
Plan °55 Show 


LANSING. — Lansing’s 1954 out- 
door Automotive and Industrial 
Show, billed as the “biggest outdoor 
exhibit of its type in the world,” 
has been labeled a huge success 
and plans are now proceeding for 
next year’s show. 

Meeting after the exhibit, the 
show committee agreed to hold the 
third annual Automotive and In- 
dustrial show May 25-26, 1955, to 
seek more automobile manufac- 
turer support and to make Wash- 
ington Ave., where the show is 
held, a “great white way” after 
dark. 

The show committee also voted 
to create more automotive, mer- 
chant and industry subcommittees 
to coordinate the activities of these 
groups with the show committees. 


while four used-car dealers changed 
to new-car dealers this year. 

A total of 34 new-car dealers 
this year dropped franchises and 
changed to used-car dealers. 

Six dealers changed franchises 
this year, eight added a franchise, 
and 10 dropped one franchise. 

Two dealers moved from one city 
to another in 1954. 


Chevrolet Adds 
8 Panel Trucks 
To Mobile Clinic 


DETROIT.—Chevrolet’s national 
field service program for dealers on 
used-car and truck reconditioning 
has been broadened by adding eight 
specially equipped panel trucks to 
the fleet of mobile clinics, W. E. 
Fish, general sales manager, an- 
nounced last week. 

The panel trucks augment the 
original fleet of eight tractor-trailer 
units for conducting clinics at 
Chevrolet dealerships across the 
country on the latest methods, ma- 
terials and equipment for all phases 
of reconditioning. 

The fleet was expanded because 
of the heavy response to the clinic 
program, Fish said. The eight trac- 
tor-trailers, which went on the road 
last October, have been used in 
more than 260 sessions and are 
swamped with bookings more than 
six months ahead, 

Each of the panel trucks contains 
a-compact 1,600-pound cargo of the 
most modern available equipment 
and material for complete appear- 
ance reconditioning of used cars 
and trucks. 


The 16 regional instructors in 
charge of the tractor-trailer and 
panel truck units attended a course 
on reconditioning at Detroit. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. 
June 2 


(A very good sale for after the 

- Sold 88 cars out of 129 of- 
ferings.) 

BUICK—’53 RM Riviera coupe, §2,- 

000*; Special Riviera coupe, $1,700*; 

. Super 4-dr., $1,500*. °52 RM 4-dr., 


$1,120*; Special 4-dr., $960; Super 4- 


dr., $1,400*, $1,270*, $1,110*. ’51 Spe- 
cial Riviera coupe, $975*; 2-dr., $835*. 
"50 RM 4-dr., $580*; Special 2-dr., 
$405*; Super 4-dr., $575. 

CADILLAC — '53 (62) conv., $3,300* 


(ps). . 

CHEVROLET—’54 Bel Air 2-dr., $1,- 
615. '53 Bel Air coupe, $1,395; 4-dr., 
$1,350. °52 SL Deluxe 4-dr., $875*, 
$850*, $610; 2-dr., $810; conv.; $1,- 
960. *51 SL Deluxe Bel Air, $865*, 2 
at $850*. 50 SL Deluxe 4-dr., $505; 
*2-dr., $490. '49 SL Deluxe 4-dr., $315. 

CHRY ’50 Imperial 4-dr., $625. 

’.'49 NY 4-dr, $565. 

DeSOTO—'50~+Custom-conv., $645. 

PODGE—'51. Coronet conv., $650; 4- 

_ dr,, $610, '49 Custom 4-dr., $210. ’48 

* Custonr club coupe, $325; 4-dr., $305. 

FORD—'S3 Main (6) 2-dr., $1,100*, $1,- 
025; 4-dr, ,100; Custom (6) 2-dr., 
$1,135*. “52 Main (6) 4-dr., $1,060, 
$850; 2-dr., $905*, $900, $800; Cus- 
tom (6) 2-dr., $965. °51 Crest (8) 
Victoria, $880*, $800; club coupe, 
$710; 2-dr., $700*; Custom (8) 4-dr., 

$650*; Main (6) 2-dr., $555, 

. "50 Deluxe (6) 2-dr., $280; Cus- 

tom Deluxe (6) 2-dr., $390. '49 Cus- 

tom (6) 2-dr., $380, $325; club coupe, 
$300. 

HUDSON—'49 Super (6) 4-dr., $195. 

KAISER—’53 4-dr., $955. 

MERCURY — ‘52 4-dr., $1,055; 
coupe, $1,175. ‘51 4-dr., $715. 

NASH—’53 Rambler club coupe, §1,- 
110. ’52 Rambler 4-dr., $825. 

OLDSMOBILE—'53 (88) Holiday, §2,- 
055*, $1,475*; 2-dr., $1,780*, $1,235*; 
(98) Holiday, $2,000*. 51 (98) 4-dr., 
$845*. 

PLYMOUTH —'53 Cranbrook 4-dr., $1,- 
015. °51 Cranbrook Belvedere, $700. 
"48 Special Deluxe club coupe, $305. 

PONTIAC — '53 Chieftain Deluxe (8) 
Catalina, $1,765*. ‘52 Chieftain De- 
luxe (8) 4-dr., $950*. ‘50 Silver 
Streak (8) 4-dr., $570; Silver Streak 
(6) 4-dr., $420. '49 Silver Streak (8) 


club 


4-dr., $305*. ‘48 Deluxe (6) conv., 
$260. 

STUDEBAKER—'53 Commander 4-dr., 
$955. ‘52 Champion 4-dr., $600*; 
Starliner club coupe, $505. '51 Com- 
mander Land Cruiser, $445; Cham- 
pion 4-dr., $505. ‘50 Champion 4-dr., 


$275. 
MISCELLANEOUS—’51 Henry J (6) 2- 
dr., $395. 


Sale every Wednesday.) 


May 26 
(Sale very good. Sold 107 cars out 
of 150 offerings.) 

BUICK—’54 Super Riviera coupe, §2,- 
510*. ’53 Super Riviera coupe, §1.- 
840° (ps). ‘51 Special 2-dr., $1,015"; 
4-dr., $785; Super Riviera coupe. 
$930, $875; conv., $1,040*; RM 4-dr.. 
$950*. °50 RM conv., $570; 4-dr.. 
$500. °49 Super 4-dr., $365. 

CADILLAC — '52 (62) 4-dr., $2,075*, 
$1,500*. ‘51 (60) 4-dr., $1,775*. °49 
(61) 4-dr., $890*. "48 (60) 4-dr., $670. 

CHEVROLET—’53 Bel Air 4-dr., $1,- 
280. °52 SL Deluxe 2-dr., $845, $790*, 
$665; 4-dr.. $895*; Bel Air coupe, 
$1,100*. ‘51 SL Deluxe 4-dr., $625, 
$600*; Bel Air coupe, $795, $725*; 
SL Special 2-dr., $640; club coupe. 
$700. 

CHRYSLER — ‘52 NY 4-dr., $1,175° 
(ps). °51 Windsor 4-dr., $700°. ‘49 
Windsor 4-dr., $350. 

DeSOTO—’53 (8) club coupe, $1,492. 

DODGE—'52 Meadowbrook 4-dr., $700: 
Wayfarer business coupe, $575. ‘51 
Meadowbrook 4-dr., 2 at $550. ‘5u 
Wayfarer 2-dr., $335; 4-dr., $475; 
Coronet 4-dr., $500. 49 Coronet 4-dr.. 
$350; 2-dr., $385. 

FORD—’53 (8) 4-dr., $1,255, $1,200". 
$1,165; Victoria, $1,470, $1,450*. ‘52 
(8) 2-dr.. $915*; 4-dr., $975; . Main 
(6) 2-dr.. $775, $750. ‘51 (8) club 
coupe, $725; Victoria, $750; 2-dr., 
$700*; (6) 2-dr., $750, $500. ’50 (6) 
2-dr., $365, $300; Business coupe. 
$375, $365; 4-dr., $310; (8) 2-dr., 
$530, $525, $485. $460. 

— Pacemaker club coupe, 

60. 

KAISER—’51 2-dr., $400; 4-dr., $280. 

MERCURY—’51 4-dr., $1,135; club 
coupe, $760. '50 club coupe. $485; 4- 
dr., $500. 

NASH—’51 Statesman 4-dr., $405 

OLDSMOBILE—’52 (88) 2-dr., $1,270°. 
‘51 (88) Holiday, $1,050*; 2- dr., 
$890*. °'49 (98) 2-dr., $410°; (76) 
club coupe, $275*. 

PACKARD—’49 conv., $290. 
$110. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
065. '52 Cambridge 2-dr., $540. '51 
Cambridge 4-dr., $525, $500; club 
coupe, $500; Cranbrook 4-dr., $675, 
$570. '48 Cranbrook club coupe, $230. 

PONTIAC—’53 (6) 4-dr., $1,265: (8) 
2-dr., $1,450*; conv., $1,700*. ‘52 (8) 
Catalina, $1,240*. '51 (8) 2-dr., $900; 
(6) 2-dr., $725. °50 (8) 4-dr., $540; 
(6) 4-dr., $550, $540; coupe, $475; 
2-dr., $480. 

STUDEBAKER — ‘50 (8) club coupe. 
$1,000°. 

MISCELLANEOUS — '52 MG conv.. 


"48 4-dr., 


*Indicates automatic transmission or overdrive, and (ps), power steering 


Other Auction Reports are on Pages 56, 57, 58, 59 
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Oldsmobile Dealer Council Holds Meeting in Lansing— 


The 24 members of the Oldsmobile dealer Council meet in Lansing for a two-day session. They are (front row, from left), 
Russell Dunmire, Oregon City, Ore.; W. C. Osterberg, St. Paul; Harlan Lane, Houston; G. R. Jones, Oldsmobile general sales man- 
ager; J. F. Wolfram, general manager; Arthur Gaines, Brooklyn, N. Y.; H. J. Klingler, GM vice-president and group executive; 
W. A. Jones Ill, Richmond, Va.; R. P. Scott, Ardmore, Pa. and C. N. Baker, Paducah, Ky. 

Second row: R. E. Nolting sr., St. Louis; E. W. Schuon, Oldsmobile comptroller; J. W. Vogt, Lorain, O.; D. J. Griffith, Detroit; 
T. C. Downey, Oldsmobile works manager; R. W. Fincher, Miami; R. E. Lundahl, Idaho Falls, Id.; J. B. Manarina, Tonawanda, 


N. Y.; Curt Taylor, Dansville, Ill. and H. N. 


Metzel, Oldsmobile chief engineer. 


Top row: S. C. Starnaman, Omaha; R. E. Griffin, executive assistant to Wolfram; H. P. Akins, Wilkinsburg, Pa.; A. W. Ryan, 
W. Allis, Wis.; B. H. Taylor, New Bern, N. C.; Gustave Schaller, New Britain, Conn.; M. R. Roberts, Wichita Falls, Tex.; E. €. 


Douglas, Springfield, Mo.; Irvin Kaiser, Los Angeles; A. J. Muirhead, San Francisco and J. 1. Adams, Cincinnati. 


‘No-Raiding’ Pact Called Major Step... 





Union Merger Draws Nearer 


By Joe Callahan 
Staff Writer 
A MAJOR step toward consolida- 
tion of the AFL and the CIO 
into a single organization will be 
taken Wednesday 
(June 9) when lead- 


umoe ers of 70 AFL unions 
FRONT and 35 CIO unions 
meet in Washington 
to sign a “no-raid- 

ing” pact. 


Heading the “peace committees” 
at the signing of the labor “arm- 
istice” will be AFL President 
George Meany and CIO President 
Walter Reuther. 

The pact is expected to end juris- 
dictional disputes between the sig- 
natory unions, although most pend- 
ing jurisdictional arguments involve 
unions who refused to sign. 

: * * 
OTICEABLY absent from the 
meeting will be David McDon- 

ald, leader of 1,200,000 CIO Steel- 
workers, and Dave Beck, leader of 
1,300,000 AFL Teamsters. The 750,- 
000 AFL Carpenters will not be 
represented, either. 

A UAW-CIO official said, “This 
pact will solve, to a large extent, 
the biggest bone of contention 
among the unions — the jurisdic- 
tional dispute. 

“With the tension and conflict 
relieved on this basic question, 





Hudson Replaces 
Distributor with 


Denver Zone 


DENVER.—Hudson has opened a 
new zone office here. 

At the same time, it was disclosed 
that Lowen-Thompson-Brown, Inc., 
Hudson distributor in Denver for 
2% years, would be dissolved. 

The new zone office will serve as 
wholesale distributor for Hudson 
products in Colorado, southern Wy- 
oming, western Nebraska, Utah, 
eastern Idaho, eastern Nevada and 
northern New Mexico. Lowen- 
Thompson-Brown will continue as 
Hudson parts distributor for 60 
days and also will continue tem- 
porarily its retail service. 

The new zone office will be lo- 
cated at 1300 Lincoln St., until a 
new building can be built adjoining 
the Denver offices of Nash-Kelvin- 
ator at 3660 E. Fortieth Ave. 

The three owners of Lowen- 
Thompson-Brown — Charles A. 
Lowen, Alex Thompson and Flet- 
cher Brown—said they would an- 
nounce future plans later. The 
dealership was formed as the suc- 
cessor to Fred Ward, following the 
collapse of his business empire. 

Other Hudson dealers in the 
Denver area are Jack Brown Mo- 
tors Inc., 5784 W. Colfax Ave.; Vic 
Herbert Inc., 36660 Downing St., 
and Davidson Motor Co. 3211 8S. 
Broadway. 


leaders will now be able to sit 
down together and begin working 
toward the solution of their com- 
mon and overlapping problems. 
When they realize how many mu- 
tual problems they have, merging 
will be a logical development.” 

This spokesman said the “no- 
raiding” pact would have little 
effect on the auto industry, prin- 
cipally because the AFL signatories 
have such a small part of their 
membership in the auto plants. 

* * & 


E SAID: “The largest AFL 

union in the industry is prob- 
ably the AFL United Auto Workers 
and they give us little trouble. And 
we are content to let them be. 

“While we are 100 percent for 
this agreement, it will affect our 
membership only slightly—not even 
strengthening our bargaining posi- 
tion, because we have all the 
strength we need right now.” 

Other CIO officials say they 

don’t believe the pact will affect 
the current drives of the AFL 
Teamsters and the AFL Machin- 
ists among dealership workers 
because the CIO is largely disin- 
terested in such relatively small 
units. 

“We have found that these small 
units are more trouble and expense 
than they are worth. Sure, we do 
have some little outfits organized, 
but that’s because we couldn’t 
gracefully avoid organizing them. 

* x * 


ir DETROIT last week, the police 
became involved in an organiz- 
ing drive of the AFL Salesmen’s 
Union after a brick was thrown 
through a small window in the 
home of Fred J. Love, owner of 
Rosedale Motors (Oldsmobile). 
The union has been picketing 
Rosedale for several weeks as the 
result of the firing of a salesman, 
Joe Booth. Claiming Booth was 
fired for union activity, the union 
has filed an unfair labor practice 


| charge with the National Labor 

Relations Board. Management 
said Booth was fired for failure 

to produce, 

Inspector Joseph Krug, of the 
special investigation bureau, said 
that he had no evidence or wit- 
nesses but said he had asked Henry 
Lower, business agent for Local 376 
of the Salesmen’s Union, to come 
in and discuss the situation. Lower 
said he had no information con- 
cerning the brick-throwing. 

Inspector Krug also reported that 
thumb tacks had been scattered 
around the side drive of Dealer 
Love but there was nothing to in- 
dicate that the union was involved. 

* ok * 
ns hearings for Bob Ford 
(Ford) and Southwestern Mo- 
tors (Ford), scheduled for last week 
in Detroit, have been postponed 
until June 21 and 22, respectively, 
(See LABOR, Page 63, Col. 1) 


Coronado Sales 
Outrank Output, 
DeSoto Reports 


DETROIT. — DeSoto last week 
announced a standing backlog of 
orders for its new Coronado sedan 
despite repeated upward revision of 
production schedules for the new 
model introduced in February. 

The Coronado is an added-luxury 
version of the four-door FireDome 
V-8. 

J. B. Wagstaff, sales vice-pres- 
ident, said the Coronado has be- 
come the largest seller of all De- 
Soto models, causing a complete 
revision of scheduling to meet the 
demand. 

The current high production rate 
on Coronados, however, has enabled 
the company to trim down the 
backlog of unfilled orders in recent 
weeks, Wagstaff said. 





Ford Erecting Special Product Building— 


Ford Motor Co. has awarded a construction contract for its new special product 


division headquarters in Ecorse Township, 


Mich. Completion of the building is sched- 


vied by next spring. The division is conducting advanced studies and planning of 
automotive products. The building also will provide manufacturing facilities. 11 is 
expected that the revived Lincoin Continental will be built here. 
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There are only two ways in which a news- 
paper can be FIRST. It can be the leading 
medium for advertising in its market, and 
theabove chart sews that one up pretty neatly. 


As for the second factor, you could call it 
reciprocal loyalty. For a newspaper, it 
means taking full responsibility as.a citizen 
of the community it serves. For readers it 
means loyalty and a warm response to edi- 


torial efforts . . . dramatically illustrated by 


the millions of people who have attended 
Inquirer Charities events ... the hundreds of 
thousands of dollars Inquirer Charities has 
given to the needy. 


This is but one aspect of THE INQUIRER’s 
multi-faceted participation in the affairs of 
Delaware Valley, U.S.A. It is but one indica- 
tion that Philadelphians know we have a 
heart, and have taken us to theirs. 


The Philadelphia Prguiver 


The Voice of Delaware Valley, U.S.A. 


West Coast Representatives: 


SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 
Garfield 1-7946 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


DETROIT 
GEORGE S. DIX 
Penobscot Bidg. 

Woodward 5-7260 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 

Andover 3-6270 





Phenomenal Growth in 
DELAWARE VALLEY, 
U.S.A. 


Population up 20% since 1940! Over 
4% million people now live in the 
world’s greatest in- 
dustrial area ... and 
still the Valley grows: 
5 million population 
estimated by 1960! 





LOS ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 
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Build-It-Yourself Sports Car Promotion— 


Movie stars Tony Curtis and Piper Laurie prepare for a spin in the Woodill Wildfire 
as designer B. R. Woodill looks on. The car is offered dealers in kits comprising a 
Fiberglas body and custom frame. Cost of the car with used mechanical parts is 
estimated at $2,000. Construction of a Wildfire with new Ford parts is said to cost 
less than $3,000. The cars are currently sold in southern California for $3,500 to 
$4,500 each. Experienced mechanics can assemble the car in about 16 hours, it is 
said. The Wildfire is starred in two new movies, ‘Knock on Wood,” with Danny Kaye 
and Mai Zetterling, and “Johnny Dark,” with Tony Curtis, Piper Laurie. Paul Douglas 
and Iika Chase. 


00d 


Justice Dept. Leaves Door 


em... 





NADA Offers New Bootleg Plan 


the GM ruling might influence a|mind a penalty of 25 percent of 


(Continued from Page 1) 
offering the cars to GM for re- 
purchase at the price he paid. 

Harlow H. Curtice, GM president, 
had said that the proposal was de- 
signed to combat bootlegging. 

+ * * 
BEX at that time, was plainly 
upset by GM’s attempt to “go 
it alone” in seeking bootleg rem- 
edies. He hinted that he thought 





Insurance License Law 


Challenged in Ohio 


COLUMBUS, 0.—Suit has been 
filed here attacking the constitu- 
tionality of the law requiring re- 
ciprocal agents who sell auto in- 
surance to be licensed. 


The law goes into effect July 1. 
Plaintiffs in the case are George 
W. Byers, Columbus auto dealer; 
Universal CIT Corp. and The 
Lake Shore Underwriters of 
Cleveland. 





decision on the NADA plan. 

Judge Stanley N. Barnes, assist- 
ant U. S. attorney general in 
charge of antitrust activities, 
said, however, that disapproval 
of the GM plan would in no way 

affect NADA proposals aimed in 
the same direction. 

Barnes said, in effect, that the 
GM decision was one thing and the 
NADA proposal another. 

+ * + 


. rejection was an obvious 
disappointment to NADA offi- 
cials, but they expressed confidence 
that a favorable decision would be 
handed down on the latest proposal, 
perhaps this week. 

In regard to the legislative 
action, Charles Freed, NADA 
president, has said that he thinks 
it is possible to get a bill passed 
that would provide that a maker 
could sell new cars only to a 
franchised dealer, who agreed to 
buy them only for the purpose 
of retail resale. 

NADA, Freed has said, has in 














A EASIEST TO MAINTAIN 


Revolutionary new tie bar cylinder 
construction cuts down time—reduces 
parts costs. All parts including piston 
are readily accessible for service . . . 
Only ordinary truck tools required. 





- i . 
MORE HOIST 
CAPACITY 


gives you an extra pay-off 
on every payload. Dump- 
ing is fast, smooth, effort- 
less . - - With any load! 
















COMPLETELY NEW 
HOIST DESIGN 


performance-proved by 
months of grueling torture- 
tests in the laboratory and 
in rugged field service. 











red tn their class... -. Engineered to set 
standards of dollar-for-dollar value for per- 
formance-minded, cost-conscious haulers. Medel ee 
A-30 hoist rated at 8-ton capacity with 8’ body; 
Model A-40 rated at 7-ton capacity with 10’ 
X  body—in standard dump truck service. 


K SEE THE NEW COMPANION GAR WOOD DUMP BODIES, Toor, 
“~ ———— y 


Nil sen 













@ INCREASED DUMPING ANGLE of 55° eliminates hang-up within | 


body. Sticky loads dump clean . . . in less time! 


@ RIGID TORQUE TUBE—LEVER ARM ASSEMBLY eliminates ‘‘one- 
arm” stresses even when dumping or spreading on uneven 


Aaa i 


ground. 


@ TRIPLE GUARD STOPS OVER-TRAVEL DAMAGE. Oil by-pass 
in cylinder and cushioning spring in head prevent over-travel. 


Back stop halts piston at end of stroke. 


@ ADVANCED LIFTING POINT provides greater lifting force . . . 
@ TAPERED CYLINDER HEAD for best lever angle with low body Requires less pump pressure at rated capacities. Pump is new 


mounting height. laminoted construction. 


@ STRAIGHT-LINE PUMP DRIVE on any chassis. No drive line 
whip . . . Less universal joint wear. Hydraulic lines are flexible, ing.” Oil supply remains constant . . . 
dependability. 


@ RESERVE OIL CAPACITY in cylinder head ends pump “starv- 


“ 


Assures unfailing 


high-pressure hose. 
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WORLD'S LARGesy MANUFACTURER OF DUMP BODiEs AND Hoists FOR TRUCKS AND TRAILERS 


the net cost of the car for the 
dealer who would violate any such 
agreement. 


Freed has been quoted as saying 
that he believes that “automobile 
dealers are going to have to ac- 
cept territory protection.” 

However, there are those among 
both dealers and makers who op- 
pose territory protection. 


Obituaries 


Ellis M. Denney 

BOSTON.—Ellis M. Denney, 59, admin- 
istrative manager of the Lincoln-Mercury 
Boston district office, died May 24 after a 
heart attack. A resident of Everett, Mass., 
he was with the Ford organization for 30 
ony and was appointed to his post in 
1946. 





Peter F. Prew 
NASHUA, N. H. — (UTPS) — Peter F 
Prew, 65, Nashua auto dealer and a former 
director of the New Hampshire Automobile 
Dealers Assn., is dead. During World War 
II he headed the local OPA. 
- * * 


Edward F. Walsh Jr. 

KANSAS CITY.—Edward F. Walsh jr.. 
60, owner of Walsh Motors, Inc., died 
May 26, of a heart attack. Walsh Motors, 
Inc., was established as a Dodge dealer 
in 1928 as a partnership with Roland H. 
Record. The dealership was reorganized in 
1935 under the name of Walsh-Record, 
Ine., as a Ford dealership. Record left the 
firm in 1936 to head his own firm. Mr. 
Walsh was president of the Kansas City 
Motor Car Dealers Assn. in 1932. He was 
a Dodge dealer in Bartlesville, Okla., for 
several years before coming to Kansas 
City. 

* * = 


Thomas W. Hipp 
WEXAHACHIE, Tex.—(UTPS)—Thomas 
W. Hipp. owner of Hipp Motor Co.. died 
at his home here Mav 24. 
* * + 


Sommers Cushman 

BATTLE CREEK, Mich.—Sommers Cush- 
man, 63, co-owner and treasurer of Cush- 
man-Brown, Inc. (Chevrolet), died May 24 
From 1915 to 1927 he was a Ford dealer 
here, and then took over the Chevrolet 
business. 

© + * 


Jerome T. Shaw 

NEW YORK.—Jerome T. Shaw, editor of 
Tires—TBA Merchandising for 35 years and 
one of the pioneer journalists in the auto- 
motive field, died unexpectedly May 26 at 
his home, Hastings-on-Hudson, N. Y. He 
was 65. As a young man, Mr. Shaw cov- 
ered the Glidden Tours and Vanderbilt Cup 
races. 


Maryland Dealers 
Meet June 11-13 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland will hold 
its summer meeting June 11-13 at 
the Commander Hotel in Ocean 
City. 

One of the features of the event 
will be a presentation by Life mag- 
azine on “The Changing American 
Market.” A banquet and a dance 
are planned. 


Missing Miles 
Each Driver Said to Waste 


19 Gallons Yearly 


MONTREAL, — The average 
Canadian motorist wastes one mile 
for every gallon of gasoline he uses, 
enough during one year to let him 
drive an extra 344 miles. 

This is the conclusion drawn 
from a survey made by Canadian 
Acceptance Corp., Ltd., with its 
own fleet of 102 cars, which log 
almost two million miles per year. 

J. A. Langworthy, CAC official. 
said, “The average motorist gets 18 
miles per gallon. If he followed a 
few simple rules he would get at 
least 19 miles per gallon.” 

The average Canadian drives his 
car 6,200 miles a year, using 344 
gallons of gasoline. Losing one mile 
per gallon, he wastes more than 19 
gallons a vear. In round figures. 
this means that Canada’s 2.3 million 
cars last year wasted enough gaso- 
line on the road to drive about 800 
million miles. 


Bradenton Dealers Elect 


Rossman President 


BRADENTON, Fla. — The Bra- 
denton Automobile Dealers Assn 
has elected the following new offic- 
ers: 

President, William Rossman, Ma- 
natee Motors (Dodge-Plvmouth); 
vice-president, Dozier Hilliard 
Hilliard Brothers (Pontiac-Cadil- 
lac), and secretary-treasurer, Law- 
rence Sauve,. Lawrence Lincoln- 
Mercury Co. 
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Pittsburgh Dealers Elect Officers— 





Prudential Chief Willing to Back ’Em .. . 
Confidence in Smaller Makers 


(Continued from Page 1) 


expects 1954 to be the nation’s 
second best business year in his- 
tory, exceeded only by 1953. Pre- 
viously, 1952 was second best. 
Shanks said that the falling off 
of business, particularly in the au- 
tomotive industry, was but an ex- 
pression of a fear the people had 
over general conditions, but that 
Prudential feels that people already 





1 Car Out of 8 Found 
Defective in Indiana 

INDIANAPOLIS, — Checks of 
Indiana automobiles have shown 
defects in one out of every eight, 
the State Traffic Safety Division 
has reported. 

However, cars are generally in 
better condition than in the past, 


are coming out of it and that busi- 
ness will continue to get better. 


He pointed to the experience Pru- 
dential has had in Michigan as an 
indication that there “is nothing 
basically wrong with the automo- 
tive business.” He claimed that his 
company’s Michigan region is lead- 
ing the entire country in sales. 

‘ * + * 


ECLARING that the $1% billion 

that has been spent in research 
is now being expressed in new 
plants and processes in all lines of 
manufacturing, Shanks said that 
“once the people get over the war 
scare, we are going into the most 
dynamic source of business pros- 
perity this country has ever 
known.” 


He secs the country’s biggest 
domestic problem for the next 
two or three years as that of 
controlling inflation. 





about a year ago, today the nation 
is in a period of easy money. 

He thinks that industry can look 
forward to a continuation of easy 
money, low interest rates and low 
taxes for some time to come. 


Curtice Looking 


For Business 


Rise in Last Half 


ARLINGTON, Tex.— Harlow H. 
Curtice, president of General Mo- 
tors, predicted last week that 
American business 
would continue 
prosperous “and 
perhaps still fur- 
ther improve” in 
the second half of 
1954. 


Curtice address- 
ed 700 Texas civic 
and business lead- 
ers and GM ex- 
ecutives at the 


the report added. The checks 
started in May and will continue 
through June. 


Seated is E. A. Herzberg, Homestead, new president of the Pittsburgh Automobile 
Dealers Assn. Standing (from left): Hartley R. Graham, secretary-manager; Fred K. 
Becker, Mount Lebanon, treasurer, and Edgar D. McKean jr., Squirrel Hill, vice-presi- 


Declaring that banks have been 
pushing interest rates up too fast, 
Shanks called attention to the fact 
that although money became scarce 
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This is ENTHUSIASM! 


The American Weekly creates ENTHUSIASM” 


Want to get the big jump on competition, to move ahead 


by leaps and bounds? Direct your sales pitch to the 


moneyed middle millions through the pages of The AMERICAN WEEKLY. i. 


Magazine favorite of the middle class, it reaches better than 


one out of every five American families each week. 


TDhe 
American WEEKLY 
. ENTHUSIASM is interest raised to the buying pitch! 


AMERICAN WEEKLY, 
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| formal opening of 
| the Arlington 
| plant of GM’s Buick-Oldsmobile- 
| Pontiac assembly division. 


H. H. Curtice 


Reviewing business trends so far 
| this year, he said they supported 
the predictions of continued pros- 
perity he made in January. His 
forecasts, he recalled, were con- 
sidered optimistic. 

As indications of continuing 
economic health, Curtice declared 
that consumer savings and liquid 
assets were at record highs, that 
goods were being consumed faster 
than they were being produced, that 
investment expenditures continued 
high, that total construction ex- 
penditures in the first four months 
| of the year set a record, and that 
the gross national product in the 
first quarter was near last year's 
| alltime high despite a substantial 
| decline in defense spending. 

GM’s business remains good, he 
| said, and “retail deliveries of Gen- 
;eral Motors passenger cars are 
running ahead of last year and are 
directly in line with production.” 

Ground was broken for the 
Arlington plant two years ago. The 
first car was produced Jan. 6, and 
| the plant now has turned out ap- 
proximately 14,000. 


e 
Turbine 
(Continued from Page 2) 
prove the various components, in- 
cluding compressor and blading de- 
sign. 

The gasifier section, which com- 
prises the compressor and com- 
bustion chamber, is another ma- 
jor area of research. This is the 
heart of the engine, the place 
where latent heat energy of the 
fuel is extracted in the process of 
delivering hot compressed air to 
the blades. 

, 38. The regenerator. Primarily for 
| the sake of fuel economy, the re- 
generator uses a heat exchanger to 
divert the high-temperature ex- 
haust gases for the purpose of 
heating the relatively cool gas from 
the compressor. 

This system for utilizing waste 
heat energy in the exhaust has not 
been used on any automotive tur- 
bine shown by GM. However, 
Chrysler claims to have licked the 


‘feel, consumption and high exhaust 


heat problems with a_ successful 
heat exchanger. 

GM men say their major em- 
phasis is on perfecting turbine de- 
sign with open exhaust models and 
then incorporating regenerators as 
refinements. 


'Verschoor Is Recovering 


| After Auto Accident 
MITCHELL, S. D.—Jack Ver- 
| schoor (Chevrolet), NADA director. 
is recovering in St.. Joseph’s Hos- 
pital here from a hip fracture suf- 


.|fered in an auto accident May 20. 


Verschoor was driving alone when 
his car slipped off the shoulder of 
a road near here. He expects to 
be in the hospital for another 60 
days. 
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YOUR PRODUCTS ARE 
OUR BUSINESS, T00! 


Autos, appliances, transportation or farm equip- 
ment . . . if your products require flat-rolled 
steel, they deserve the best. And it’s our obligation 
to see that you get the very best that 25 years’ 
specialization in flat-rolled steel can provide. 





GREAT LAKES STEEL 
CORPORATION 


Ecorse, Detroit 29, Mich. 


Sales offices in New York, Chicago, 
Cleveland, Grand Rapids, Indianapolis, 
Lansing, Philadelphia. 







A UNIT OF 
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Joins Packard— 


John Bardini (right) is a new Packard 
dealer in Merced, Calif. Signing his fran- 
chise is Willard Scott, resident manager 
of Earle C. Anthony, Inc., Packard distrib- 
utor for northern California. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 































Auto News from Austria 


Vewly Registered Vehicles Rise 73% in °53; 
Biggest Increase of Any Year 


By F. H. Baer 

Staff Correspondent 
INNA, Austria.—(UTPS)—The 
number of vehicles in Austria 
increased during 1953 more than 

any other previous year. 


Some 66,697 vehicles were newly 
registered last year. That was 73.5 
percent more than in 1952, The ma- 
jority, however, were motorcycles, 
which totaled 43,034, About 10 per- 
cent of the total replaced worn-out 
units. 


The number of licensed vehicles 
rose by 16.6 percent in comparison 
to 1952’s level. (The 1952 increase 
over 1951 was 8.8 percent. 


At the end of 1953, 407,255 ve- 
hicles were licensed by Austria’s 
6.5 million population. This total 
stands in contrast to the prewar 
level of 1937, when 119,585 units 
were registered. 

The structure of Austrian motori- 
zation has changed greatly since 
1937. Motorcycles have tripled since 
then and reached 201, 680 units in 


GMAC 
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1953; trucks and trailers quadru- 
pled since 1937 to 48,301 and 37,120, 
respectively. 


* 

Still Behind 

Dp. these increases, the ra- 

tio of vehicles in contrast to 

the population is still behind other 
European countries. 

For 1,000 citizens of Austria, 11 
cars, 29 motorcycles, and seven 
trucks were counted for 1953, as 
against the 1952 level of 44, 26, 


* * 


Situation Well in Hand 


BUFFALO.—Self-Service gasoline 
stations and automatic pumps are 
banned in Amherst, N. Y., under an 
ordinance adopted by the Town 
Board. The ordinance outlaws as a 
safety measure “devices that per- 
mit the flow of gasoline or other 
tiammable liquids through a dis- 
pensing hose or nozzle when the 
hand of the operator has been re- 
moved.” 





and 9 in Switzerland, and 19, 32, 
and 10 in West Germany. 

Part of the increased motoriza- 
tion is reflected in domestic pro- 
duction: 2,474 cars were assembled 
in Austria during 1953, all of them 
Italian Fiats. Also manufactured 
here were 2,726 trucks, 317 buses, 
9,351 rural tractors and 50,340 mo- 
torcycles. 

Part of the truck production 
stems from a Soviet-operated fac- 
tory, the Soviets managing this 
plant as a German asset in their 
occupation zone. 

. ok 2 + 


Motorcycles Rise 


eee ston of motorcycles 
rose slightly from 1952, while 
the production of other vehicles re- 
mained at the 1952 level. 

Exports of Austrian vehicles 
increased 3 percent during 1953. 
Income from international trade 
operations grossed the industry 
365 million schillings, or $14.5 mil- 
lion. 

Most of the exports went to Euro- 
pean countries, but the U. S. im- 
ported 121 cars, 29 tractors, five 
commercial vehicles and one mo- 
torcycle. 

Austria’s biggest customer was 
West Germany, which purchased 
3,705 cars. 


THRIFTY TERMS SAY... 


_ United States of America 
are largely inhabited by reliable, 
respectable, hard-working family people who 


have to make both ends meet. 


They need cars. In our modern suburbs and towns, 


as well as in the country, most of them must have 


cars. They are your never-ending Market. 


y) 


Which dealers will continue to win this Market’s 
constant repeat business? Those who encourage 
buying on long, costly terms, mislabeled ‘Easy 
Terms”? Or those who give them the true credit 
service of thrifty shorter terms, that can be paid 
off comfortably while trade-in values are still high? 


Those thrifty terms say, “Come again!” 
When you contrast their costs with those of 
so-called “‘easy”’ terms, you gain respect 
and more sales in the long run. 


And when you use the GMAC Thrift- 
Guard Plan, you enjoy 4 benefits: 
(1) Control of the whole transaction. 
(2) Gross from time contracts. 
(3) Extra business from 
satisfied customers. (4) Repeat 
business from GMAC service. 


The GMAC Thrift-Guard Pian 
available to General Motors Dealers: 


CHEVROLET + PONTIAC 


OLDSMOBILE 
BUICK * CADILLAC 








Letter to Salesmen 
By John O. Munn 


Dear Son: 


A SALESMAN, who is 
steeped in gloom, should 
sell one of two things: cem- 

etery lots or cof- 





No. 31 fins. There are al- 
INA ways obstacles 
series confronting us — 


such things as 
depressions, wars, short- 
ages, overproduction, dis- 
counting and bootlegging. 
The automobile business is, 
always has been and always 
will be a selling business. 
When problems arise, clear, 
constructive, optimistic 
thinking must prevail. 

All cars being produced to- 
day can be sold at a profit. 
There is plenty of proof to 
support this assertion. Profit 
opportunity has been present 
during the entire history of 
the industry. Some dealers, 
some salesmen always sell at 
a profit, 

One cannot afford to wait 
for ideal conditions. Today 
is the day we are living. 
Selling is our business to- 
day, every day—so, let’s be 
careful of our frame of 
mind. Only by being opti- 
mistic can we do the job 


we have to do. 
ue a oe 


OF COURSE, it’s not 
easy. On the other hand, if 
we allow ourselves to get 
down in the dumps, we just 
cheat ourselves out of time 
which can better be em- 
ployed developing reasons 
why people want to buy 
cars and the best methods 


as to how we can sell them. 

There is an active demand 
for both new and used cars. 
The potential demand is also 
large. The reduction in income 
tax will save people money to 
buy automobiles. Employment 
rolls are increasing. Automo- 
biles, new and used, represent 
a greater investment value, a 
greater use value than any 
other item of merchandise 
competing for the consumer 
dollar. 


America is blessed with 
great natural resources. It 
has an agricultural produc- 
tion capacity to meet our 
own needs as well as to 
help lift the living stand- 
ards of people of other 
countries. We have manu- 
‘facturing know-how. We 
have creative ability. The 
nation is on a high business 
plateau, even though we 
are going through a read- 
justment period. 

So, let’s declare open 
season on gloom and hang 
out the sign, “Business as 
Usual.” 

Sincerely yours, 


Dad 





Cage Industries 


Acquires A.R.A. 


DALLAS.—BenJack Cage and his 
associates have purchased A.R.A. 
Mfg. Co., Fort Worth, manufacturer 
of automotive air-conditioners, 
formerly owned by O. P. Leonard. 

The new firm will be known as 
the A.R.A. Mfg. Co. division of 
Jack Cage Industries, Inc. 

A.R.A. produces the Refrigair 
Sr., a refrigerated air-conditioner 
for heavy cars, station wagons and 
delivery trucks, and the Refrigair 
Jr., a model for light cars. 

Cage will become A.R.A. presi- 
dent. William E. Lind will continue 
as vice-president and general man- 
ager. 
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is 3 tanks to fill make 
automotive advertising 3 times more 
effective in Country Gentleman! 


This farmer, like millions of others across the 
country, operates farm machines and trucks as well 
as cars. To keep them running, farmers use 10 bil- 
lion gallons of petroleum products yearly. 


And because of the three automotive units on 
the farm, American farmers are also your biggest 


3-Unit customers for tires, parts and accessories. 


Automotive 


Ownership That is why automotive advertising is three times 


more effective in Country Gentleman—the most ef- 
Ci etna aie fective selling force in the great car-truck-tractor 
Country Gentleman families farm market! 


Two or more cars in 1 out of 5 


Country Gentleman families Greatest sel lin 9 force 


One or more tractors on 7 out of 10 


eee in America’s greatest 
automotive market! 


Country Gentleman farms 


A Curtis publication + Circulation now more than 2,600,000 





JUST ONE OIL 


for peak power 
and performance 


for sure, thorough 
lubrication 


for real protection 
against wear 


for more miles 
from every quart 














and youre set for summer 





SELL GUARANTEED 
QUAKER STATE MEDIUM HD OIL 


with the 





Yacle bilm 


IT MEETS EVERY SUMMER DRIVING NEED! 


Here are easy selling, easy.servicing, steady profits all sum- 
mer long—with just one grade of oil! It’s Quaker State 
Medium HD Motor Oil with the Miracle Film—the very 
latest advance in motor oils. So fine you can sell it to new 
car purchasers with a 35,000 mile guarantee! 

Quaker State Medium HD is the one oil that meets 
every summer driving need . . . the oil that forms a Miracle 
Film on moving engine parts . . . a pure, free-flowing, heat- 
resisting, cleansing film that protects as it lubricates. Skill- 
fully refined from 100% Pure Pennsylvania Grade Crude 
Oil—the result of over 50 years of leadership in the field 


of automotive lubrication! 

So good that Quaker State says: Regardless of claims or 
mystery ingredients, no motor oil made can surpass Quaker 
State for performance, lubrication, and oil and gas consump- 
tion qualities. 

Concentrate on this one great oil for summer. Make it 

your profit leader! 
SUGGESTION— use the Quaker State Remind-O-Matic 
System, Post Card Service, ‘‘35,000 Mile Guarantee,’’ and 
other fine sales helps to promote your lubrication and 
other service sales! 


— AND FOR THE MORE SENSITIVE DESIGNS OF 
MODERN HIGH COMPRESSION ENGINES — SELL 


1. Overcomes Engine Ping and Knock 
Quaker State 2 Frees Sticking Valve Lifters 
MULTIPLE VISCOSITY 3- Prevents Camshaft and Lifter Wear 


4. Increases Gas Mileage 


Unique among 5W-20 motor oils! Skillfully refined from 
100% Pure Pennsylvania Grade Crude Oil. Fortified 
with finest detergent and anti-wear, anti-corrosive and 
anti-oxidant additives. It minimizes combustion cham- 


Motor Oil 


5W-20 HD 


use where SAE5W, 10W, 20W or 20 grades are recom- 


Kas ber deposits, and has low oil consumption qualities. For 
6 - 
On 


mended by the car manufacturer. 


The oil of the future! Stock it and sell it now! 





QUAKER STATE ... YOUR SIGN OF QUALITY 


QUAKER STATE OIL REFINING CORP., OIL CITY, PENNA. 


MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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AUTOMOTIVE WASHINGTON 


Jam Faces Legislators 


As Weeks Slip Past 


By William Ullman 


ihington Correspondent 
a since the present session of Congress began last 
January, Republican leaders of the Senate and House 
have been expressing hope that they could complete most 
of the Administration’s program and adjourn for the sum- 


mer by July 31. 

But it’s going to take 
longer than the Republicans 
think, say the Democratic 
leaders, who predict that about 
Aug. 15 would be more nearly cor- 
rect. Some think the session may 
go to Sept. 1. 

Senator Lyndon Johnson, Texas 
Democrat, is of the opinion that 
the Republican leaders may have 
to give up either part of the Ad- 
ministration’s program or their 
hopes for an early adjournment. 

As Democratic leader, with 48 


votes, Johnson’s adjournment views 


must not be taken 
lightly. 

Several leading 
Republicans have 
informally sug- 
gested that Con- 
gress might ad- 
journ July 31, to 
permit an early 
start on election 
campaigning, and 
then return to 
Washington after 
the November 
elections to complete its work. 

Johnson, however, knocked that 


William Ullman 








DELCO RADIO 


one flat with the statement: “I’m 
not for coming back after the elec- 
tions.” 

Here are the bills yet to be acted 
upon which the Democrats view 
as major items: General tax re- 
vision, Social Security additions, re- 
ciprocal trade extension, housing, 
farm, and foreign aid. 

Most of these have yet to go 
all the way through either the 
House or Senate. 

The Administration also is ex- 
pected to renew its request for pas- 
sage of a bill to increase the legal 
limit on the Federal debt. 

The end is not yet in clear view, 
and it may be farther away than 
either side thinks. 


* * * 


Idle-Pay Debate 


| gems hearings on the Admin- 
istration’s unemployment com- 
pensation proposals and other un- 
employment insurance bills are 
slated to begin tomorrow (June 8), 
according to Rep. Dan Reed, chair- 
man of the House Ways and Means 
Committee. 

The Eisenhower proposals were 
introduced in the House by Reed, 
New York Republican, Apr. 15. The 
Reed bill, however, covers only part 
of the recommendations made by 


HANDIEST 
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the President in his economic mes- 
sage to Congress last January. 

The President recommended 
broadening coverage to include 
some 2,500,000 Federal employes 
and workers in small establish- 
ments not now covered numbering 
about 3,400,000. 

Reed’s bill would implement 
three of the President’s recom- 
mendations. Section 1 would ex- 
tend coverage to employers of 
one or more. Present law covers 
those employing only eight or 
more. 

Section 2 redefines the term “ag- 
ricultural labor” to conform to that 
used in the Social Security legisla- 
tion. Section 3 would permit a 
State to grant reduced Federal un- 
employment tax rates to employers 
with only one year of employment 
experience, instead of three years 
as required now. 

A fourth section would eliminate 
the right to pay the tax in quar- 
terly installments. 

* * ~” 


Tax Concessions Hiked 


AVS aimed at bringing about 
bigger production of strategic 
and critical minerals in the U. S. 
was taken by the Senate Finance 
Committee last week when it agreed 
to give these products higher tax 





Delco's Signal-Seeking Tuner for auto radios 
is the handiest way to precision tuning... 


DIVISION OF GEN 


and only Delco has it! 


Car owners appreciate the ease and conven- 


ience of tuning their car radios when they 


have Delcos with the exclusive Signal-Seeking 


Tuner! For this unique Delco development 


uses the magic of electronics to find stations 


and tune them to hairline accuracy auto- 
matically. And, of course, there’s a safety 
factor involved, for the driver need never 
take his eyes from the road to change stations. 
Just a light touch on the selector bar, and the 
station desired is quickly, easily and accu- 
rately tuned in. Each touch of the bar brings 
in another station—no dials to watch or knobs 


to twist. Many of America’s finest cars are 


now equipped with the Delco Signal-Seeking 


Tuner. Ask your car manufacturer. 


Bkieas 
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concessions than those already 
granted by the House. . 

The senators voted to give per- 
centage depletion allowances of 23 
percent instead of 15 as approved 
by the House. But, at the same 
time they headed off any attempt 
to further slash excise taxes by 
voting a motion that no such pro- 
posals will be considered in the re- 
vision bill. 

This action, however, a spokes- 
man said, did not rule out the pos- 
sibility that something special 
might be done on excises later in 
other legislation. 

The new tax concessions for min- 
erals were specifically confined to 
domestic production, it was em- 
phasized. American producers of 
these minerals who also produce 
abroad are to be limited to 15 per- 
cent on their foreign production; 


the committee announced. 
* * + 


More Nickel Expected 


HE Business and Defense Serv- 

ices Administration announced 
last week that nickel available for 
civilian use in the third and fourth 
quarters of 1954 will equal the ton- 
nage distributed in the first and 
second quarters of this year. 

This means, it was pointed out, 
that after stockpile and military 
requirements are met, the total 
nickel available for nonmilitary 
use in 1954 will be approximately 
110-115 percent of the 1953 total. 
The increased civilian supply, it 

was explained, comes from reduced 
military needs. 
* 


* * 


Women Leave Home 


SS .. ... experts predict 
that by 1975 women will com- 
prise 33 percent of the nation’s la- 
bor force. The Bureau of Labor 
Statistics puts the current figure at 
30 percent. 

In 1920 women comprised about 
21 percent of all American workers. 

Mechanization, making jobs 

easier as well as safer and clean- 
er, accounts largely for the sharp 
increase in employment of wom- 
en, the Council of Technological 
Advancement believes. 

Also these days jobs outside the 
home are more interesting than 
ever before. They pay well and, be- 
cause of technicological advances, 
skilled jobs are more suited to 
women than ever before. As a re- 
sult, employment of women today 
is above the 1944 wartime peak. 

* ~ * 


Auto Pools OK’d 


i= a bill approved by the 
House Government Operations 
Committee, auto pools would be es- 
tablished by the Federal Govern- 
ment in about 100 cities throughout 
the country. 

The measure was sent to the 
House floor for action by unani- 
mous consent. But because of some 
objection to such a pool, especially 
by the Department of Defense, the 
bill was amended to provide that 
the President could rule as to 
whether a particular Government 
agency could operate by itself ad- 
vantageously. 

The pools would be set up by the 
General Services Administration. 

oe * * 


Doggett Heads Parkers 


T= new president of the Na- 
tional Parking Assn. is L. B. 
Doggett jr.. Washington, who oper- 
ates 16 parking facilities. 

The NPA, it was said, now has 
more than 400 members who own 
and operate the private enterprise 
off-street parking facilities in ma- 
jor cities. 

Charles T. McGavin, also of 
Washington, was elected executive 
director. McGavin was the first sec- 
retary of the District of Columbia 
Motor Vehicle Parking Authority. 


2 Chemical Divisions 


Added bv Penn Salt 

PHILADELPHIA. — Establish- 
ment of two new operating divi- 
sions has been announced by Penn- 
sylvania Salt Mfg. Co. They are the 
industrial chemicals and chemical 
specialties divisions. 

George B. Beitzel. president, an- 
nounced that William P. Drake, 
sales vice-president, had been 
named president of the industrial 
chemicals unit. 

Albert H. Clem. general sales 
manager, heads the chemical spe- 
cialties division, and William W. 
Mitchell, formerly head of manu- 
facturing, has become vice-presi- 
dent for engineering, purchasing 
and traffic. 
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Exclusive new firsts’ 


Studebaker dealers Americas 
star-studded franchise 
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Paints for Today's Autos 
Run Gantlet of ‘Tests 


- REDUCING the time required for auto finishing from 
432 hours of drying time in 1923 to 45 minutes today, 
paint chemists have had to develop many new testing tech- 


niques as well as supply the necessary new paint materials. 


Among the many tests de- 
vised during recent years are 
new exposure tests, includ- 
ing accelerated tests, surface 
tests, hardness tests, and tests of 
film thickness, gloss, color, adhe- 
sion, brittleness, abrasion resistance 
and alkali resistance. Bend tests 
are also used, as well as procedures 
designed to determine susceptibility 


GM’s Quebec Purchases 
QUEBEC. — Industrial firms in 
the Quebec City area supplied $103,- 
495 worth of goods and services to 
General Motors of Canada in 1953. 


o 
to bleeding, bronzing, cold check- 
ing and salt spray. 

These are not all of the char- 
acteristics of modern automobile 
finishes that are checked regu- 
larly in the laboratory. However, 
the list is sufficiently inclusive to 
indicate the thoroughness with 
which paint is tried and tested 
before it is accepted by the car 
manufacturer. 

Many of the latest instruments 
were described at a recent Society 
of Automotive Engineers meeting 
by representatives of the Ditzler 


leolor division of Pittsburgh Plate 





Glass Co. Ditzler is a leading sup- 
plier of the auto industry. 
+ . * 


Fingernails, Too 

> to testing, panels must be 
cleaned in a carefully prescribed 

manner. After preparation, panels 

are placed in a dessiccator for fu- 

ture use. 

To provide a uniform thickness 
for each test plate, Ditzler has de- 
veloped a spray machine that sim- 
ulates the motion of a paint spray 
man. Wet paint thickness can be 
measured by a special wet film 
thickness gauge developed by H. 
Gardner Laboratories. 

The device consists of three 
discs, in which the center disc is 
eccentric. A quick test makes it 
possible to eliminate panels which 
do not have the desired paint 
thickness. 

As in the case of steel, hardness 
is an important characteristic of 
paint. While soft paints are con- 
veniently tested—although perhaps 
not too scientifically—by using the 
fingernail, many harder industrial 
finishes require other test methods. 

One such device rocks back and 
forth through a definite arc on a 
paint film. The number of oscilla- 
tions is recorded. The working prin- 
ciple involved is that two metal 





Augusta School Gets Mercury Engines— 

Two Mercury engines have been presented to the Augusta (Ga.) Vocational Training 
School by Lincoln-Mercury. From left are Roy Rollins, school superintendent; A. W. 
Luster, assistant district manager, and Claude Daniels, owner of Daniels Lincoln- 
Mercury Co., who arranged the donation through Ford's Atlanta community relations 
committee. 





rings, in rocking back and forth, 
depress the paint film, depending 
on the hardness of the paint. The 
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NOW—MORE THAN 


Gas Mileage Up to 23% 





The Best Lubricant 
for Any Car—New or Old— 
in Extreme Heat, 


or Sub-Zero Cold—Adds 
Years to Engine Life! 


Here’s the powerful performance story customers are 
reading about...in national magazines—Life and 
Saturday Evening Post —coast-to-coast. 


New Mobiloil Special boosts engine power... equivalent 
to raising gasoline performance up to five octane 
numbers. It boosts gas mileage up to 23%. 


In exhaustive tests it cleaned up engines of all ages 
—kept them clean as no oil ever has before. It relieved 


engine knock, pre-ignition 


“ping” and spark plug 


misfiring. It reduced corrosive and mechanical wear to 
almost zero. For more service department gross profit 


—sell New Mobiloil Special! 


*In identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption—increased miles per gallon up to 23% — 
over results obtained with conventional high-quality SAE 20 motor oil. 


EVER — 


THIS SIGN MEANS BUSINESS! 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





variation in resistance to rocking 
results in many oscillations on a 
hard film and relatively few oscilla- 


tions on a soft film. 
* + * 


Pencils to Micrometers 


gp of graded hardness are 
also employed by the auto in- 
dustry to test the hardness of paint 
film. Good quality pencils ranging 
from 6B soft to 6H hard are used. 
The soft pencil crumbles, of course, 
when applied to relatively hard 
paint. When the hardness of the 
pencil exceeds that of the paint, 
the surface is scratched. 

Among scientific devices for test- 
ing film thickness are the General 
Electric Film Thickness Microm- 
eter and the Penetrating Microm- 
eter manufactured by Electronic 
Control Corp. 

The GE device utilizes a pen- 
etrating needle. Film thickness 

can be read directly from a scale. 
The device manufactured by Elec- 
tronic Control operates on much 
the same principle. Unlike the GE 
device, it is not limited to flat 
surfaces but is somewhat more 
difficult to read. 

Operating on the magnetic prin- 
ciple, the General Electric Thick- 
ness Gage is read directly when the 
instrument is placed on coated 
metal. The laboratory microscope is 
often used to measure paint thick- 
ness over non-metallic surfaces. 

Various ingenious devices are 
now available for measuring gloss, 
color, adhesion, brittleness and 
abrasion resistance. Many of the 
tests devised are comparatively 
simple and direct. For example, one 
of the tests used to determine brit- 
tleness is shooting a BB shot by 
means of an air rifle and observing 
the affect. A Willys Gravelometer 
is used by some companies. 


Car Check Lifts 
Motorists’ Pride, 


Service Business 


TIFTON, Ga.—A car safety check 
campaign here has brought pride 
to motorists and business to dealers’ 
service shops. 

The campaign was conducted by 
police and civic clubs in cooperation 
with six dealerships whose service 
departments gave the inspections 
free of charge. 

Motorists whose cars were found 
in order were given a safety sticker, 
while many of those whose cars 
were found defective hastened to 
have them repaired so they, too, 
could display the safety sticker. 

The inspections included lights, 
glass, mirrors, windshield wipers, 
steering mechanism, brakes, horn 
and exhaust. 

Dealerships participating were 
Tifton Motors (Plymouth-Chrysler) ; 
Southern Auto Co. (Ford); Johnson 
Motors (Studebaker); Burkhalter 
Chevrolet Co.; Childs Motor Co. 
(Pontiac), and Tifton Lincoln-Mer- 
cury Motor Co. 


Simmons Anniversary 
Simmons Oldsmobile Co., Ince., 
Vicksburg, Miss., celebrated its 20th 
anniversary. S. Simmons is 
president; Lloyd Tanner, secretary; 
Dee Lott, service manager, and 


Garner Allen, parts manager. 
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Ringing up 
a Million 





"Rocket" Rides! 
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Oldsmobile Dealers Go All-Out On 
Spectacular New Demonstration Drive 


Phones are ringing! Sales are soaring! Oldsmobile dealers | = (> | aoe 
everywhere are “dialing for deals”! They’re going all-out =™ : ED — \ N (> aoa - 
to ring up another record-breaking sales month with a , a a 
terrific telephone campaign. Its object: more than a es 
million demonstrations this month! A million new friends 
and thousands of new owners for Oldsmobile! They’re 
asking everyone to “Make a Date with a Rocket 8”— 

the hottest number on the highway! And people who have 
taken that new “Rocket” Ride all agree: There’s never 
been a car like it! By June’s end, a million people will 
**Ring for a Ride in a Rocket”—a million more 


people will know . . . “The SMART Deal is OLDSMOBILE!” 


nocxer evens OLDSMOBILE 


Division of General Motors Corporation ¢« Lansing, Michigan 
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Legislative Summary eee 


States Act on Taxes 
For Highway Users 


ree and prospective de- 
velopments affecting highway- 
user taxation and the financing and 
construction of free highway sys- 
tems, as reported from State capi- 
tals throughout the Country, in- 
clude the following: 

Cotoravo: Plans of the Colorado 
trucking industry to spend $100,000 
a year in a research and public re- 
lations program aimed at obtaining 
a new highway-user tax program 
to replace the State’s recently 
adopted . gross ton-mile tax have 
been announced. 


The gross ton-mile tax, enacted 
by the 1954 Colorado Legislature 
and expected to yield $3.6 million 
annually for highways, is known as 
a third-structure tax. The two- 
structure tax covers license fees 
and motor fuel levies. 


Connecticut: A committee to 





financing problems has heard a 
suggestion that the State float a 
$250 million bond issue to finance 
a $42 million expressway and 
other highway projects through- 
out the State. 


It was subsequently brought out 
at the hearing that a two cent in- 
crease in the state’s present four 
cent gasoline tax rate would bring 
in an additional $12 million a year, 
or close to the annual payment that 
would be required on the suggested 


, bond issue. 


De.LawareE: By the end of the cur- 
rent calendar year some $22 million 
worth of highway work will be 


|} under contract in the State. 


Iowa: A proposed State gasoline 
tax increase has been endorsed by 
the Iowa Good Roads Assn. Associ- 


| ation members went on record as 


overwhelmingly in favor of a pro- 


study expressway and highway | posed two cent additional gasoline 



















More than Two Million 





Eaton Axles in Trucks Today! 


EATON 
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Ab Jenkins, long-distance rac- 
ing champ and ex-mayor of Salt 
Lake City, drove the equivalent 
of 60 times around the earth with- 
out an accident. 





tax, which would yield about $15 
million a year. 





The association’s policy commit- 
tee reported its studies showed the 
Iowa primary road system needs 








$50 million a year for construction. 
This would require an estimated 
$19 million in additional revenue. 

* * * 


._— The State Highway 
Commission has put more than 
$96 million under contract for high- 
way construction and maintenance 
work the last three years. This is 
almost the same amount placed 
under contract in the four-year 
period from 1947 to 1951 and more 
than double the amount contracted 
from 1943 to 1947. 

Kentucky: State Highway De- 
partment officials here outlined 
plans for spending about $11 million 
this year and about $5.5 million 
early in 1955 on major improve- 
ments in the State’s primary road 
system. 

Louisiana: State Revenue Collec- 
tor Rufus Fontenot has prepared a 
bill to revise tax collection methods 
in hopes of doubling the $600,000 
annual revenue now derived from 
liquefied petroleum gas and diesel 
fuel used in motor vehicles. With- 
out changing existing tax rates, the 
proposed legislation would require 
the “first supplier,” usually refiner- 
ies or wholesalers, to report the tax 
receipts instead of retailers. 

Maine: State Highway Commis- 
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sion has announced plans to 

spend $1.6 million less of its own 
funds on its highway construction 

program for 1954-55 than pre- 
viously planned. Commission 

Chairman David H. Stevens ex- 
plained the State would spend 
less this year so it would have 
more to match an increase in 
Federal aid funds which will 
begin July, 1955. 

Maryann: Gov. Theodore Mc- 
Keldin; R. vetoed a bill which 
would have provided for a year’s 
delay in raising the price of mo- 
tor vehicle license plates by about 
33 percent. Increases now scheduled 
to go into effect in 1955, under the 
terms of legislation enacted last 
year, will provide an estimated $6 
million in revenue for road con- 
struction. 

MicHican: A comprehensive engi- 
neering and fiscal study of the 
State’s highway needs is authorized 
by a bill signed into Michigan law 
by Gov. G. Mennen Williams. 


A similar study of Michigan high- 
way needs led to the 1951 enact- 
ment of bills increasing the gasoline 
tax rate by 1% cents a gallon and 
boosting weight taxes paid by 
trucks and buses. 

* * * 
ISSISSIPPI: A measure author- 
izing the State Highway Com- 
mission to issue $18,159,000 in State 
gasoline tax revenue bonds, to be 


| used in matching Federal highway 
| aid, appeared on its way to enact- 
| ment. 


In another Mississippi develop- 
ment, the Legislature enacted a bill 


| clearing the way for bond issues in 
| three coastal counties to finance 


construction of a causeway linking 


| two Gulf of Mexico islands with 
the Mississippi coast. 


Montana: Ways to raise addi- 


| tional revenue needed to match in- 


creased Federal highway aid are 
being sought by the Governor's 
Interim Highway Finance Com- 
mittee. Suggestions thus far include 
higher motor fuel levies and new 
or increased truck taxes. 

NortH Carouina: A detailed sur- 
vey of the State’s highway needs 
and financing will be conducted 
by a New York engineering firm. 

The firm will make “a compre- 
hensive study and report on the 
total needs and funds” of the State 
Highway Commission for the next 
10 years. A report will be submitted 
in time for consideration by the 
1955 legislative session. 

NortH Dakota: State will be $10 
to $12 million short of matching 
available Federal-aid highway 
funds unless more construction 
money is raised, according to an 
estimate cited by Rep. Roy A. 
Holland of LaMoure. 

* * x 
Cr: Initial use this year of 
$15 million of the State’s au- 
thorized $500 million highway bond 


|issue was approved by the State 


Sinking Fund Commission. If re- 
quired, more releases this year will 
be authorized from the total issue. 

PENNSYLVANIA: A proposal by the 
Greater Philadelphia-Delaware- 
South Jersey Council calls for a 
billion-dollar, 25-year highway plan 
for the Philadelphia metropolitan 
section of the Delaware Valley. The 
plan features a system of 28 ex- 
pressways in the 1l-county area 
along the Delaware River between 
Trenton, N. J., and Wilmington, 
Del., with Philadelphia as the hub. 

South Dakota: A public opinion 
poll sponsored by South Dakota 
newspapers indicated that public 
sentiment in the state favors a 
gasoline tax boost in preference 
to bond issuance as a means of 
producing more road funds, if ad- 
ditional revenues are found to be 
necessary. 

Vermont: That highway bond is- 
sues may be raised as a major 
issue in next year’s State legisla- 
ture session was indicated when 
Gov. Joseph B. Johnson recently 
suggested a $5 million bond issue 
for road construction. 

Meanwhile, the State Highway 
Department announced a construc- 
tion program aimed at virtually 
eliminating this year all gravel 
surfaced sections on the Federal- 
aid primary road system in the 
State. Costing $3,328,000, the pro- 
gram will be financed with money 
available during the fiscal year 
starting July 1. 

Wisconsin: A resolution calling 
for an unspecified increase in the 
State’s four-cent gasoline tax has 
been adopted by the Wisconsin 
Good Roads Assn. 
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Again in 1953, The Saturday Evening Post led all other 
national magazines in automotive advertising. The Post 
carried 386 more pages than Life and 204 more pages 
than Time and Collier’s combined.* It’s never been a 
better buy for advertisers or a bigger help to dealers! 
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gl YOU were a typical American, 
born in the backwoods of mid- 
west America, and, at the age of 
five, your Pa hitched that “old 
plug” to the buckboard and drove 
you and your Ma 10 miles to that 
“old country store,” then surely you 
know the origin of the “country 
newspaper.” 


In its earliest form, it was a most 
influential force in the building of 
this nation . . . post office... 
bank ... employment agency... 
social center and political forum. 


The other day 2,000 members of 
the American Newspaper Pub- 
lishers Assn., and their guests 
heard President Eisenhower say 
that “this must not be an age of 
atomic hysteria and horror... it 
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tional understanding and _ co- 

operative peace.” 

He was simply broadcasting the 
same idea which inspired John 
Campbell, a bookseller who pub- 
lished the first newspaper in Amer- 
ica, the Boston News-Letter, on 
Apr. 24, 1704. London got its first 
daily paper two years earlier. 
| Fifteen years earlier, a printer 
|named Samuel Green, got together 
|a single broadside, summarizing 
“New English Affairs” and in 1690, 
Benjamin Harris launched what he 
| planned as a regular weekly, “Pub- 
lick Occurrences, Both Foreign and 
Domestick,’ but the authorities 


could get out a second issue. 
* * * 


Methods Contrasted 
HAT’S exactly what Ike was | 
talking about, contrasting Amer- | 

ican methods with those of the 


-| Russians. American papers today 


are published in keeping with the 
intelligent morals of the publishers. | 
The 1,700 U.S. dailies have the good 
opinion of from 50 to 60 million | 
readers at stake. 

A publication like Automotive 
News, which is read by perhaps, 
100,000 persons in one of the best} 





can be made an age of interna- ‘organized industries in the world, 








The principle of open-vision is ideally exemplified by this modern establishment, the Dinndorf Paint 
and Wallpaper Store, St. Cloud, Minnesota. The attention of the passer-by is caught and drawn 


right inside. Pittsburgh Products used here include 


Pittco Store Front Metal, Pittsburgh Polished Plate 


Glass, PC Glass Blocks and a Herculite Tempered Plate Glass Door. Architect: Fred Traynor, St. Cloud. 





in the community and incr 


“Our modernized showroom has created a tremendous amount of interest 





eased our floor play. ‘Disappearing’ Twindows in 


Used Car Department aid in quickly demonstrating used cars and afford opportunity of open air 
used car display in summer,” says B. Bock, Pres., Flatbush Pontiac, Inc., Brooklyn, N. Y. Pittsburgh Prod- 
ucts used are Polished Plate Glass, Solex Heat Resisting Plate Glass, o Herculite Tempered Plate Glass 
Door and three Twindow Insulating Units that descend into the basement when desired. Vita Auto- 
matic Windows, Inc., Woodside, L. I. Architect: Nathan R. Ginsburg, A.l.A. Architect, New York. 


oo the type of retail business 

you are engaged in—whether youre 
planning a new establishment or remodel- 
ing an old one—it will pay you to investi- 


Store Fronts 
and Interiors 


by Pittsburgh 


PAINT 


Pert? © 





suppressed his sheet before he, 


| that might find their way into the | 





gate the advantages of a Pittsburgh Store 
Front. Send for a free copy of our booklet, 
“How To Give Your Store The Look That 





Hudson Hosts Overseas Visitors— 





credit for the first newspaper to 
Campbell, The newspaper which 
first succeeded in meeting the needs 
of the people is considered to be 
the Pennsylvania Gazette, which 
was taken over by Benjamin Frank- 
lin one year after it had been estab- 
lished in Philadelphia by Samuel 
Keimer. That was the predecessor 
of the Saturday Evening Post. 


x * * 


Ist Daily in 1784 


N° SUCCESSFUL daily newspap- 
er was available until 1784 when 
John Dunlop and David Claypoole 
started the Pennsylvania Packett 
and Daily Advertiser which Wash- 
ington selected in 1796 as the first 
paper to which he gave his Fare- 
well Address for printing. 

New York’s first newspaper was 
started by William Bradford on 


A traffic study committee of the Organization for European Economic Cooperation, | Nov. 8, 1725. It was not an impor- 


now on a tour of the U. S. under auspices of the Foreign Operations Administration, 
visited Detroit for a look at traffic engineering methods. From left are Aage Andersen, 
Danish highway department engineer; T. P. Rhoades, Hudson public relations director; 
Andre-Lovis Aliezaix, automotive editor in Brussels, Belgium, and W. H. Thoreson, 
Hudson export director. 





for Campbell by Bartholomew 
Green, son of the man who tried 
his own hand briefly in 1689, and 


cannot “ballyhoo any sacred cows” | 


stable. It must remain “one hun-| 
dred percent American, come hell; it was carried on after Campbell 
or high water.” dropped out until 1776. 


The News-Letter was printed | Most authorities do not give 


Berrer store tronte mean better business! | 





The smart, open-vision design of this Carvel Dari-Freeze Store in Reifton, Pa., combined with its 
distinctive trade-mark, has a great deal to do with the attention and recognition these units are 
receiving wherever they ore located. Pittsburgh Products used here are Pittco Store Front Metal and 
Pittsburgh Polished Plate Glass. Architect: James Kust, Yonkers, N. Y. 





“Our business has increased over 100% since we installed our new front and 
we feel that most of it is due to the excellent first impression it creates. No 
other investment we know of shows such amazing results,” says Andre E. Schneebeli, Prop., Andre’— 
The. Empire Salon, Baltimore, Md. Pittsburgh Products used include Polished Plate Glass, Carrara 
Structural Glass and a Herculite Tempered Plate Glass Door. Architects: Fenton and Lichtig, Baltimore. 





cessful store fronts and complete descrip- 
tions of Pittsburgh Products. Use the 
convenient coupon. There’s no obligation, 


Sells.” It includes many examples of suc- of course. 

pooner EE EE EE ee 7 
Pittsburgh Plate Glass Company | 

Room 4246, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 

Without obligation on my part, please send me a FREE copy of your | 

modernization booklet, “How To Give Your Store The Look That | 

Sells.” | 
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tant paper except for its pioneer 
position and few copies have sur- 
vived. 

Nowadays, when we think noth- 
ing of devouring and discarding 
40 or 50 pages at a sitting, when 
we consider the daily and Sunday 
editions of one or more news- 
papers as indispensible to life as 
eating breakfast and when we 
regard any. paper more than fif- 
teen or twenty hours from the 
press as old stuff, we cannot 
easily comprehend what the first 
newspapers meant to the people. 
Or what those journals devoted 
to the progress of particular in- 
dustries mean to those whose 
success depends upon accurate 
information regarding those in- 
dustries. 

The first newspapers covered a 
full week at each printing, and 
much of the news in them would 
today be more suitable for a quar- 
terly journal or perhaps even an 
almanac. News was interpreted 
rather freely gathered and fre- 
quently biased by the personal 
opinions of the writer. 

+ * * 


Definitions 
S. HERE are some of the words 
* I heard for the first time while 


listening in awe to some “cracker- 
box” statesman who seemed to 


| have the-crowd in that “old coun- 


try store” pretty well “buffaloed.” 

If you have read this column 
regularly you must have discov- 
ered that as experience, tempers, 
emotions, go, my opinions have 
been revised between five and 70. 

A democrat: One who is hand 
and glove with the saloonkeepers. 

A politician: One, like this speak- 
er, who has the country’s good up- 
permost at heart. 

A patriot: A man who votes for 
the right candidate. 

A spellbinder: A man who talks 
loud about the merits of the “other” 
party. 

“An honest man: 
ways tells the truth.” 

“A reprehensible liar: One who 
spreads gossip about his neighbor. 

Goin’ home in that buckboard, I 
turned to Pa and said, “Hey Pa, 
what does it mean when you say a 
Democrat is hand in glove with 
saloonkeepers.” 

“Baloney,” said Pa, and that was 
the word I’ve always thought of 
when I heard an out-and-out polit- 
ical speech. 


Standard Oil Asks 


One who al- 


'Review by FTC 


WASHINGTON. — Standard Oi! 
Co. of Indiana has asked the Fed- 
eral Trade Commission to recon- 
sider its order regarding alleged 
price discrimination by the firm in 
the sale of gasoline. 

The petition asks FTC to con- 
sider: 

1. Whether any valid cease-and- 
desist order is now in effect. 

2. If so, whether the revised find- 
ings of 1953 conform to the judicial 
mandates returning the case to the 
commission. 

3. Whether those findings do not 
in fact clash with the commission’s 
own legal interpretation of the 
scope and purpose of the “meeting- 
competition” defense. 

4. Whether the commission’s “dis- 
regard” of its trial examiner’s find- 
ings can be reconciled with recently 
defined doctrines of administrative 
law. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 





IS 7 OUR BUSINESS TOO! 


BLUE CORAL’S exclusive “beauty treatment” for fine cars 
has won the enthusiastic acclaim of America’s automo- 
tive industry . . . of leading dealers, designers and car 
owners everywhere! It’s easy to understand why. The 

BLUE CORAL TREATMENT is not a “here today-gone to- 
morrow concoction.” Not a temporary “shine-up” that 
looks handsome for the moment. It is a combination of 
priceless ingredients, designed to clean a car’s finish as it has 
never been cleaned before...then burnish to a harder, 
brighter brilliance and protect every inch of the sleek, spar- 
kling finish for months to come! 


There is no finer BEAUTY treatment for any car! No finer 
way to build customer good will and repeat business ! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 
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Future Roads Seen 
Halving Travel Time 


By Gerhardt Neumann 
Staff Writér 

Nr nation’s highway system of 

the future will cut auto travel 
time in half, and do it safely, in 
the opinion of L. 
E. Briggs, treas- 
urer of Ford Mo- 
tor Co. 

Speaking at a 
convention of the 
California Bank- 
ers Assn. in Pasa- 
dena, Briggs pre- 
dicted that the 
new highway net- 
work would span 
the nation with possible extensions 
to Alaska and Central America. 

However, he added, “if tomor- 
row’s car is to travel twice as fast 
as today’s, it must first be made 
twice as safe. The auto industry is 


working to meet this challenge.” 

As an example, he mentioned 
that Ford engineers are working 
on a device which will keep the 
driver from falling asleep at the 
wheel by an electronic warning 
which tells the driver it’s time 
to pull off the road. 


“An even better system,” he add- 
ed, “would permit the driver to 
sleep peacefully at the wheel. That’s 
not as outlandish as it sounds. We 
have all the technological knowl- 
edge we need right now to accom- 
plish automatic driving. It would 
be a pretty expensive and unwieldy 
proposition at the moment, but we 
could do it.” 

In general, Briggs said, “we are 
standing with one foot in the Buck 
Rogers Age. We believe the auto- 
motive industry is doing the best 
job it can today to contribute to 
progress along the American road 


Another parade stopper 


Safety Check in Daytona Beach— 

At a nine-day safety check sponsored by the Daytona Beach (Fia.) Automobile 
Dealers Assn., 1,897 vehicles were examined, of which 1,139 were found all right, 
while 758 were in need of repairs. An additional 226 autos were checked during this 
period in the service departments of the city's dealerships. 


into the future. We are doing that 
job by being vigorously competi- 
tive.” 

* * + 


Conn. ‘Safest State’ 


a. driving at the present 
time is in Connecticut, accord- 


ATOMS AT WORK 


And over 9,000,000 people stopped to read a thrilling story. 


This X-ray view of a mouse illustrated an interview with the top medical men 


of the Atomic Energy Commission. It appeared in Parape, 


the Sunday Picture Magazine, and it stopped 8 in every 10 readers. 


Week after week, up and down every street in 45 key markets, 


more than 13 million readers stop and read vital stories like this. They make 


Parape the best read publication in print, according to independent surveys. 


Result: ParabeE gives its advertisers more than twice as many readers 


per dollar of ad cost as any of the Big Three weekday magazines. And Parape’s 


impact on Sunday makes sales all week long. 


ing to an article in the June issue 
of American Magazine. 

The authors, Roger Dove and 
Robert Ficks, assert that if the 
rest of nation could match Con- 
necticut’s safety record, highway 
fatalities would be reduced by 60 


To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
who have used 
PARADE in the past 
year to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 


Chevrolet 
Oldsmobile 
Pontiac 


Hudson Moter Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Goodyear Co. 
Goodyear Tires 


Hastings Mfg. Co. 
Casite 


Simeniz Company 
Simoniz Wax 


“ PARADE ,.. The Sunday Magazine section of 45 fine newspapers in 45 major markets... with more than 13,000,000 constant readers, 


percent and more than 400 lives a 
week would be saved. 

The only state to win the grand 
award in the National Traffic 
Safety Contest six times, Connec- 
ticut’s auto fatality rate last year 
was less than half the national 
average. 

If the rest of the country had 
done as well, the authors say, more 
than 20,000 people killed in traffic 
accidents in 1953 would be alvie 
today. 

They attribute this success to a 
top-flight system of roads and a 
thorough safety education program. 

A third reason, they add, is the 
psychological warfare campaign of 
the state police, labeled the “best 
state police force in the nation” in 
the annual awards list of the Na- 
tional Safety Council. 


* + * 


Successful Car Check 


T= impact of public opinion on 
safety-mindedness was demon- 
strated last month in Oklahoma 
City during a voluntary auto in- 
spection campaign. 

Police made the observation 
that appro 90 percent of 
the drivers whose cars had been 
found faulty returned to the in- 
spection lane in order to qualify 
for the black and yellow “OK” 
sticker, after they had the neces- 
sary repairs done. 

During the first week of the 
drive, more than 3,000 vehicles were 
checked, out of which 2,430 were 
found in safe operating condition, 
while 569 were refused stickers be- 
cause of mechanical defects. 


The drive was conducted with 
the cooperation of the Oklahoma 
City Motor Car Dealers Assn. Deal- 
ers also offered inspections in their 
shops without cost. 


Teen-Agere Vie 
For U.S. Roadeo 


Teen-agers all over the country 
have been competing in recent 
months for places in the state teen- 
age roadeos to be held in June as 
the last step toward the national 
teen-age roadeo which will take 
place in Washington Aug. 10-14. 

The event is under the sponsor- 
ship of U.S. Junior Chamber of 
Commerce. Fifty finalists from all 
states and Hawaii will receive ex- 
pense-paid trips to Washington to 
compete for a total of $3,000 in col- 
lege scholarships. 

The competition is open to driv- 
ers who have not reached their 
20th birthday on or before the final 
day of the national contest. Each 
entrant must have a license or 
learner’s permit, and must not have 
been convicted of a “moving” traf- 
fic violation for six months prior to 


the contest. 
= * 


Utah Safety Council 
To Extend Its Goals 


Plans for expansion of safety 
programs in Utah have been for- 
mulated by the Utah Safetv Coun- 
cil, according to Darrel Welling. 
newly elected president of the 
council. 


The group called for a campaign 
to enlist the financial support of 
business and industry in a move to 
extend the safety program into 
“every nook and corner of Utah.” 

s s 7 


N. H. Roads Association 
Offers Safety Program 

The New Hampshire Good Roads 
Assn. has drawn up a four-point 
highway safety program. 

The association recommends real- 
istic traffic regulations, fullest pros- 
ecution of serious traffic offenses, 
compulsory driver education in hign 
schools, and cooperation with offi- 
cials in the New Hampshire cam- 
paign to improve traffic safety. 

Earl Sawyer was elected as new 
president. 


From Dodge to Ford 


Sterling Auto Sales, Inc., Wil- 
mington, Del., a Dodge-Plymouth 
firm since 1936, has switched to 
Ford. Ford now has two dealer- 
ships in Wilmington for the first 
time since 1941. Chevrolet has three. 
Wilmington now has no Dodge out- 
let. Hugh Richter, president and 
treasurer of Sterling, was with the 
Chrysler Corp. Philadelphia district 
before he became. a dealer. 
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gives the most value! 


Your best way of meeting increased competition is to give customers more 
for their-automobile dollar. Genuine leather upholstery 
is certainly one of the most dramatic, sellable ways 
of giving them greater value. Its beauty, comfort, and style 
are recognized factors, with immediate sales appeal. 
More important, still, is the fact that genuine leather out-performs 
the next-best upholstery material by far. Tests by a famous impartial laboratory 
prove that leather is 77% more rugged, 151% stronger along stitch lines under a 
bouncing load, 10% less likely to scuff under the shoes of children, 
and “significantly more durable to rubbing”. Besides, leather 
is the easiest material to care for, it actually improves with use, 
and it adds to trade-in worth. You can add value with genuine leather upholstery! 


THE UPHOLSTERY LEATHER GROUP, INC. 


New York Office: 141 East 44th Street, New York 17. + Detroit Office: 199 Pierce Street, Birmingham, Mich. 
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A newspaper is a complicated thing. 
It takes a skillful and creative team to 
produce it—a team of editorial, 
mechanical and business experts. The 
newspaper which builds a better team of 
producers—and which enjoys more 
enlightened management—has the 
combination needed to achieve success. 
The theory is simple enough. Putting it 
into practice is somewhat more difficult. 


o - + 


The man in the picture is one of the 
important reasons why the Los Angeles 
Times has achieved and maintained its 
position as the leading newspaper in 
western America. 


He represents the typical Times- 
Mirror employee — the average in age 
and length of service among the 2700 
regular employees of The Times, The 
Mirror and Times-Mirror Press. 


Our typical employee is 38 years old. 
He has worked at Times-Mirror for a 
little more than 8 years. His wage scale 
is higher than that paid for similar work 
elsewhere. 


Tucked into his desk at home are a 
number of documents which add greatly 
to his sense of security, and which help 
to explain why the Times-Mirror Com- 
pany has the lowest employee turnover 
in the industry. 


His life insurance policy carries a face 
value of $7,000 and contains double- 
indemnity and disability provisions. 


A family health insurance policy 
covers the employee, his wife and chil- 
dren, guaranteeing weekly disability pay 
to him and furnishing family protection 


The Times, which has served Southern California since 1881, 
is first by far among all the newspapers of western America 


against many of the costs of diagnosis, 
hospitalization, surgery and doctor bills. 


The cost of both life and health pro- 
grams is borne, largely, by the Times- 
Mirror Company. 


In the envelope labeled ‘‘Retirement,”’ 
our typical employee stores the plans for 
his future. Under the terms of the 
Times-Mirror retirement plan, he will 
receive $200 per month— over and 
above and distinct from his Social 
Security benefits — after retirement at 
65. The cost of a comparable plan, if he 
were to buy it outside his company, has 
been estimated at $20,607.19. Actually, 
because his is a group plan and because 
the company pays more than half the 
cost, the employee pays about one-third 
of that amount, spread out in easy pay- 
roll deductions over the years. 


Standing to the average employee's 
credit is the sum of $933, his share of 
the profits of his company, allocated to 
him under the Times-Mirror profit-shar- 
ing plan. 


The average employee also enjoys a 
3-week paid vacation, 8 holidays per 
year with pay, a modern cafeteria, low- 
cost parking in a company-owned 
garage, recreation rooms, a credit union 
and many other company-wide benefits 
and services. 


But most of all, the man who works 
for The Times feels that he is some- 
body; that his opinions count; that his 
ideas are wanted. He is part of the team 
producing the newspaper that is first by 
far in its field—thanks, to a large 
degree, to his efforts. Because he has a 
better job, he does a better job of help- 
ing to produce a better newspaper. 


. . « first by far in public service, in circulation and in advertising. a 


LOS ANGELES 


REPRESENTED BY CRESMER AND WOODWARD, NEW YORK, CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 
Attorney at Law 
Ae to a late higher 
court decision, a holder of a 
mortgage on an automobile may re- 
possess the car by consent of the 
mortgagor, although he does not 
strictly comply with State laws 
when repossessing the automobile. 

For example, in Sims v. Horton, 
264 Pac. (2d) 879, the testimony 
showed facts, as follows: One Sims 
purchased an automobile on an in- 
stallment plan. He was delinquent 
in making three monthly payments 
in the sum of $64.38 each, on the 
loan secured by a chattel mortgage 
on the automobile. 

This chattel mortgage clearly 

provided that in case of delin- 
quent payments the automobile 
could be repossessed by the hold- 
er of the chattel mortgage. 

During the trial, Sims proved he 
had sent two money orders, a total 
of $128, to cover the delinquent 
payments. Having failed to receive 
a receipt for these payments he 
sent a telegram of inquiry to the 
holder of the mortgage but received 
no reply. The money orders were 
returned to Sims a few days after 
the repossession. He cashed them 
and used the money for personal 
expenses. 

In the face of this testimony, the 
higher court held that the holder 
of the mortgage was within his 
legal rights in repossessing the au- 
tomobile, and said: 

“A chattel mortgage may, with 
the consent of the mortgagor, take 
possession of the mortgaged prop- 
erty without following one of the 


statutory methods of foreclosure.” 
* * * 


Which Law Controls? 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: “If two State 


Auto Competition 
In Full Flower, 


Economist Says 


LOS ANGELES. — In regard to 
the announcement by Attorney 
General Herbert Brownell that the 
Department of Justice is investigat- 
|ing to see if any anti-trust law 
| provision has been violated by the 
automotive industry, Lewis Haney, 
professor of economics at New 
York University, had some interest- 
ing comments in his column in the| 
Los Angeles Herald and Express. 

He said in part: 

“The attorney general talks about 
| ‘serious shrinkage in the number of 
| competitors, and says that it is 
| best to have ‘multiple’ concerns. We 
| therefore need to be reminded that 
competition has little to do with 
the number of competitors. It could 





be as effective with three as with| ; 


| 300. 

“Nor is there any evidence that 
the auto industry is now headed 
toward domination by two giants. 
|It takes time for competitive ad- 
| justments to be made. 





“Chrysler has had a bad year, but 
don’t make the mistake of thinking 
that this giant is through. Of the 
minor producers, some will pass 
out, but some will scrape through 
by economy or by combining. I pre- 
dict that there will be at least four 
important companies. . 


“The impact of cutting out the 
excess-profits tax has naturally 
helped those who have been mak- 
ing big profits since 1948 more than 
others. This is a temporary con- 
dition. 

“Finally, the whole problem is 
| confused by differences among the 
| companies as to lines of business 
such as defense products, appli- 
ances, parts, etc., and by differences 
| as to integration of different stages 
|of production. GM and Ford have 
led in appreciating the public’s 
state of mind and giving them the 
‘deluxe’ models and gadgets they 
want. Also, they have had advan- 
tages in financing and marketing. 
But these things, when honestly 
developed, are not monopolized by 
them, 

“I see no lack of competition and 
no danger of monopoly in the auto- 
mobile business.” 





laws conflict with each other, 
which law controls?” The answer 
is: The law is effective which rea- 
sonable and prudent persons would 
deem to be controlling. 

For example, in Commercial 
Credit Corporation v. Schneider, 61 
N. W. (2d) 499, the testimony 
showed facts as follows: One Adams 
purchased from Crowns Auto Sales 
a Nash club coupe, making such 
purchase under a conditional sales 
contract. On the same day, Crowns 
Auto Sales sold and assigned the 
conditional sales contract to Com- 
mercial Credit Corp. 


On Sept. 17 the latter duly filed 
the conditional sales agreement 
in the office of the register of 
deeds for the county. On Apr. 12 
Adams sold the automobile to 
one Schneider. At this time 
Schneider examined the certifi- 
cate of title and as there was no 
lien notation thereon, he believed 
that the automobile was unen- 
cumbered. 

The credit corporation sued 
Schneider to recover possession of 
the automobile. During the trial, 
testimony was given that a State 
law provides that automobile cer- 
tificates of title must be renewed 
only once a year. Another state 
law provides that when a holder 
has properly filed a conditional 
sales contract it is valid as to all 


persons. 
+ aa * 


To ‘All the World’ 


Cc IS interesting to observe that 
the higher court ordered Schnei- 
der to give up possession of the 


automobile quoting: 


“Where a conditional sales con- 
tract is required by statute to be 
filed or recorded and it is filed 
or recorded in the proper time, 
place, and manner, the record 
operates as a constructive notice 
of the contract ... and of the 
true ownership of the property 
. . » The constructive notice af- 
forded by the record is the equiv- 
alent of actual notice. It is fre- 
quently said that the record 
operates as constructive notice to 
‘all the world’.” 

For comparison, see Hamilton v. 
Rathbone, 175 U. S. 414. Here the 
U. S. Supreme Court held that if 
a State statute is of doubtful mean- 
ing, the court may take all facts 
into consideration and decide which 


| statute is controlling. 


This court also held that where 
the law is clear upon its face, and 
when standing alone it is fairly 
susceptible of but one construction, 
the construction must be given 
to it. 
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Dual Deal for Hodgins— 


Signing a Packard franchise is G. R. 
Hodgins (right), general manager of Hod- 
gins Motors, Stockton, Calif. With him is 
Willard Scott, resident manager of Earle 
C. Anthony, Inc., Packard distributor. Hod- 
gins also will continue to sell Studebaker 
cars. 
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do business with Clark. 
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NO CAPITAL IN} 


STMENT for your ’ 


material handling costs when you use 
CLARK’S PAY-AS-YOU-GO LEASE PLAN 


Without tying up a penny of working capital, put 
Clark material handling equipment to work for you. 
With Clark’s pay-as-you-go plan, any of Clark’s 
many models and types of handling equipment is 
available for your immediate use. With no down 
payment and at a low monthly cost, this lease plan 
enables you to: 


1. Conserve working capital for other essential 
needs—such as additional inventory, plant 
expansion and non-leasable capital equipment 


2. Pay-as-you-go rental is a totally deductible 
expense 


3. Eliminate trade-in problems and get the 
benefit of newest equipment. 


No outside financing is necessary—you deal directly 
with your local Clark dealer who will help you 
determine what equipment best fits your needs. 
Gas or electric fork trucks, Powrworker hand 
trucks, tractors and Clark-Ross carriers—all are 
available on a 3 or 5 year lease. 


Let Clark equipment pay for itself as it cuts your 
handling costs. Call your local Clark dealer for a 
discussion of the details which will not obligate 
you in any way. 


SEE THE YELLOW PAGES OF YOUR PHONE BOOK FOR THE NAME OF YOUR LOCAL CLARK DEALER 


PRODUCTS OF CLARK: TRANSMISSIONS ¢ DRIVING AND 
STEERING AXLES e AXLE HOUSINGS e TRACTOR DRIVES e LIFT 
TRUCKS @ TOWING TRACTORS e ROSS CARRIERS © POWRWORKER 
HAND TRUCKS e EXCAVATOR CRANES e TRACTOR SHOVELS @ 
ELECTRIC STEEL CASTINGS e GEARS AND FORGINGS 


Industrial Truck Division 
CLARK EQUIPMENT 
COMPANY 

Battle Creek, Michigan 


CLARK 
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ommereial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 


Government Vehicles Mismanaged, Study Shows... 





$39 Million Folly 


CLE Sam could save at least 
$39 million each year on the 
vperation of his commercial vehi- 
cles, if he would put into effect a 
replacement and maintenance 


5 schedule similar to that used in in- 


dustry, a recent study of Govern- 
ment vehicle operation reveals. 
The study was conducted by the 
Federal Supply Service of the 
General Services Administration. 
At present, the Government owns 
and operates a fleet of 260,794 com- 
mercial vehicles in all departments, 


gexclusive of tactical vehicles of the 


~nilitary. Of these, 75 percent, or 
japproximately 195,000, could be 


{brought under the plan proposed 
. in the survey. 
* 


* * 


yor only could the Government 
LN save $39 million each year by 
adopting the proposed plan, it could 


Ford Presses 






Sg tg ew ge continued to hold 
the lead in first-quarter truck 
sales this year, according to latest 


-?°R. L. Polk & Co. figures, but Ford 


+ 


was pressing hard as the quarter 

*ded—only 3,575 units behind. Last 

ar at this point, Chevrolet's lead 
was 30,489 units. 

Total registrations for the first 
three months were 194,073 units, 
down considerably from the 220,- 
812 units titled during the same 
period last year, the tabulations 
showed. 

Sales in all classifications were 
also down, but an analysis showed 
that sales were proportionately 
higher in the 14,001-16,000 and 
16,001-19,500-pound gross vehicle 
weight classifications. 

Chevrolet, which produces trucks 
for the first four weight classifica- 
tions, garnered the biggest share 


es 
ICC Sets Hearing 
For 12 Questions 
4 9 
On ‘Piggyback 
ASHINGTON. — The Interstate 
Commerce Commission will 
hear oral arguments June 28 on 12 
questions involved in “piggyback” 
operations. 

The discussion will revolve 
around questions submitted by 
the New York, New Haven & 
Hartford Railroad; the Ilinois- 
Minnesota Motor Carriers Con- 
ference, and other organizations. 
For the most part, the discussion 

will attempt to clarify the position 
of the railroad in trailer-by-rail 
movement, and on rates to be 
established for the different types 
of carriers. 
x - x 

“q\yTHER suggestions, questions 

and problems relating to this 
subject,” the commission declared, 
“will be disposed of at a future 
date.” 

The 12 questions are: 

1, May a railroad transport its 
own freight (freight tendered it by 
shippers) in its own trailers on flat 
cars, without holding any authority 
under Part II of the Interstate 
Commerce Act? 

2. If a railroad transports its 
own freight in trailers on flat 
cars, is the motor operation of 
the trailers in collection and de- 
livery service at the termini of 

(Continued on Page 34, Col. 3) 





Trails Chevrolet in Trucks by 3,575 Units, 
First-Quarter Figures Show 


also save approximately $19.4 mil- 
lion annually during the period of 
transition from the present to the 
new schedule of replacement, 

The Government now endeavors 
to replace vehicles at about six 
years, but due to lack of appro- 
priations and a definite schedule, 
at least 18 percent — or more 
than 17,000—of the vehicles oper- 
ated by the civil agencies are 
over six years old. At least 7,000 
are nine or more years old. 

The presence in the Cabinet of 
automotive men such as C. E. Wil- 
son secretary of defense; Arthur E. 
Summerfield, postmaster general, 
and Douglas McKay, secretary of 
the interior, as well as Roger Kyes 

during his tenure as assistant secre- 





tary of defense, aided and abetted 
the strong interest that is currently 
being expressed in a more efficient 


for Top Spot 





in three GVW divisions. Ford led 
the 10,001-14,000-pound division, and 
the 19,501-26,000 GVW group. 


* * * 





Qs of pickups and other light 
units have apparently slackened, 
according to the report. For the 
first three months of this year, 47.67 
percent of sales were in the 5,000- 
pound or less rating, as compared 


with 49.53 percent for all of 1953) 


and 49.32 percent for the first quar- 
ter of last year. 

A breakdown of sales so far 
this year shows Chevrolet with 
34.35 percent of the total market. 


Ford is second with 32.51 per-| 


cent; International third with 9.89 
percent; GMC fourth with 8.79 per- 


cent; Dodge fifth with 7.87 percent; | 


Willys (including Jeeps) sixth with 
1.60 percent, and White seventh 
with 1.36 percent. 
cd * ” 
THIN each of the weight clas- 
sifications, each of the makers 
scored as follows in splitting up the 
market so far this year: 

5,000 pounds or less GVW: Chev- 
rolet, 40.02 percent; Ford, 35.14 per- 
cent; Dodge, 7.36 percent; GMC, 
7.32 percent, and International, 6.55 
percent. 

5,001-10,000 pounds GVW: Chev- 
rolet, 34.64 percent; Ford, 31.07 per- 
cent; Dodge, 9.66 percent; Interna- 
tional, 9.28 percent, and GMC, 9.20 
percent. 

10,001-14,000 GVW: Ford, 39.34 
percent; Chevrolet, 33.88 percent; 
(See TOP, Page 34, Col. 5) 





and economical management of the 
Government fleet. 
. + o 


oo proposed program is to fol- 
low best commercial practice 
and adopt a three-year replacement 
cycle on all commercial vehicles 
used by civil agencies. 

This program would eliminate 
the continuing of vehicles in serv- 
ice past the present six-to-nine- 
year period, where experience has 
shown the vehicles to be well 
past the point of economical re- 
pair and replacement value, 

At present, the rule of thumb is 
to replace passenger vehicles at 
around six years or when they have 
run up 60,000 miles; multiple drive 
trucks at six years or 40,000 miles; 
six years or 50,000 miles for trucks 
up to 10,000 GVW; seven years or 
60,000 miles for ambulances; eight 
years or 80,000 miles for school 
buses; eight years or 200,000 miles 
for intercity type buses, and 10 
years or 80,000 miles for trucks of 
28,500 GVW. 

Even this rule-of-thumb replace- 
ment cannot be adhered to in far 
too many cases due to lack of ap- 
propriations or authority to replace. 

x 7 * 


vos proposing the new plan 

know that it will take at least 

three years to get the authorization 
(Continued on Page 33, Col. 1) 


Truckin’ 


..» by Jack Weed 


N LINE with Uncle Sam’s new 

look in transportation, especially 
trucks, the Postoffice Department 
is buying 2,153 new trucks run- 
ning in size from sedan deliveries 
to 6,600-GVW four-by-two’s — and 
they will all be painted in the new 
color combination: red, white and 
blue. 

No longer will postoffice trucks 
look like handouts from the 
Army in the dull olive drab, The 
new jobs will. have a white roof 
and upper half of the body and 
blue under half, with a 4%-inch- 
wide belt of red encircling the 
entire job. That portion of the 
belt line running rearward will 
be Scotchlite or some similar re- 
tro-reflective paint. 

Also in line with this new look 
for trucks, Thorndike, Jensen & 
Barton, Inc., has gotten out a 48- 
page report on “Faster Mail for 
Less Money,” which presents in 
graphic form the findings of an ex- 
haustive research analysis of the 
nation’s postal bottle-necks by John 
M. Redding, former assistant post- 
master-general. 

* * * 
Pioneer Passes 


A GOOD friend of mine, who was 
one of the pioneers of dual- 





The Largest—As Far As Predictions Go— 


Unearthed from Mack Truck archives, the top photograph, dated 1919, bore the 
notation, “*2,500-Gallon Tank Said to Be the Largest in the World.” The 7'-ton vehicle 


was equipped with hard tires and chain 


drive. The lower photograph is 35 years 


newer and shows a 5,000-gallon tank hauled by a Mack tractor. No claims as to 


record size are made. 














drive rear axles for trucks such as 
Chevrolet, Ford and Dodge, slipped 
out of this world of intense com- 
petition last week. Jim Baker (S. 
Frank Baker to most of you) was 
the president of Detroit Automotive 
Products Corp. 

I first became acquainted with 
Jim when he, Dick Barnum, Harry 
Slater and Ray Thornton organized 
acompany to manufacture and 
merchandise the Thornton Tandem 
Drive bogie. Thornton was the only 
automotive man in the group. While 
the rest were enthusiastic about 
what this axle would do under the 
ton-and-one-half trucks of that day, 
none of them had much of an idea 
of how to market it. 

I had had my nose skinned in 
the truck business for a number 
of years before I met up with 
them, and the boys certainly took 
me for a ride. I became their un- 
official—and unpaid—tutor of the 
truck business. But then I loved 
it, and have no regrets over the 
work I freely donated to the 
shaping of their early plans, 

S. Frank was always Jim to me. 
He got that nickname in an odd 
way and it always stuck to him. 
During part of World War 1, Jim 
was stationed at Selfridge Field 
and the gal he eventually married 
used to come up to the field in her 
car and pick up Jim on his leave 
days. As Jim always slipped behind 

(Continued on Page 30, Col. 3) 





Top Trucks 


New-truck registrations for three 
months, plus 37 states for April: 


1954 Pos. Make 1953 Pos. 
1—83,562 Chevrolet 102,123— 1 
2—79,054 Ford 65,362— 2 
3—24,201 Intern’l. 32,059— 3 
4—21,404 GMC 26,926— 5 
5—18,760 Dodge 29,776— 4 
6— 3,912 Willys 6,316— 7 
I— 3,299 White 3,619— 8 
8— 3,250 Stude. 8,435— 6 
9— 1,615 Mack 2,011— 9 

10— 855 Dia. T 990—11 

ll— 1736 Reo 1,155—10 
12— 341 Autocar 467—12 
1,960 Misc. 2,413 
Total All Makes 
242,949 281,652 


For further details see Page 52, 
today’s issue. 





Truck Service Gaining New Attention 


By Sam Sampson 
Staff Writer 

IRUCK service is one of the best 

pathways to profitable truck 

sales, several Detroit-area  car- 
truck dealers told Automotive News 
in a survey. 

While truck service has long 
been a disputed issue among 
many dealers, three current fac- 
tors—present market conditions; 
the need for higher service de- 
partment profit, which would in- 
crease absorption percentage, and 
more profitable vehicle sales— 
are causing many dealers to take 
a second look at truck service. 

The tie between good truck serv- 
ice and profitable truck sales is a 





close one, dealers know. Primarily, 
the trucker is interested in keeping 
his units on the road, and the deal- 
er’s ability to keep the trucks run- 
ning efficiently dominates most 
buyers’ decisions when purchasing 
new units. 
~ * * 

NOTHER reason for “sprucing 

up” truck service was voiced 
when dealers and service managers 
were asked, “What do you think 
about the trend toward using 
higher-revving engines?” 

As engines become faster and 


New Products 


Page 42 





more powerful, service becomes 
increasingly important, dealers 
agreed. Most of the dealers hope 
to set up additional preventive 
maintenance programs with truck 
owners to meet the needs for fre- 
quent adjustments and proper 
service attention. 

It was indicated in the survey 
that it is necessary to carry on an 


educational program with truck | 


operators to show them the need 
for strict preventive maintenance 


programms on the new high-output | 


engines. 
* * * 
WO dealers told similar stories 
of how they had attempted to 
sell preventive maintenance to 
smaller fleet owners and were un- 





successful. But a few years later, 
when the fleet was larger, the same 
owner had set up his own service 
facilities. : 

Soon enough, it was declared, 
the fleets were using a conscien- 
tious preventive maintenance 
program — even setting aside 
“spare” trucks for rotating units 
into the shop at regular intervals. 
This is the type of service that 

dealers cannot afford to miss, it 
was pointed out. Such a service 
business affords a steady volume 
of work that will keep mechanics 
and facilities productive. Preven- 
tive maintenance programs with 
smaller fleets will level off the 
(Continued ok Page 32, Col. 1) 










All-Emergency Vehicle— 


The FAPA is a combination fire-ambulance-patrol vehicle manufactured by Christo- 
pher Co., New York. It is custom-built on a Chevrolet or GMC truck chassis. It has 
@ maximum GVW rating of 9,000 pounds. According to the maker, it can be operated 
by one or two men. 


Capitol Names Slonim Used-Car Chief 


Joseph Slonim has been appointed Main St., Hartford, Conn., accord- 
used-car manager of Capitol Mo- ing to Lewis Snow, general man- 
tors, Inc. (Dodge-Plymouth), 1214 | ager. 


Made By 


MIDLAND 


Midiand Vacuum 
Hy-Power—for many 
years the choice of truck 
and bus operators and 
now available for pas- 
senger cars — converts 
ordinary hydraulic brakes into power brakes. 
Simple to install, compact, rugged construction, 
dependable. Positive braking under all condi- 
tions of road or weather. 








Midland Air Compressors 
offer patented automatic inlet 
valves built into the cylinder 
head for greater efficiency, 
cleaner air, cooler operation, 
simpler installation. Avail- 
able in 7.4 and Model 12 
capacities. Provide ample re- 
serve braking power for the 
worst traffic emergencies. 























Truckin . 


By Jack Weed 





(Continued from Page 29) 


the wheel of the car when they left 
the field, the fellows in his outfit 
dubbed him “James the Chauffeur”. 
And Jim he was to his friends 
from then on. 

Jim was the second of the pioneer 


dual-drive-axle makers to go to| 


their Valhalla this spring. Leo 
Stone, who took over the Grico Two 
Axle Drive in its early days and 
nursed it along through the years, 
died a few short weeks ago. 

+ * 


Look At lt Now 


A GLOWING story of the place 
the dual drive has taken in the 
truck business was released recent- 
ly from GMC, which combined the 
dual-drive rear with a unique front 
drive and a Hydra-Matic transmis- 
sion to make one of the most out- 
standing Army vehicles ever pro- 
duced. 

Pat Monaghan and Dick Wood- 
house like to point to the unusual 
service these jobs are giving in 
Korea as an indication of what 


Midland Air 
Hy-Power 
the original air- 
over-hydraulic 





the four-by-two’s can do for in- 
dustry in this country. 

In one month last fall, soldiers 
of the 35lst Highway Transporta- 
tion Group used their six-by-sixes 
to haul 211,041 tons of cargo and 
82,489 passengers over 2,339,071 
miles of the worst roads in Korea. 
The fastest speed authorized for a 





Quebec Haulers’ Group 
Puts ‘Trucking’ in Title 


MONTREAL. —The Quebec 
Government has approved chang- 
ing the name of the Automotive 
Transport Assn. of Quebec, Inc., 
to the Trucking Assn. of Quebec, 
Inc., the association has an- 
nounced. 


The move was made, a spokes- 
man said, because it was felt the 
association was losing “tremen- 
dous publicity value” by having a 
name that did not refer specific- 
ally to truck transportation. 





World’s Largest Manufacturer of 
Automobile and Truck Frames 
Makes Complete Line of Superior 
Power Brake Equipment and Door 
Controls for Trucks, Tractors, 
Trailers, Buses, Passenger Cars 








power brake system— is still the finest, simplest, 
most dependable of its type. Provides air opera- 
tion of tractor by hydraulic brake and control 
of trailer air brakes by standard hydraulic 
master cylinder. Lightning fast action, fewer 
parts, less weight. Sealed against the elements. 


Midland’s 
complete door 
control equip- 
ment for buses 








includes every type of valve, switch, signal and 
connection required for safe, dependable, 
efficient operation. Systems available in both 
Straight-Air and Electro-Pneumatic operation. 
For years the choice of leading bus manufac- 
turers, Time-proved the best by every test! 


Whether you’re a manufacturer or an operator of automotive equipment, 
you ‘ll profit by insisting that your power brakes, compressors, and door 
controls be made by Midland. Complete information by writing 
the factory or through contacting your nearest Midland Distributor. 


THE MIDLAND STEEL PRODUCTS CO. 


3641 E. MILWAUKEE AVE. 


e DETROIT 11, MICH. 


Export Department: 38 Pearl St., New York, N. Y. 








truck in Korea is 25 miles per hour, 
and the automatic transmission 
certainly shows up its advantages 
over the conventional types in the 
washboardy rough roads of the 
backcountry as well as in the 
crowded cities. 
* + + 


Victory for Roy 


OW that the smoke of battle 

has blown away and one can 
get a clear perspective of the scene, 
one has to admit that Roy Frue- 
hauf, as stocky as he is, can cer- 
tainly move on nimble feet when it 
comes to a “battle of proxies.” 

Roy’s latest triumph came at 

the annual meeting of Detroit & 
Cleveland Navigation Co, when 
the Fruehauf-sponsored Stock- 
holders Protective Committee 
ousted George J. Kolowich from 
the D&C presidency and took 
control of the management, 

This victory was doubly impor- 
tant to Roy since he viewed it as 
assurance that Kolowich, whose 
D&C firm owned 9 percent of Frue- 
hauf Trailer Co, stock, would have 
no voice in future management of 
that company. Alfons B. Landa, the 
new president of D&C and a direc- 
tor of Fruehauf Trailer, said he 
felt that the interests of D&C 
stockholders would best be served 
if that company were dissolved and 
its assets distributed to its real 
owners, the stockholders. 

x x * 


Golden Year 


ie Commercial Body Co., 
DeKalb, Ill., is celebrating its 
50th anniversary this year, and its 
advertising agency, Conner Associ- 
ates, Inc., has gotten out a nice 
brochure tracing the growth of the 
company from its early wagon- 
building days up to its present high 
place in the truck-body manufac- 
turing industry. 

My good friend E. E. Miller is 
president of the DeKalb company 
and also finds time to be very ac- 
tive in the Truck Body & Equip- 
ment Assn. 

Although it makes square 
“boxes” and stakes, DeKalb spe- 
cializes pretty much on the store 
door-delivery type of metal body, 
jig-built, with welded construc- 
tion and tubular frames. It also 
has made a name for itself in the 
refrigerated-body field. 

In the beginning, DeKalb Wagon 
Co., forerunner of the present con- 
cern, was set up to manufacture 
commercial horse-drawn wagon 
bodies and the DeKalb Motor 
Truck. An Army contract for horse- 
drawn military wagons for World 
War I, however, put DeKalb out ot 
the truck business for a number of 
years, and when the war was over, 
the demand for its truck bodies and 
commercial wagons kept the com- 
pany so busy that it never did get 
back into the business of making 
trucks. 

* s 


Fresh Approach 


pea pioneered the stepup 
type of quick-delivery unit we 
know today as the forward-control 
type of delivery. A later develop- 
ment of this idea found expression 
in the drop-center type of body, 
which was quickly adopted by the 
dairy industry. 

Today this 50-year-old firm is 
pioneering a special body for the 
combination laundry and dry 
cleaner with compartments for 
clean and dirty clothes and linen. 
Dealers who operate in rural or 
small communities will be interest- 
ed, I know, in a new brochure is- 
sued by Roy Nelson, equipment 
manager of General Detroit Corp. 
It shows the different types of fire- 
fighting bodies and equipment that 
this company makes for trucks 
used primarily by townships, small 
towns, airports, industrial plants 
that have to provide their own fire 
protection, etc. 

General has field men who will 
work with dealers in selecting and 
selling the type of equipment that 
is best suited for the protection 
needed. 


Carrier Conference Names 


McBride Staff Engineer 


WASHINGTON.—R. J. McBride, 
general manager of the Regular 
Common Carrier Conference, has 
announced the appointment of 
Robert Gardner, Boston, an inde- 
pendent consultant in fleet opera- 
tions, as staff engineer of the Con- 
ference. 
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now! 537 MORE POWER 
IN AMERICA’S LOWEST PRICED 
4-WHEEL-DRIVE TRUCK 


WHLYS’ 


ia = 








FULL ONE TON 
CAPACITY 






GOES WHERE as 
TRUCKS CAN’T GO—MADE BY aa WORLD’S 
LARGEST MAKER OF 4-WHEEL DRIVE VEHICLES 







6-Cylinder, 115 HP, Super Hurricane Engine ...L-Head... 7.3 
Compression Ratio. 









Engine efficiency gives low fuel consumption. At every operating speed, 
with full load, the Willys truck shows amazing economy. 










Stainless Steel Exhaust Valves for greater Efficiency and Longer 
Engine Life. 









N Larger Carburetor Capacity built for climbing grades 
as steep as 60%. 







N 3-Valve Oversize Fuel Pump prevents vapor lock under 
extreme conditions of altitude and temperature. 


Extra Heavy Duty Clutch for Heavy Loads and smooth, 
Trouble-Free Performance. 








IK Kaiser-Willys Sales Division 
Willys Motors, Inc. 
| Toledo 1, Ohio , 


ANOTHER EXCLUSIVE SELLING OPPORTUNITY 
THAT GOES WITH THE KAISER-WILLYS FRANCHISE 





32 
4 Reasons Cited... 





AUTOMOTIVE NEWS, JUNE 7, 1954 


Truck Service Gains 
Increased Attention 


(Continued from Page 29) 


usual peak and slump periods of 
truck-service activity. 


* * * 


a survey found that dealers 
found five advantages of truck 
service over car work: 

1. Most truck service 
business. 

2. Diagnosis often is unnecessary, 
for truck operators (or drivers) 
know their truck better than do 
car customers. 

8. Extra service is often easy to 
sell, especially if it can be carried 
on without additional time loss 
to the truck. 

4. Truck service rates are nor- 
mally higher than car rates, and 
profit potential is high if service 
procedures are carried out effici- 
ently. 

5. Profits received from truck 


is cash 


service and parts sales are often | 
as high or higher than the original | 
profit on the new-truck sale, This| 
is especially possible -if the truck} | 


accumulates mileage quickly. 
* + * 
UT in order to receive these ad- 
ditional profits from truck serv- 

ice, dealers pointed out, it is neces- 
sary to carry an adequate stock of 
truck parts, have the shop equipped 
with the necessary special tools and 
equipment, carry an adequate staff 
of trained truck mechanics, and 
offer night service for _ trucks, 
mostly in the larger cities. 

Number of mechanics to be 
used and whether night service 
is necessary depends on the truck 
service volume. In the survey, 
about half of the dealers offered 
night service, and the number of 











gt ARing 


a 
Mogul 


Only Bower roller bearings are Spher- 
O-Honed. Honed raceways, mating the 
contour of roll-ends, provide even load 
distribution. High flange and large oil 
groove mean positive lubrication; 
smooth, quiet, durable performance. 


Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


. , | handling heavy truck assemblies. 





Brown Trailers Buys Toledo Plant— 

At a cost of more than $500,000, Brown Trailers, Inc., has purchased a plant in 
Toledo for expanded production of trailer vans, cargo vans and shipping containers. | 
According to A. A. Kearney, president, the firm has moved its offices to Toledo. 


mechanics ranged from one to 
ten. 

Good truck mechanics, dealers 
admitted, are not easy to find. How- 
ever, there is apparently a type of 
mechanic who prefers to work on 
trucks, and others can be won over 
because of higher pay, offered with- 
in the truck service rates or on a 
commission basis. 


Most of the larger shops in De- 


Division Federal-Mogul Corporation 
DETROIT 13, MICHIGAN 


troit, including Southwestern Ford, 
Grand River Chevrolet, Ken Brown 
Dodge and others, offer night serv- 
ice for trucks. Night shifts, the 
service managers pointed out, are 
mostly truck mechanics, although 
car service also is available. 
* * + 


Mest of these shops are equipped 
with special truck lifts and 
hoists to shorten time involved in 
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BEARINGS 


Bower Roller Bearings are made avail- 
able to the automotive service trade as 
another Federal-Mogul service. De- 
pendable Bower manufacturing quality 
. . . dependable Federal-Mogul service. 
A double assurance of satisfaction! 


Such shops are prepared to service 
nearly all special truck equipment 
as well, including two-speed or tan- 
dem axles, multi-speed clutches, 
extra hydraulic equipment and 
other mechanisms. 
| In rare cases, such as hydraulic 
| lifts on dump bodies, refrigerated 
units, etc., work can be “farmed 
out” and returned within reason- 
| able periods. 


‘ For the most part, truck mechan- 


ics like to work on their own line 
of trucks. Valuable time is lost in 
running down “strange” parts, and 
unfamiliarity with the unit will cost 
the mechanic time and efficiency. 

+ ca cf 


OE BOYER, service manager at 

Grand River Chevrolet, said his 
shop was able to change an engine 
during the night and have the truck 
ready for use in the morning. 

Most of the larger shops favor 

this procedure, even though it 
means stocking a supply of new 
and rebuilt truck engines. Chang- 
ing engines is faster than rework- 
ing the engine in the truck, and 
the worn engine is then rebuilt 
on the bench or traded to an 
established rebuilder. 

Another procedure used by 
smaller dealers is lending the truck- 
er a unit from the used truck lot 
to carry a “hot load.” The service 
department is allowed extra time 
to perform major repairs without 


loss of time to the customer. 
x * * 


RUCK service business is always 

“rush” business, the survey 
found. Truck operators are always 
in a hurry, and truck service must 
be conducted with all possible effi- 
ciency to avoid loss of time on the 
road. 

Truckers also are very critical 
of service quality. It behooves 
dealers to acquire the services 
of dependable, thorough-going 
mechanics to make sure of qual- 
ity work. “Comebacks” are cost- 
ly to truck service. 

The survey found that only a 
few dealers in the Detroit area are 
conducting special promotions to 
get more truck service volume. Ad- 
vertising is aimed generally at an- 
nouncing night service for truck- 
ers, or about complete facilities to 


handle all truck models. 
+ * * 


“q*‘OOD truck service is a pre- 

mium article in Detroit,” one 
dealer said. “If a dealer has efficient 
and adequate truck service facilities 


|for his particular line of trucks, 


most of the truck operators will 
end up eventually in his shop. There 
isn’t much need for special promo- 
tions to drum up trade that you 
can’t handle. 

“I don’t think there are many 
truck operators who have a fleet 
maintenance deal with any one 
dealer. I believe the owner gen- 
erally breaks it up, according to 
truck make, and has his fleet 
serviced at several different deal- 
erships if the fleet is comprised 
of more than one make. 
“However, truck leasing is getting 
to be a bigger threat to truck deal- 
ers, and I believe that basically the 
trouble first arose over service 
difficulties. “It’s a contributing fac- 
tor, at least. Good service is the 
best way I know of to hold the 
customers I’ve got now, and I’m 


|not going to spare the horses to 


keep them satisfied.” 
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Truck-Leasing Prize— 


Howard L. Willett jr., (right), president 
of National Truck Leasing System, Inc., 
informs Prof. Stanley Berge, chairman of 
the department of transportation at 
Northwestern University, about the Charles 
P. Clark memorial award for studies of 
truck leasing. A $100 prize will be given 
annually for the next five years for the 
best paper, written by a student, on “How 
Truck Leasing Serves Industry.” 
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Survey Shows Vehicles Mismanaged .. . 





How U.S. Wastes $39 Million 


(Continued from Page 29) 


even if pressure was exerted from 
all sides. 

Meanwhile, Uncle Sam and the 
taxpayers will continue to lose 
at least $39 million each year, 
according to the survey and 
study. 

According to the study, it now 
costs the Government approximate- 
ly $43.9 million a year to replace 
vehicles on a six-year cycle, and 
this could be reduced to $29.3 a 
year by putting the replacement on 
a three-year basis. This would show 
an annual saving in replacement 
alone of approximately $14.6 mil- 
lion. 

By putting the replacement on a 
three-year basis, maintenance 
would be reduced by $23.4 million 
each year. At the same time, oper- 
ating costs would be pared by $1.9 
million. 

* * ” 

| ppeorcsoes the present program, the 

annual cost of the fleet to the 
Government is approximately $135.5 
million — broken down to depreci- 
ation, $43.9 million; maintenance, 
$39.0 million, and operating expense, 
$52.6 million. 

Under the new plan, the an- 
nual cost to Government would 
be $95.6 million—broken down to 
depreciation, $29.3 million; main- 
tenance, $15.6 million, and oper- 
ation, $50.7 million. 

Savings annually, as pointed out 
by the study, would be $39.9 mil- 
lion—broken down to $14.6 million 
each year on depreciation, $23.4 on 
maintenance and $1.9 million on 
operation. 

Putting the plan in operation, 
and purchasing 390,000 vehicles dur- 
ing six years the study reveals, 
would require a capital investment 


of $35.4 million more than would | 
be required to purchase only the) 


195,000 units necessary to maintain 
the six year average vehicle age. 
x * ae 


vos additional investment would 
be more than offset during the 
six years by a saving of $152 mil- 
lion in reduced maintenance and 
operating costs. In addition, the 
market value of the fleet would be 
increased during the period by more 
than $107 million. 

The net savings during the tran- 
sition period, not including the $107 
million increase 
would be almost $117 million or 
$19.4 million per year. 

Measured in comparison with 
commercial fleets, the present 
cost of operating the Federal fleet 
plainly indicates poor fleet man- 
agement. However, a careful 
study of the factors involved 
shows the problem is not incur- 
able nor is its correction a major 
undertaking. 

Revision of Government fleet 
policies is necessary to keep abreast 
of changes. Since the Government 


operates the largest fleet of com-| 


mercial vehicles in the world it is 
mandatory that the operation and 
management of the fleet be re- 
viewed constantly. 

x * a 

HE existence of a motor fleet 

management problem has been 

recognized by responsible officials 
in all levels of Government. They 
are cognizant of serious faults in 
the present management and of 
the need for improvements. 

There have been numerous at- 
tempts to accomplish the needed 
improvements but, since the Gov- 
ernment did not have the benefit 
of sound technically planned pro- 
grams supported by enabling 
legislation, most of the work has 
been without satisfactory results. 

Studies, plans and positive action 


to improve fleet management have | 
been taken by the General Services | 


Administration and other agencies 
during the past years. 

However, 
for obvious reasons, there has been 
little success in obtaining a satis- 
factory Government-wide motor 
vehicle fleet management program 
and an efficient, economical fleet 
operation. Actually, many _ un- 
healthy conditions have grown 
more aggravating, according to the 


study, and complaints and criticisms | 


have continued. 
* x * 


MPROVEMENT and moderniza- 
tion of fleet’ operations, spon- 


in fleet value, | 


despite these efforts, | 


sored, aided and assisted by the 
General Services Administration, 
have been substantial it is claimed. 


Advances, however, have not been 
| sufficient to: 


|some department officials. 


2. Meet the requirements of a 
continually increasing Federal 
motor transport workload with a 
relatively decreasing motor vehi- 
cle availability. 

3. Reduce the justified, although 
often misdirected criticism of the 
use, Management and operation of 
the Federal fleet. 

4. Obtain the economics which 
are potentially available from better 
fleet management. 

Limiting legislation and existing 
policies prevent taking full advan- 
tage of economics to be derived 
from the use of a modern business- 
type replacement program or the 
adoption of accepted modern main- 








1. Offset the deleterious results of | 
| jealous guarding of prerogatives by | 





tenance policies which would elimi-! plies at the local level. 


nate the annual expenditures of 
large sums of money for repairs 
and maintenance. 
* +” * 

T= serious fact is that the pres- 

ent Federal methods fail miser- 
ably in providing a sensible and 
practical business approach to the 
reduction of the size of the fleet 
and the cost thereof or in the im- 
provement of the fleet management. 


Industry, on the other hand, 
has generally found that the 
initiation of a sound fleet man- 
agement program can and does 
obtain fleet reductions and man- 
agement improvements with at- 
tendant reductions in cost. 
Automotive men are all interested 

in at least two, if not three, re- 
sults that can be obtained. 


These include a saving of the tax- 
payers’ dollars, better fleet manage- 
ment and more maintenance work 
and purchase of maintenance sup- 








New Canteen for Salvation Army— 


The Midland division of the Salvation Army received a new mobile canteen to 
replace the old one which had been driven more than 100,000 miles to various disaster 
scenes in Missouri and southern Illinois. The vehicle is a basic Herman type BS-26 


body, 10 feet in length. 





GM Diesel Makes 


DETROIT. — The Detroit diesel 
engine division of General Motors 
has announced several changes de- 
signed to increase the life and op- 
erating efficiency of fuel injectors 
used in its line of Series 71 engines. 


In jector Changes 


New engines leaving the factory 
are now equipped with the improved 
injectors, it was said, and parts kits 
are available which make it possi- 
ble to incorporate the same im- 
provements in injectors now in use. 


a a 
GALION ALLSTEEL 


BODY AND HOIST 


THAT CARRIES UP TO 1,000 LBS. 
MORE PAYLOAD! 


With weight laws being strictly enforced, you'll 
find your customers enthusiastic about modern 
Galion Allsteel bodies that always carry MORE 


PAYLOAD. 


For example, the new lightweight, heavy duty 
12N-5 body, when used with Galion’s 7-inch twin 
telescopic hoist (Model 77353), possesses extra 
strength and affords up to a 1,000 lb. weight 
saving. It substitutes PAYLOAD for waste load. 


Body, with full box type construction, is avail- 
able in lengths to 14 ft. and capacities to 12 yds. 


Hoist has maximum payload capacity of 23 tons. 


Phone your Galion Allsteel distributor today. 
Ask him to help you to sell more dump bodies 
to your good truck customers. 


7-inch Twin Telescopic Hoist 
capacity up to 23 tons 
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Sugar Firm Buys Gar Wood Units— 


California & Hawaiian Sugar Refining Corp. has taken delivery of eight Gar Wood 
bottom-dump hopper semitrailers. The hoppers are pulled in trains of two trailers 
each, with a complete train capable of carrying in excess of 24 tons. Each train con- 
sists of two semitrailers with one converter dolly for greater flexibility of operation. 
Each body is fitted with a dust-tight and waterproof dumping valve. Internal surfaces 
are coated with a special heat-dried paint to prevent contamination of the sugar. 





Boston Leaser 


Joins NTLS 


BOSTON.—North Terminal Ma- 
chine Co., Boston, has joined the 
National Truck Leasing System. 

R. W. Smith is general manager 





engaged in long-term truck-leasing 
for 17 years. It has 275 trucks in 
this service and an additional 50 
trucks available in its daily rental 
fleet. 


Ned Jordan—famous for the Jordan car, 


and the classic copy that advertised it— 
| gives you an inspiring look at the world 


of North Terminal, which has been | each week in Automotive News. 


A special message to 
all gasoline dealers 


ICC to Weigh Rates . . . 


‘Piggyback’ Hearing 
To Probe 12 Issues 


(Continued from Page 29) 


the rail movement an operation 
within the partial exemption of 
section 202 (c) (1) of the act? 

3. May a railroad, under pro- 
visions of tariffs duly published and 
filed by it, but without holding any 
authority under Part II, transport 
freight-laden trailers on flat cars, 
the trailers having a prior and/or 
subsequent highway movement: (a) 
by private carrier by motor vehicle; 
(b) by contract carrier by motor 
vehicle. 

* ” * 


4 UNDER the conditions stated 
* in Question 3, may a railroad 
transport such trailers if the prior 
and/or subsequent highway move- 
ment is by common carrier by mo- 
tor vehicle? If so, to what extent 
must the railroad ascertain and be 
subject to the limitations in the 


motor common carrier’s certificate 
as to territory and commodities? 


5. May a railroad engaged in 
trailer - on - flat- car service and a 
motor common carrier establish 
through routes and joint rates cov- 
ering movement of the motor car- 
rier’s trailers on the railroad’s flat 
cars? 

6. May a railroad engaged in 
performing trailer - on - flat - car 
service under joint-rate arrange- 
ments with some motor common 
carriers refuse to establish such 
arrangements with other motor 
common carriers equally eligible 
under the law to participate in 
such arrangements? 

7. As between a railroad and a 
motor common carrier whose load- 
ed and empty trailers are moving 
in the railroad’s trailer-on-flat-car 
service, is the relation that of con- 





(EXCEPT OUR OWN) 


Would you like to double your gallonage? 





L. H. Bowing of Richmond, Indiana, doubled his gallonage — 
after he switched to selling Blue Sunoco. It happened to Theodore H. 
Benoit of Coventry, R. I., when he switched. And to James J. Hudd 
and Kasmer Liska of Warrensville Heights, Ohio. 


In fact, Sunoco dealers—on the average—pump twice as much 
gasoline as competitive dealers. And today the opportunity is greater 
than ever. 


New Gasoline—New Oil 


Right now, Sunoco dealers have two great new products to sell. 
New Hi-Test Blue Sunoco gasoline has been boosted to a new high in 
anti-knock power and over-all performance. New Blue Sunoco gives 
premium quality at regular gas price—is a new challenge to all premium- 
priced brands. It’s America’s greatest gasoline value! 

In addition, Sun has just introduced a new kind of motor oil that 
car-makers asked for—new Sunoco Special Hi-Compression Motor Oil. 
This new motor oil controls knock, gives any gasoline more power. These 


new products are bringing thousands and thousands of new customers 
into Sunoco Stations. 


Another good reason why Sunoco dealers have outsold their com- 
petition over the years is because Sun believes in strength, not numbers. 
Our policy guards against overcrowding — Sunoco dealers compete with 
other dealers, not with each other. It is possible that a Sunoco dealership 
may be available and that you can qualify for it. If interested, call 
our local office or write us direct. 





SUN OIL COMPANY puicapvecpuia sa, Pa. 


necting carriers (a) where the 
arrangement is for substituted-rail- 
for-motor service; (b) where the 
arrangement is for other than sub- 
stituted-rail-for-motor service? 

cad - ~ 


8 MAY a railroad, under pro- 
© visions of tariffs duly published 
and filed by it, but without any 
authority under Part II, transport 
freight-laden trailers on flat cars, 
the trailers having a prior and/or 
subsequent highway movement in 
freight forwarder service? 


9. May a railroad engaged in 
trailer - on -flat-car service and a 
freight forwarder establish through 
routes and joint rates covering 
movement of the freight forward- 
er’s trailers on the railroad’s fiat 
cars? 

10. May a railroad engaged in 
performing trailer - on - flat - car 
service under joint-rate arrange- 
ments with motor common car- 
riers refuse to publish and file 
appropriate tariffs and to trans- 
port the freight-laden trailers of 
(a) contract carriers by motor 
vehicle; (b) private carriers by 
motor vehicle; (c) freight for- 
warders? 


11, May a railroad, by provisions 
in its tariff, make its trailer-on- 
flat-car service available to private 
carriers but not to freight for- 
warders? 

12. If a freight forwarder has a 
contract with a motor common car- 
rier and if a trailer tendered to a 
railroad carries the identification of 
the motor common carrier, must 
the railroad providing trailer-on- 
flat-car service accept as compen- 
sation its division from the motor 
common carrier under the motor- 
rail joint rate rather than accept 
charges based on rates published in 
the railroad’s tariff? 


N.Y. Law Revises 
Weight, Length 


Limits for Trucks 


ALBANY.— Gov. Thomas E. 
Dewey has signed legislation to 
streamline the rules on the weight 
and length of heavy trucks using 
New York highways. The law, ef- 
fective July 1, will: 


1. Limit the heaviest types of 
trucks to a maximum gross weight 
of 65,000 pounds. Now there is no 
statutory limit. 

2. Reduce from 50 feet to 45 feet 
the maximum legal length of trac- 
tor-trailers, effective in 1960. 

3. Allow a moderate increase in 
cargo weights on tandem-axle trac- 
tor-trailers. 


The legislation also scraps the 
“consecutive three-axle” portion of 
the bridge formula, which protects 
spans from overloads. It encour- 
ages the use of safer, tandem rear 
axles, said Bertram D, Tallamy, 
superintendent of public works. 


Top 


(Continued from Page 29) 


GMC, 8.72 percent; International, 
6.68 percent, and Dodge 5.65 per- 
cent. 

14,001-16,000 pounds GVW: Chev- 
rolet, 40.36 percent; Ford, 31.85 per- 
cent; International, 9.67 percent; 
GMC, 8.46 percent, and Dodge, 8.08 
percent. 

16,001-19,500 pounds GVW: Inter- 
national, 29.32 percent; Ford, 28.59 
percent; GMC, 17.48 percent; 
Dodge, 16.73 percent, and White, 
3.40 percent. 

19,501-26,000 pounds GVW: Ford, 
28.07 percent; International, 25.35 
percent; White, 15.89 percent; GMC, 
13.15 percent, and Reo, 4.89 per- 
cent. 

26,001 pounds and over GVW: In- 
ternational, 25.87 percent; White, 
18.50 percent;; GMC, 13.99 percent; 
Mack, 13.37 percent, and Ford, 7.10 
percent. 


Wisnick Asks Dissolution 
Of Minnesota Automotive 


MANKATO, Minn. — E. C. Wis- 
nick, president of Minnesota Auto- 
motive Co., last week filed a petition 
in district court asking that his 
firm be dissolved because of “con- 
flicting views” held by himself and 
other members. 

Wisnick’s petition asked that all 
of the automobile parts manufac- 
turing firm’s assets be converted 
into cash and distributed to its 
stockholders. 
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Crete Implement Co. Stuart Motor Co. 
Crete, Nebraska Evergreen, Ala. 
Smart dealers 
Nickel Farm Supply Tinker and Johnson 
Girard, Illinois Mora, Minnesota 
who have 
Wilson Motor Company Swanda Motors 
Taylor, Texas Yukon, Oklahoma 
made the 
Bladen Milling Co. Peterson's Sales & Service 
Bladenboro, N. C. Tomahawk, Wisconsin 
move to Slade Tractor Company O'Donnell Motor Co. 
Sandersville, Georgia O’Donnell, Texas 
COOGEE Tally’s Sales & Service,!nc. | Crawford Motor Co. 
Point Pleasant, N. J. Crawford, Nebraska 
TRUCKI Edward Alfien & Sons Branch Chapman Motors 
Tae os Se? Wayland, Michigan Nocona, Texas 
Gearhart’s, Incorporated Bailey Motors 
Danville, N. J. Paola, Kansas 
Banning Auto Service Matson Motor Co. 
Banning, California Stoughton, Wisconsin 
Edwards Mofors, Inc. Michelich Sales & Service 


Siler City, N.C. 


























Auburn, Illinois 


for smart dealers! 


Dealers everywhere—in every phase of the 
business—are making the big move, the 
move that gives them an additional high- 
profit, high-volume line of vehicles . . . the 
money-making line of world-famous Dodge 
“‘Job-Rated” trucks! 

And it’s easy to figure out how these 
dealers came to this decision. They knew, 
for one thing, that Dodge trucks long have 
enjoyed an unequalled reputation for 


‘quality, economy and dependability —plus 


consistent recognition as a leading seller 
in the popular truck field. 


They knew also that the big expanded 
Dodge truck field force stands ready to 
offer helpful sales and merchandising assis- 
tance whenever and wherever needed. And 
when it comes to coverage, Dodge trucks 
meet 98% of all hauling needs—from %- 
ton to 60,000 lbs. G.C.W.—with every 
model priced right down with the lowest. 

To find: out more about this great new 
sales and service profit opportunity with 
trucks, write W. S. Woolsey, General Sales 
Manager, Dodge ‘‘Job-Rated’” Trucks, 
21500 Mound Road, Detroit 31, Michigan. 


PODGE !4huTRUCKS 
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Trucker Wages in °53 
Up 12.6 Cents an Hour 


WASHINGTON. — Trucking in- 
dustry employes were granted an 
average wage increase of 12.6 cents 
an hour during 1953 by the settle- 
ment of union labor contracts, ac- 
cording to Benjamin R. Miller, di- 
rector of the industrial relations 
department of American Trucking 
Assns. 

The median wage increase per 

contract was 11.3 cents per hour, 


Wis. Court Clears 


Way for Revival 
Of Ton-Mile Tax 


MADISON, Wis. — When the 
Legislature last fall wiped out the 
23-year-old ton-mile tax law on 
truckers, the lawmakers did so 
upon the assumption that it was an 
invalid enactment under the State 
Constitution. 


A Circuit Court judgment had so 
held. The Legislature contrived a 
new system of truck taxation, re- 
pealing the old. 

But now the State Supreme Court 
has upheld as constitutional the 
terms of the old law, has required 
truckers to pay another. $1 million 
under its 1953 applicability, and has 
posed the probability that the prin- 
ciples of the ton-mile tax may soon 
be reintroduced in the Legislature. 


Circuit Judge Alvin C. Reis, of 
Dane County, in an action brought 
by trucking firms, had held the 1931 
ton-mile tax law to be so riddled 
with exempting amendments as to 
be invalid. 

The Supreme Court, in an opinion 
composed by Justice George Currie, 
has reversed the trial judge, and 
has held that the Legislature’s 
power to make exemptions in tax 
laws is broader than in most other 
fields. 

The only limitations upon its 
powers in establishing preferred 
classes of taxpayers, the court held, 
is that such classifications must be 
reasonable and cannot be arbitrary. 
The court held that the numerous 
exemptions in the old ton-mile tax, 
and especially those favoring agri- 
cultural industries, were logical and 
within the Legislature’s rights. 


The present law is a single pack- 


age enactment, imposing all taxes | 


in the form of graduated registra- 
tion fees. The Legislature retained 
some semblance of the old prefer- 
ences by giving agricultural haulers 
a lower fee schedule than others in 
their weight brackets. 


The general effect of the new} 


law, however, is to reduce the tax 
liability of those carriers which 
formerly paid the ton-mile tax, and 
to increase the tax obligations of 


those which were excused from the | 


levy. 


Gramm Building 
New-Type Semi 


LIMA, O.—Gramm Trailer Corp. 
has started production on an alu- 


minum screw-type bottom hopper | 


semi-trailer. 
Net weights range from 10,200 to 


10,500 pounds, depending upon the | 


buyers’ choice of standard tandem 
or nine-foot tandem. The capacity 
of the standard unit is 645 cubic 
feet. 

Gramm has also appointed 16 
new distributors. They are: Central 
Trailer & Truck Body Corp., Chi- 
cago; Axle & Equipment Sales Co., 
Cicero, Ill.; Eire Vehicle Co., Chi- 
cago; Chas. Olson & Sons, Min- 
neapolis; McCabe-Powers Auto 
Body Co., St. Louis; Wm. & Harvey 
Rowland Equipment, Atlanta, and 
Rowland-Truck & Equipment Co., 
Jacksonville, Fla. and Miami. 

Hews Body Co., Portland, Me.; 
Horsehead Truck Sales & Service, 
Horsehead, N. Y.; Truck Equip- 
ment & Trailer Co., North Bergen, 
N. J.; Franklin Body Corp., Brook- 
lyn; Maple Leaf Metal Products, 
_ Windsor, Ont.; George Body & 

Trailer Co., Akron; Cook Body Co., 
Charlotte, N. C., and T. T. & T., 
Steubenville, O. 





he said, while the median in- 
crease for all industry during 

1953 was 8.5 cents. 

Wage adjustments to compensate 
for reduced work week affect the 
size of the average increase grant- 
ed, Miller said, since 23 contracts 


awarded increases to offset pro-'| 


visions for a reduction in the total 
number of straight-time hours 
worked per week. 

Fringe benefits continued at a 
high level in the contracts negoti- 
ated during the year, he said. 

The ATA study is based on 193 
trucking labor agreements cov- 
ering some 6,400 companies with 
more than 94,000 employes. 

Wages were increased in 189 of 
the 193 settlements. 

New or increased fringe benefits 
covering health, welfare and in- 
surance programs were contained 
in 71 settlements affecting 61,400 


We smash, twist, jerk and over-load them. Match every imaginable 
hauling situation. Then add a few ruinous tricks of our own. 


It’s done on purpose. So we can tell 
you in advance that a Timken-Detroit 


axle can 


the job it was designed for than any 
other axle made. 

To prove it, we condensed a multi- 
thousand acre proving ground into one 
room. In it, our engineers can apply 50 
years of experience in building axles for 
trucks, buses and trailers. Here axles 
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Tea Firm Uses Fageol Vans— 


Two FVL-2480 Fageol vans have been delivered to Jewel Tea Co., Inc., Barrington, 
| lll., for use in Philadelphia and Baltimore. The trucks are manufactured by Twin Coach 
| Co. Kent, O., and sold through International Harvester Co. They are especially useful 
|in city delivery service because of their short turning radius, Twin Coach says. 


| 








employes. Of this unmber, 50, cov-|in 43 agreements, covering some 

agp es ee er eee 32,730 employes. Six agreements 

in existing plans, an ecting 

29,870 employes, instituted new provided for two weeks after three 

ones. years; 23 gave three weeks after 
Vacation clauses were changed!12 years; 10 provided for three 


Pore 


ae 
Ne 


| paid holidays; 
| days, 





e tear truck axles t 


weeks after 15 years, and the 
balance varied. 

Pension plans were incorpo- 
rated in two agreements. One 
calls for a contribution of five 
cents per straight-time hour per 
employe, and the other estab- 
lished a contribution of 40 cents 
a day per employe by the com- 
pany. 

Twenty-eight agreements granted 
an increase in the number of paid 
holidays. Fifteen established six 
three gave seven 
and one provided for 10 
paid holidays per year. The other 
agreements varied. 

* *~ 


Cole Warns Teamsters 


Of Perilous Situation 


BILOXI, Miss.—As the trucking 
industry is imperiled by “exorbitant 
and punitive taxes,” jobs also may 
suffer, Jack Cole, president of 
American Trucking Assns., warned 
the AFL Teamsters Union in a 
speech here. 

In an address before the south- 
ern conference of the union, Cole 
reminded driver representatives 
that powerful forces are out “to 
cut us down to what they hope is 
our size.” 


* 





in the new Timken-Detroit indoor proving ground 
...and only Timken has it! 


and gearing are subjected indoors to 
any possible outdoor hauling condition. 
Axle performance is measured and an- 
alyzed under absolute scientific control. 

Asa result: you enjoy longer axle life; 
less maintenance, repairs and down- 
time; lower’operating costs; fatter prof- 
its. No wonder Timken-Detroit axles 
are the choice of manufacturers and 
owners everywhere! 


take a more brutal beating on 


How TDA proves axle quality 
in this ‘‘Torture Chamber.”’ 
We take one of our axles and 
put it on the “block”. . . then 
duplicate the roughest hauling 
condition, hour after hour, day 
after day . . . such as simulat- 


ing 500,000 miles of toughest 
driving in just a few days. Or 
we “dream up” a test like go- 
ing up hill with a full load at 
45 m.p.h. from California to 
New York—nonstop. There is 
no other axle-testing like it. 





This is our “truck driver,” he 
works in the “Torture Chamber.” 
Above him are graphs showing 
speed and torque performance un- 
der any operating condition he 
chooses . . . soft ground at full load 
... mountains... express highways 
or side roads. With special dials, 
recorders and electronic devices, he 
actually drives the axle with scien- 
tific accuracy from his chair! 








NEW YORK.—Four new tractors 
of exceptionally high power-to- 
weight ratio have been announced 
by Mack. 

The new models, which round 
out the “B” Model line, are des- 
ignated as B-70T, B-70ST, B-71T 

and B-71ST. They are four and 
six-wheelers, gasoline and diesel- 
powered. Four-wheel models are 
rated from 50,000 GCW to 63,000 
GCW, depending upon trailer axle 
combinations, while the six-wheel 
versions carry a 76,800-GCW 
rating. 

Mack’s largest Thermodyne gaso- 
line engine, the EN707B, a 707- 
cubic-inch unit which delivers 206 
horsepower at 2,100 r.p.m. powers 
the B-70T and B-70ST. Maximum 
torque output of this engine is 560 
pound-feet at 1,100 r.p.m. The B-71 
Series tractors offer a 743-cubic- 
inch diesel engine delivering 200 
horsepower at 2,100 r.p.m. and 537 


AUTOMOTIVE NEWS, JUNE 7, 1954 


Mack Rounds Out ‘B’ Line 


4. New Tractor Models Feature High Ratio 
Of Power to Weight 


pound-feet maximum torque at 1,- 
200 r.p.m. 


Transmission options include 
both five and 10-speed, two-lever 
duplex types with the additional 
option of a three-speed auxiliary 





Salt Lake City to Rent 
Cars on Test Basis 


SALT LAKE CITY.—The City 
of Salt Lake has decided that it 
might be cheaper to rent cars 
than to buy them, 

As a test, a form of lease agree- 
ment for 15 automobiles has been 
approved. The agreement, dated 
May 15th, is for two months at 
$79.50 per car per month, In ad- 
dition, the City will pay gasoline 
and insurance. 

The test will reveal to the City 
Commission whether it will be 
cheaper in the future to rent or 
buy. 











available in combination with a 
five-speed main box on the six- 
wheel tractors only. 

All models feature the recently 
developed Mack Vibrasorb clutch 
which effectively protects driving 
parts from vibration. 

Front axles are wide-tread to 
assure maximum stability and 
steering ease. Rear axles are 
Mack dual-reduction types with 
multiple options providing a wide 
variety of final ratios. In addition, 
higher-capacity axles, front and 
rear, together with appropriate 
spring assemblies, are available 
to meet higher load requirements. 
Positive braking control is as- 
sured by air brakes as standard. 

Six-wheel models, feature the 
Mack Balanced Bogie with the 
inter-axle Power Divider. Torque is 
never concentrated on one axle, 
nor dissipated in useless wheel 
slippage. The Bogie is said to as- 
sure perfect balance, even tire load- 
ing and true tracking at all times. 

A flexible suspension permits all 
wheels to conform to irregular road 
or terrain sufaces without impos- 
ing the slightest twisting stress 
upon the frame. 

Another feature is the “unitized 


Timken-Detroit Front Axles 








alse 


Mack's New Six-Wheeler— 





This latest Mack six-wheeler of the B70-71 Series is rated at 76,800 GCW. Power 
options are 206 horsepower Thermodyne gasoline engine or a 200 horsepower diesel. 


* * * 

cab” in which radiator, fenders 
and cab are mounted as an in- 
tegral unit on rubber cushions. 

Emphasis has been placed upon 
accessibility for ease of mainte- 
nance. Mack states that engine 
servicing can be accomplished 
faster and at less expense because 











You’re on the highway. You need Timken- 
Detroit axles. Identical axles in our indoor 
proving ground are subjected to tests so rug- 
ged they’re comparable to a half-million miles 
or more of high-speed, nonstop, uphill-down- 
hill operation with capacity load . . . hour 
after hour, 24 hours a day, for days! Only 


Timken- Detroit ‘““Torture-Tested” axles can . 


take this brutal treatment —to assure you top 
performance—make you more money per load! 





“TORTURE-TESTED” 
to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRAILERS, TRUCKS AND BUSES 


Here is easy, positive steering 
control. A little man can handle 
a large rig with TDA front axles 
as easily as a big 210-pound, six- 
footer, at fast or slow speeds... 


on smooth or rough roads. No 
wheel kickback. Tractor semi- 
trailer hook-ups have smallest 
possible turning radius — great- 
est maneuverability. 





Timken-Detroit Hypoid Gearing 


Hypoid gearing for truck axles 
was pioneered by TDA. Only 
Timken-Detroit has Hypoid 
gearing in a complete “family” 
of 7 basic axle capacities—in the 
entire range of medium and 
heavy-duty requirements. This 
advanced-related design incor- 


porates the same features of con- 
struction and interchangeability 
in a choice of 3 types of Hypoid 
final drives using the same axle 
shafts—single-speed; single- 
speed double-reduction; two- 
speed double-reduction final 
drive units. 





Timken-Detroit Tubular Trailer Axles 


Famous for their light weight. 
Produced in the largest, most 
modern axle plant in the world. 
Lightweight Fabricated Brake 
Shoes with Econoliners for 
greater wear, longer service. 


Alloy steel spindles electrically 
welded to tubular housing—with 
welding guaranteed for the life 
of the axle. Lightweight Nylon 
Bushings in Brake Camshaft 
Assemblies. 


New TDA brake shoes save up to 40 Ibs. per axle 


* Lightweight, pressed steel construction to give you 





more payload plus long wear. and safety. 
Exclusive %” TDA “Econoliner”. brake 


liners held rigidly by 12 deep-set 
rivets per block—nof bolts. Liners 
are thickest at center where great- 
est wear occurs—taper down at 
ends, Result—longer wear, 
greater stopping ability. New 
cam roller mountings never seize 
or brinnel. Light nylon camshaft 
bearings wear up to 4 times as long! 
It's America’s new brake shoe! 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin © Utica, New York © Ashtabula, Kenton and Newark, Ohio * New Castle, Pennsylvania 





* * * 


of detachable panels between fend- 
ers and hood. 


The fender assembly can be 
quickly removed. 


The cab interior features detach- 
able inside door panels, which 
carry the door latch assembly 
window mechanism and glass to 
provide for simple adjustment. The 
instrument panel is separable from 
the dash to present all instruments 
for full inspection and adjustment. 
All fuses are mounted on a single 
panel located behind the glove 
compartment door. 


Efficiency, Upkeep 
Seen as Key to 
Better Trucking 


STATE COLLEGE, Pa.—“Stabi- 
lized operating costs in the truck 
industry must come from increased 
efficiency and better preventive 
maintenance systems,” according 
to Henry J. Nave, director of serv- 
ice and industrial sales for White 
Motor Co. 


Speaking at graduation exercises 
for the ninth annual motor vehicle 
maintenance course conducted at 
Pennsylvania State University here, 
Nave said “improved maintenance 
systems will develop from the con- 
stant study and analysis of the 
trucking industry.” 


Declaring that this is necessary 
for the continuous growth of the 
industry, Nave said “it is our re- 
sponsibility as professional main- 
tenance men to advocate the most 
modern methods and latest equip- 
ment to accomplish the modern 
efficiency we need.” 

The manufacturer today is con- 
cerned about maintenance because 
he wants his customer to derive 
from the vehicle he purchases all 
the reliability, economy and capac- 
ity which has been built into it. He 
said the manufacturer also is anx- 
ious for maintenance men to use 
proper preventive methods so that 
operational failures will not become 
chronic. 

“With the kind of future that is 
ahead of the truck industry,” Nave 
said, “we cannot stand pat on the 
good old days of. truck mainte- 
nance. We cannot rely on back- 
alley repair shop machinery meth- 
ods or men, for unless we keep 
pace, we will find ourselves out of 
step with industrial development in 
America.” 


Truck Display Set | 
For Retail Show 


NEW YORK.—Newest models of 
delivery trucks for retail stores and 
their warehouses will be exhibited 
in a special division of the first 
National Retail Industry Show to 
be held Jan. 7-11, 1955, at Madison 
Square Garden. 

“The great importance of mod- 
ern delivery trucks to the success- 
ful operation of the nation’s retail 
industry—shopping centers, depart- 
ment stores, chain stores and in- 
dependent stores—requires us to 
assign a special section of the show 
to this type of equipment,” ex- 
plained John W. H. Evans, show 
director. 


Noren Buys Page’s 


Gust E, Noren, former sales man- 
ager of Urban Motor Co., has pur- 
chased Page Motor Co., Magna, 
Utah. The new firm is called Noren 
Pontiac Co. 











& 


mE. 





Texas U. Gets Ford Cutaway— 


Ford Motor Co. and Swearingen-Armstrong (Ford), Austin, Tex., present the college 
of engineering of Texas University with a cut-away car. From left are Frank Boudreaux, 
of the Ford division's Houston district service department; W. R. Woolrich, dean of 
the college; W. A. Swearingen; R. C. Armstrong; G. S. Bradley, of the dealership, 
and Dr. B. E. Short, professor of mechanical engineering. 








1. A customer looking around for service ex- 
pects a lot from you and your organization . . . 





3. But if you want him to think your service 
is real cool... 
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Dealer 


Newman & Altman, Inc. (Pack- | 


ard), 613 S. Michigan, South Bend, 
was looted of $500 in cash and $50 
in jewelry when burglars broke 
open a 500-pound safe, according to 
Frank Newman, part owner. 

* oe * 


Syracuse Dealers Reelect 


Credit Company Officers 


Members of the Automobile 
Dealers Credit Corp. of Syracuse 
have reelected the following offi- 
cers: George F, Dunbar sr., pres- 
ident; Herbert A. Dunn, vice- 
president; Robert C. Hayes, exec- 
utive vice-president; LeRoy Cas- 
per, treasurer; H. M. Gere, sec- 
retary, and G. F. Dunbar jr., as- 
sistant treasurer. 

x * * 


Atwood, Kuehn Buy 


Gilford Atwood and Charles E. 
Kuehn have purchased the Hatley 
Ford dealership at Spring Valley, 
Minn., from T. B. Hatley and T. B. 
Hatley jr. Atwood and Kuehn had 
been associated with Bill Todd, Inc. 


Doings 





(Ford), in Austin, Minn., since 1945. 
The Hatleys hope to purchase a 
dealership in Texas. 


* 


Davis Named President 


Of Plains Chevrolet Unit 


Hudson Davis, of Borger, Tex., 
has been named president of the 
new Plains Assn. of Chevrolet 
Dealers, consisting of dealers in 
the Texas Panhandle, western Ok- 
lahoma and eastern New Mexico. 

Also elected were Max Meadows, 
vice-president; Andy Reid, secre- 
tary, and Harold Rogers, Bob Rog- 
ers, M. B. Hood, D. C. Kinsey, Roger 
Kuykendall and John Bailey, direc- 
tors. 

* * * 


Dodge Truck Signs Up 


Five Dealers in Midwest 


Glenn Gile, of Minneapolis, re- 
gional truck manager for Dodge, 
has announced the signing of 
four associate truck dealers and 
one direct dealer. 

Associate dealers are Syverson- 





2. And if he doesn’t get first-rate perform- 
ance, you'll be on the outside looking in! 





4. Don’t be shy. Tell him to use “Ethyl!” 


gasoline and get full power from his 
car. (Of course, the timing should be 


set for ‘“Ethyl’”’ gasoline.) 








Ryder Co., Cannon Falls, Minn.; 
Currie Motor Co., St. Charles, 
Minn.; B & W Motors, Grafton, 
N. D., and Redmond Motors, Lake 
City, Minn, The new direct dealer 
is Tinker & Johnson, Mora, Minn. 


Jaycees Pick O’Toole 

Thomas O'Toole jr., son of Thomas 
O’Toole, of O’Toole Motor Sales 
(Dodge-Plymouth), Pittsburgh, is 
one of the youngest members ever 
to be elected to the board of direc- 
tors of the Pittsburgh Junior 
Chamber of Commerce. 


' 
Sommers’ 30th 
Atlanta Chrysler Dealership 
Marks Birthday 


Harry G. Sommers is celebrating 
his 30th anniversary as a Chrysler 
dealer in Atlanta. His firm, Harry 
Sommers, Inc., 
lays claim to be- 
ing the oldest 
Chrysler dealer- 
ship in the South. 

Sommers helped 
organize the Au- 
tomobile Dealers 
Assn. of Georgia 
in 1937, and served 
as its first pres- 
, ident. He is also 

a® a past president 
Harry Sommers of NADA and the 
Atlanta Automobile Dealers Assn. 

Long active in civic affairs, Som- 
mers has served as chairman of 
the Atlanta Red Cross and Com- 
munity Chest campaigns. He is a 
former president of the Atlanta 
Chamber of Commerce, former di- 
rector of the Salvation Army, and 
former chairman of the board of 


trustees of Oglethorpe University. 
* * cod 








Matthews-Hargreaves Sells 


10 Cars to Royal Oak, Mich. 

Royal Oak, Mich., has authorized 
the purchase for its police force of 
10 four-door sedans from Matthews 
Hargreaves Chevrolet Co. at a total 
cost of $7,838. 

The bid was $295 lower than one 
submitted by Floyd Foren, Inc. 
(Ford). 


* * * 


Ryan Buys Buick Deal 

Lt. Comdr. John W. Ryan, 
Dallas, has purchased Armstrong 
Buick Co., Kingsville, Tex., and 
has changed its name to Ryan 
Buick. 

Martin Sells to Roberts 

| Charles L. Martin has sold his 
| Dodge-Plymouth dealership in Bel- 
|lingham, Wash., to Frank W. Rob- 
erts, who will continue the firm 
under the name Frank W. Roberts, 
Ine. 





f * * 
Park-Will Chartered 
Park-Will Oldsmobile, Inc., 
Waynesburg, Pa., has been incor- 
porated by R. G. Parkinson and 
J. Wood Williamson, both of 
Waynesburg, and J. K. Willison, 
of Sycamore. : 
j . * 


Burglars Raid Berry 
Burglars took $200 from desks at 
| Berry Chevrolet Co., St. Paul, ac- 
| cording to Roy Wellerstrom, gener- 
| al manager. A safe was untouched. 
* * ~ 


| Winick in Parts Post 
| Paul Goldberg, president of Inter- 
| town Motors (DeSoto - Plymouth), 
| Hartford, Conn., has appointed 
| Lewis Winick as parts manager. 

+ * * 


Jester Buys Into Firm 


| Herbert L. Jester has purchased 
a partnership in West Hartford 





Automobile Co. (Willys), West 
Hartford, Conn. 
* ” - 


Burger Buys in Salina 
| W. EF. Burger, Lyman, Colo., has 
| purchased the interest of Mrs. Opal 
| Peatling and C. G. Wagner in Wag- 
ner Motor Co. (Lincoln-Mercury), 
| 800 N. Ninth, Salina, Kans, 

oa > 


Mo-Kan Operation Split 

Mo-Kan Nash Co., of Leaven- 
| worth, Kans., has gone into opera- 
| tion on an autonomous basis. Pur- 
chased last July by Mo-Kan Nash 
Co., of Atchison, Kans., the Leaven- 
worth dealership had been operated 
from Atchison since that time, ac- 
cording to Matt Calovich, owner. 
Dale Williams, heretofore sales 
| manager at Atchison, now is sales 
(Continued on Page 39, Col. 1) 
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announced the appointment of Jo-| =” 


Dealer Doings 





(Continued from Page 38) 


ident and director. Simpson is also 
a director of the Texas Automotive 
Dealers Assn. and the Houston 
Automobile Dealers Assn. 

* * * 


Clary Takes U. C. Post 
Taylor- O’Brien Corp., Buffalo, 
has appointed Fred H. Clary as 


used-car manager. 
* * * 


Jensen Nash Formed 


Jensen Nash Sales, Inc., has been 
incorporated in Buffalo, with cap- 
ital of $25,000. Principals are Sey- 
mour L. Schuller, Raymond F. Roll 
jr. and Alice Macklin. 


manager at both establishments. 
Joe Davis heads the service depart- 
ment. 

































* * ® 


Buick for Williams 
C. B. Williams, of Waverly, Tenn., 
has signed a Buick franchise and 
has transferred his operations to 
the site previously occupied by Jack 
Saunders Motor Co. at Main and 
Church Sts. Williams retains his 
GMC truck franchise. Formerly, he 
also handled Packard. 
a + + 


Chenoweth Names Forney 
Wayne Forney has been named 


general manager of Chenoweth * * 
._ Co. (Buick-Pontiac), Xenia, Hilltop Tal Packard 
.: 2.8 Hilltop Motors, Inc., Columbus, 


O., has been granted a Packard 
franchise. H. 8S, Hursey is president. 
* cd * 


Hickson Named by Hoover 


Howard J. Schramn, president of 
Hoover Motors (Ford), Boston, has 


Owens Opens in Ohio 
T. K. Owens Motor Co., a new 
Packard dealership, has been 
opened in Jackson, O. 
a > * 


Claveau Makes Bid 


Thomas J. Claveau, manager and 
treasurer of Claveau Motors, Inc., 
has announced that he is a candi- 
date for the Hudson (N.H.) Board 
of Selectmen. 

= ca + 
Degler Firm Organized 

Degler Chevrolet, Inc., Hamburg, 
Pa., has been incorporated by How- 
ard E. Degler, Raymond E. Degler 
and Arlene E. Rickenbach. 

7 


* * 


Edwards for Council 


Clarence Edwards, auto dealer, 
has announced his candidacy for 
the Union (S. C.) City Council in 
the primary election to be held 
this summer. ‘ 

. * 


McDonald Takes Over 


Cc. B. McDonald has purchased 
the interest of Don C. Hutchinson 
in H & M Buick-Pontiac Co., 118 
So. Eighth St. Atchison, Kans. 
The new firm has been incorpo- 
rated with McDonald as president 
and Louise DeMar as secretary- 
treasurer. 

7 + 


* 
Bonecutter Picked 
John Bonecutter (Chevrolet), of 
Smith Center, Kans., has been 
elected to the Chevrolet dealer 
planning committee for his zone. 
+ * * 


Christofferson Picked 


Fritz Christofferson has been 
named manager of Branch No. 3 
of Sterling Motor Co. (Ford), 749 
E. Superior St., Duluth, Minn. 

= * x 


Merchants Reelect Lacey 
Leland Lacey, president of Le- 
land Lacey Motor Co., Port Arthur, 
Tex., has been reelected president 
of the Port Arthur Retail 
Merchants Assn. 
a * 


Kirch Sales Head 


Robert C. Kirch has been ap- 
pointed sales manager for E. M. 
O’Donnell Ford, Syracuse. Kirch 
served for seven years as district 
field manager for the Ford di- 


vision. Ban 
Gratitude 
Simpson, Ex-Victim, Aids 
Cancer Drive 


Col. C. P. Simpson, Houston, 
who was Pontiac sales vice-pres- 
ident until resigning in 1939, is now 
treasurer of the 
Harris County 
(Tex.) Unit of the 
American Cancer 
Society. 

Simpson, who 
contracted cancer 
eight years ago 
and was cured of 
it, is now a Pon- 
tiac dealer here. 
He is also a bank- 
er, hunter, fisher- 

Col. Simpson man and natural- 
ist. In appreciation of the Amer- 
ican Cancer Society, Simpson has 
authored a widely-distributed mono- 
graph outlining the history of his 
cancer case and its cure, 

Joining GM in 1923 as a sales 
representative in Los Angeles, he 
eventually became a GM vice-pres- 





GENERAL 


DELCO PRODUCTS 


MOTORS 


seph B. Hickson as used-car man- 
ager. 


* * * 
Bernhold to Ruley 
Harold Ruley has purchased the 
Oldsmobile dealership in Minster, 
O., from Maurice Bernhold, Ruley 
formerly was manager of the firm. 
x x * 


Aero in New Home 
New $110,000 headquarters have 
been opened by Aero Motors 
(Dodge- Plymouth), Daly City, 
Calif. Frank and Joseph Martorana 
head the firm. 


* * * 


U. C. Operation Expanded 
Stephens Buick Co., Minneapolis, 
has opened a second used-car show- 
room and has named Robert Olson 
manager. 
* « oo 
Ohio Firms Swap Plants 
Two dealerships in Athens, O., 
are exchanging sites. The firms in- 
volved are Wise Auto Sales and 
Bowman Motors Sales. 
* + * 


Gillogly Buys Firm 


Community Chevrolet, Inc., Buf- 
falo, has been sold to Fred D. Gil- 





Golf Winner— 


Howard Arbenz (left), of Casa de Cadil- 
lac, Sherman Oaks, Calif., receives con- 
gratulations from Fred H. Murray, general 
manager of Cadillac's Los Angeles branch, 
on winning the Palm Springs Motor Car 
Dealers’ golf tournament. 





logly jr. The name will be changed 
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Campbell, president of Buffalo 
Transit Co. and Jamestown Transit 
Co., had been head of Community 
Chevrolet. 


* x * 


Cooley Picks DeGraw 


Robert J. DeGraw has been ap- 
pointed general sales manager of 
Cooley Motors Inc, (Ford), Buffalo. 
He has been a Ford sales executive 
for three years and formerly was 
used-car manager of Downtown 
Motors, Buffalo. 


- * * 


John’s Is Moving 
John’s Motor Co. (Studebaker), 
Garden City, Kans., is moving to a 
location on the south side of US-50. 
* * = 


Corson Buick Organized 
Corson Buick, Lebanon, O., has 
been incorporated by M. L., Doris 
E. and D. S, Corson. 
* *« ®@ 


Standard Appoints Outlet 

Standard - Triumph Motor Co., 
Inc., New York, importer of British 
cars, has appointed South Eastern 
Motors, Inc., Hollywood, Fila., as 


to Gillogly Chevrolet, Inc. Gillogly| the distributor for Florida, Georgia, 


formerly operated an Oldsmobile 
dealership in Ottumwa, Ia. John G. 


North Carolina, South Carolina, 
(Continued on Page 40, Col. 3) 
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| Alabama, Tennessee, Arkansas, 
Louisiana and Mississippi. 


* * * 


38-Year-Old Firm Sold 
Hanley Auto Agency (Chevrolet), 
| Mt. Horeb, Wis., has been sold by 
John Hanley to Fred Klusendorf, of 
Barneveld, Wis. Hanley, 84, had 
| cporated the dealership since 1916, 
' originally handling Ford, Six years 
later he became a Chevrolet dealer. 
= + * 


German in Politics 

Fin L. German, of Lenoir and 
Granite Falls, N.C., area chairman 
of the North Carolina Automobile 
Dealers Assn., has announced his 
candidacy for the State House of 
| Representatives, subject to the 
Democratic primary. 
* * +. 


Ward Gets Road Post 


M. E. Ward, Estill auto dealer, 
has been sworn in as a new mem- 
ber of the South Carolina High- 





Hayes Scholarships for Future Dealers— 


Young men in the Dallas area are offered a chance to learn the auto business 
thoroughly through a scholarship program set up by Earl Hayes (seated left), presi- 
dent of Earl Hayes Chevrolet Co., Dallas. Four scholarships this year give the winners | 
a@ course at the General Motors Institute in Flint and practical training in the dealer- 
ship. Seated beside Hayes is Ronald Collins, a student. Standing: Bernie Evans, man- 
ager of customer relations; Pat Ator, student, and L. O. Taylor, sales vice-president. 








(Continued from Page 39) 


way Commission, Ward will rep- 
resent Allendale, Hampton, Col- 
leton, Jasper and Beaufort coun- 
ties. 


*” * 


CJ 


Warren Names Conley 


Jim Conley has been named man- 
ager of Warren Motor Co. (Chrys- 
ler-Plymouth), Newton, Kans. 

* * * 


Murphy Appoints Nickels 
Bill Nickels has been appointed 


| new-car sales manager of Murphy 


Buick Co., Oakland, Calif. 


* * * 


Blaushild Names Render 
W. J. Render has been named 
sales manager of B. W. Blaushild 
Motors, Inc. (Dodge - Plymouth), 

Cleveland. 

+ * * 
Dayton Buick Expands 
Dayton Buick Co., Dayton, O., 
will spend $75,000 on remodeling its 
building at 349 S. Main St., accord- 





Because so many of the men who make(these 





it pays YOU to stock Carter &. Fuel Pumps 


More and more automotive manufacturers 
have switched to Carter Fuel Pumps for orig- 
inal equipment. You can’t miss by tying in 
with this swing to Carter. There’s good busi- 
ness ahead for the men who stock, sell and 
service the full line of dependable, extra 
capacity Carter Fuel Pumps. 


Stock and Sell 


CARTER 
* FUEL PUMP 


And remember, with Carter products, you 
never work alone. You’re backed by effec- 
tive sales aids .. . powerful advertising in 


leading national publications. 


Get the complete fuel pump story from your 
nearest Carter supplier. Call him today! 


S 


CARTER CARBURETOR CORPORATION : St. Louis 7, Mo.—Division of American Car and Foundry Company 








ing to E. F. Stevens, general man- 
ager. 
# * * 


Kelly Gets Ford 


Kelly Service Station, Elmore, 
Minn., has received a Ford fran- 
chise. Marion Kelly is the dealer. 


* * * 


Buick Names Northwest 
Northwest Motors, Warren, Minn., 
has become a Buick dealership. 

Arthur Johnson heads the firm. 


* * * 


Glass Motors Bankrupt 
Glass Motors, Alliston, Ont., has 


made an assignment in bankruptcy. 
* * + 


McCrory Buys Ford Deal 
John McCrory is the new owner 
of the Ford dealership in Lebanon, 
Mo., which he acquired from W. C. 
Morrow. The firm’s new name is 
John McCrory Ford Sales. 
+ & ok 


Ford Deal for Bitterman 

Bitterman Sales & Service has 
been named a Ford dealership in 
Scotland, S. D. Chris Bitterman is 


the dealer. 
+ * 


New Hudson Dealer 


Bob Chapman, Inc., Columbus, 
O., a new Hudson dealership, has 
been opened at 566 E. Main St. by 
Robert E. Chapman. 

* * + 


Rotary Elects Wall 


Ralph A. Wall, Ardmore (Okla.) 
auto dealer, has been elected pres- 
ident of the Ardmore Rotary Club. 

* * * 


Peterson Names Bower 


Orville S. Bower has been ap- 
pointed manager of the recently 


|added used-car and trailer lot of 
| Peterson Motor Co. 
| Boise, Id., according to L. G. Peter- 


(Hudson), 


son, owner. 


* * * 


Stinn Gets Charter 


Ed Stinn Chevrolet, North Olm- 
stead, O., has been incorporated. 
+ * * 


Kings Start Nash Deal 
Mr. and Mrs, Maynard King have 


established King Motor Co. (Nash) 


in Larned, Kans. 
* 


* * 


Sherman, Stavig Honored 


As Top Nash Salesmen 


Harry Sherman and Roy Stavig, 
salesmen for Bosse Nash, Inc., 
Boise, Id., have received diamond 


| centers for their sales honor club 








pins from Glenn Harvey, district 


| Manager. 


This is the fifth time that Sher- 
man and the fourth that Stavig 
have earned awards for selling 
more than 100 cars a year. 

* * x 


Danville (Ill.) Sales Lot 
Opened by Widdis-Nielsen 

Widdis-Nielsen Motor Sales (Pon- 
tiac), Danville, Ill, has opened a 
new and used-car sales lot at Hazel 
and North Sts., Danville. 

Floyd Shrout, sales manager for 
a Danville Studebaker dealership 
for the past four years, has been 
named used-car sales manager for 


Widdis-Nielsen. 
oe 


* * 


2 Employes Now Owners 
Of Laconia (N. H.) Firm 

The dealership operated in La- 
conia, N.H., by Walter A. Wood- 
ward has been sold to two em- 


ployes. 
Both the business and real estate 


| were acquired by John Gauthier, 


sales manager for six years, and 
Bryson Haddock, service manager 
for 17 years. 


35th Sains 


Nachman Motors Marks 


Anniversary 


Nachman Motors Corp. (Cadil- 
lac), Jamaica, Long Island, N.Y., 
has celebrated its 35th anniversary. 

The firm has come a long way 
since A. Robert Nachman founded 
it in 1919, after his discharge from 
the Navy. A year after the com- 
pany was opened, Robert induced 
his brother, John E., to leave a 
lucrative position with a large steel 
corporation to join him as presi- 
dent, a post he still holds. Robert 
is secretary-treasurer. 

The dealership now boasts three 
buildings: A 7,000-square-foot show- 
room, a 24,000-square-foot service 

(Continued on Page 41, Col. 1) 
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(Continued from Page 40) 


structure, and a 10,000-square-foot 
paint and body division. 

Nachman Motors won the Army- 
Navy “E” Award during World 
War II when it converted to de- 
fense work. 

Both Nachmans are members of 
the Automobile Old Timers, Inc., 
and have been members of NADA 
for more than 30 years. 

x * * 


Bracken Features Autocar 


Bracken Co. of New Hampshire, 
Manchester, N.H., has opened a 
department featuring Autocar parts 
and service. It also offers White 
and Sterling truck sales, parts and 
service. The Bracken organization 
in Lawrence, Mass., has moved to 
larger quarters and has acquired 
the parts, service facilities and lo- 
cation of the Lawrence Autocar 
branch, 

+ * * 
Dufrense Gets Bronze Plaque 


For High Sales Record in ’53 
A bronze plaque for outstand- 
ing sales performance in 1953 has 
been presented to Dufrense Auto 
Co. (Dodge-Plymouth), Boise, Id. 
The presentation was made by 

J. S. Alwen, district manager. 


* * x | 


Gives Car to Pastor 


Tom Mitchell, of Tom Mitchell 
Buick Co., Atlanta, has presented a 


’54 Super Buick sedan to Monroe }- 


Swilley jr., pastor of the Second 
Ponce de Leon Baptist Church. 
Mitchell has given his pastor a 
Buick every year since 1950, when 
he became a dealer. 

* * * 


Jordaw Donates Car 


George H. Jordan & Son, Graf- 
ton, Mass., has presented a new car 
to Grafton High School to be used 
for driver training. 

* 


: | 





Merrimack Plans 
Merrimack Street Garage, Inc. | 
(Oldsmobile), Manchester, N.H., | 
has been granted a permit to make | 
alterations at its building. 
x * * 


Top Citizen 
Lions Club Gives Award 


To Ernest Smith | 


Ernest M. Smith, president of 
Bartow Ford Co., Bartow, Fla., has 
received the Lions Club’s annual 
award for outstanding citizenship. 

Smith is a youth leader in Bar- 
tow. 

* * * 


Chamber Reelects Karl 

Willard Karl sr., president of 
Willard Karl Motors, Inc., (De- 
Soto-Plymouth), Pasadena, Calif., 
has been reelected secretary of the 


Pasadena Chamber of Commerce. 
7” * ES 


Hiawatha in New Home 
Hiawatha Motor Co. (Chevrolet), 
Hiawatha, Kans., has moved into| 
its new home at Eighth and Utah | 
Sts. Frank W. Sterns is owner. 

* a cd 


Pontiac for Olson 
Olson Motor Co. has been given 
a Pontiac franchise in Benson, 
Minn. Clarence Olson is the dealer. 
The firm formerly was a Hudson 
dealership. 


* * * 


Waller Gets Nash 


Waller Motors, Seneca, Kans., is 
the name of a new Nash dealership 
opened by John Waller. 

* * * 


Louisville Cadillac-Olds Firm 
Buys Land for Parking 

Standard Auto Co., Cadillac dis- 
tributor and Oldsmobile dealership 
in Louisville, has acquired property 
which will be used for service park- 
ing. 

The company is operated by Clif- 
~_— L. Alderson and Gerald Ever- 

h, 





* * 


Covington (Ky.) Ford Deal 
Elects Vice-President | 


Hicks Motor Co. (Ford), Coving- 
ton, Ky., has announced the elec- 
tion of William F. Murray to vice- 
president and general manager. L 





R. Hicks sr. continues as president, 
and I. R. Hicks jr. as vice-president. 

Murray formerly was vice-pres- 
ident and general manager of Herb 
Estes Motor Co. (Ford), Ann Arbor, 
Mich. Before joining Estes, he was 
parts and service manager of Ford 
Motor Co.’s Detroit district. 


* * * 


Silcott Enters Race 


Ezra Silcott, retired auto dealer 
of Monrovia, Calif., is a candidate 
for City Council. Silcott was a Hud- 
son dealer from 1935 to 1953, when 
he sold the dealership to his son, 
Dean Silcott, who has since been 
running it under the name of Sil- 
cott Hudson Sales. 


* * * 
Tennessee Switch 
Bert Craige has sold his Pontiac 
dealership in Columbia, Tenn., to 
David G. Startup, Nashville used- 
car dealer. The new firm’s name 
will be Dave Startup Pontiac Co. 


Craige has purchased an interest 
in Adwell Motor Co, (Ford) and 
will serve as general manager. 

* * 


7 
Hassell Heads Service 
M. M. Hassell has been appointed 
service manager of Hill-Cargill 
Pontiac Co., Inc., Laurel, Miss. 
* a + 


Jay-Jay Anniversary 
Jay-Jay Motor Co., Inc., (Buick- 
Chevrolet), Gulfport, Miss., has 
celebrated its 22nd anniversary. J. 
J. Harry is president. 
* * * 


Burkholder to U. C. Post 
Dan Burkholder has been named 
used-car manager of Gem State 
Motors (Kaiser-Willys), Boise, Id. 
call * * 


Reeves Buys New Firm 

Millard F. Reeves, who recently 
sold his interest in Reeves Mercury 
Co. in Marietta, Ga., has bought the 
Ray Clanton Mercury dealership in 
East Point, Ga. The firm will be 
named Reevés Mercury Co, 

+ * * 


$50,000 Fire Strikes 


Missouri Dealership 
A fire of undetermined origin 





Ford Cites Brown— 


Dealer Lewis F. Brown (left), president 
of Lewis F. Brown, Inc., Detroit, receives 
the Ford division’s Four-Letter Award from 


Clayton B. Ewers, district sales manager. 


caused damage estimated at $50,- 
000 at the Jack Ray Chrysler- 
Plymouth dealership in Wentz- 
ville, Mo. Twenty-two new and 
used cars were destroyed. 

The blaze started early in the 
morning and was finally extin- 
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guished after two hours by vol- 
unteer firemen from Wentzville 
and surrounding communities. 

* * AJ 


Axelsen Obtains 


Buick Franchise 

Leon Axelsen, Chicago, has ob- 
tained a Buick franchise in South 
Milwaukee, Wis. 


He has taken over the former 
location of Becker Buick Co. and 
will do business as Axelsen Buick, 
Inc. Lawrence E. Becker, the for- 
mer dealer, had his franchise can- 
celed in March after he was con- 
victed on Federal charges of in- 
come-tax evasion. 

x * * 


Volkswagen Deal Opened 
Fred Covert and Gerd Esche, 


Lansing, have opened a Volkswagen 
dealership. 


* * * 


Andrews and Anderson 


Buy Chevrolet Deal 


David Anderson and Louis H. 
Andrews, who have been salesmen 
for England-Cook Chevrolet, Lan- 
sing, have purchased Jack Flood 
Chevrolet Sales & Service, Haslett, 
Mich. 





Dontt’put the tinger‘on 
our Customers! 


Safe brakes save lives...use genuine 


WAGNER LOCKHEED 
HYDRAULIC BRAKE PARTS 


Failure to use top quality replacement parts in repairing a brake 
system could seal your customer’s fate as decisively as a death 
warrant! Don’t take that chance. Standardize on Genuine Wagner 


Lockheed Hydraulic Brake Parts. 


These replacement brake cylinders, cups, boots, pistons, springs, hose, 
and washers are manufactured to the same specifications, by the 
same machinery, as parts used in complete assemblies for original 
equipment. This assures perfect fit ... quick, easy replacement. . . safe, 
dependable performance . 


The Wagner Lockheed line of hydraulic brake parts is the most 
complete on the market, and includes numbers not easily obtain- 
able elsewhere. Every make and model of vehicle is covered. Parts 
are available individually or in factory sealed kits. Cylinders are 
supplied in complete assemblies or parts may be purchased separately. 


All parts are available from one convenient source—your nearest 
Wagner jobber. He can also supply you with Wagner Lockheed Hy- 
draulic Brake Fluid, and Wagner CoMaX Brake Lining. See him today. 


. .Maximum service life. 


Wagner Electric @rporation 


6393 Plymouth Avenue, St. Lovis 14, Mo., U.S. A. 
(In Canada: Wagner Brake Company Ltd., Toronto) 





the best known name in brake service 


all the details. 


JOIN this money-making FRAN- 
CHISED DEALER PROGRAM NOW 


EST. ... it's a money-maker for you... 
It's exclusive with Wagner. You 
1891 hove everything to gain, nothing 


to lose. Ask your Jobber or write 
us fér copy of AU-607. It gives 






You can depend upon WAGNER 
QUALITY because Wagner Products are 
used as original equipment by manufac- 


turers of cars, trucks, buses and trailers. 
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HYDRAULIC DERRICKS—Series HD-4-70 
Pole-Master is said to handle poles up 
to 75 feet long. Actuated by two pairs 
of hydraulic cylinders, they raise or lower 
the head sheave a distance of 31 inches. 
Rated capacity is 9,000 pounds. Powers- 
American Division, McCabe-Powers Auto 
Body Co., 5900 N. Broadway, St. Louis 15, 
Mo. 
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Dock, has a 10,000-pound capacity 
and provides instant raising or 
lowering, controlled from a push- 
button station. In use, the ramp is 
raised or lowered to match the 
level of the floor of an incoming 
truck. Further adjustment can be 
made during the unloading process, 
even while a load is on the ramp, 
by using its heavy-duty hydraulic 
power system. 


* * ® 





BRAKE BLOCK—The Silvertip Heavy Duty 
4000 is engineered for commercial vehi- 
cles. Grizzly Mfg. division, Paulding, O. 


* + * 





able to distributors as soon as 
possible, it was said. 

According to Edgar H. Francois, 
AC sales manager for replacement 
products, “More than 80 million 
hydraulic valve lifters have been 
installed as original equipment on 
General Motors cars since 1948. This 
provides an established resale mar- 
ket for AC distributors.” 


* * * 





a 





SPRING KITS — Three overload spring 
kits enable dealers to fit any leaf-spring 
car without a large inventory. Each kit 
contains various quantities of spring as- 
semblies and universal parts. Duo-Control 
Spring Co., 4980 Park Lake Rd., East 
Lansing, Mich. 





NOZZLE CLEANING—This portable 
nozzle-cleaning and testing outfit is of 
special use for diesel maintenance. The 
unit helps find nozzle conditions which 
may cause excessive smoke, increased fuel 
consumption and loss of power. American 
Bosch Corp., Springfield 7, Mass. 

- me. Se 


HOSE SERVICE —Three Fleetliner kits, 
No. 4, 5 and 6, are designed for on-the- 
spot replacement of gas, oil and diesel 
fuel lines on trucks, buses and diesel en- 
gines. Each kit contains 25 feet of hose 
and a stock of re-usable brass couplings 
and adapters. A cabinet (No. H-456) also 
is available to hold the kits. Weatherhead 
Co., 300 E. 13st St., Cleveland 8, O. 





TRACTION DEVICE—Galanot Tire-Track 
is a device which is said to provide 





PULLING TOOL—Built on the cam-action 
principle, this puller employs special an- 
chor brackets, puller plates and leverage 
handles for work on. many makes of 
engines. It can be operated with the 
engine on or off the frame. Most cylinder 
liners can be pulied with one motion of 


maximum floatation and traction under 
extreme soil and weather conditions for 
almost all types of rubber-tired vehicles. 
It fits a range of tire sizes from 6:00-15 
to 18:00-26. The tracks can be removed in 
five minutes. Union Chain & Mfg. ‘Co., 
Sandusky, O. 


DIPSTICK TAG—This tag is part of the 
dealer tie-in material for the oil filter sales 
promotion campaign sponsored by AC 
Spark Plug division of General Motors, 
Flint. Mileage of the change is marked on 
the tag and will act as a reminder to 
both dealer and motorist of when the 


the leverage handle, according to the 
maker, and on a six-cylinder engine all 
liners can be pulled in a few minutes. 
B. K. Sweeney Mfg. Co., 1601 Twenty-third 
St., Denver 17, Colo. 





rear-view mirror eliminates such problems 
as being thrown out of adjustment, ob- 
struction of vision, obstruction by frosting 
of window or the necessity to take eyes 
off road, according to the maker. The 
Safety Cross Dual Mirror utilizes a 50- 
square-inch area providing panoramic 
vision. Safety Cross Mirror Co., Lambert- 


ville, Mich. 
* * * 


Hydraulic Dock Ramp 
Detailed in Bulletin 


Information on its hydraulic ad- 
justable ramp, designed as a bridge 
between dock loading platforms 
and the beds of highway trucks, is 
available in a new bulletin from 
Rowe Methods, Inc., 2534 Detroit 
Ave., Cleveland 13, O. 


The model, No. 8 N.F. Adjust-A- 





PATENT ACQUIRED—Acquisition of 
patent rights and manufacturing facilities 
of the Linco Level-Load axle from Amer- 
ican Steel Foundries, Chicago, by Prior 
Products, Inc., Dallas, has been announced. 
Prior also has developed the Ranger fifth 
wheel, industrial farm wagons and Ranger 
liquid fertilizer wagon units. 





CARGO COOLER-HEATER — Mason & 
Dixon Lines, Inc., Kingsport, Tenn., has 
installed 15 Hunter cargo cooler and 
heater combination units in a fleet of 
trailers. The thermostatically controlled 
units are manufactured by Hunter Mfg. 
Co., 1550 E. Seventeenth St., Cleveland 
14, O. 








next change is due. ° 


* * * 





ae 


TRUCK MIRROR—The Trojan is eight by 
18 inches in size and offers great visibil- 
ity. Two one-piece brackets take the place 
of four conventional mounting “feet.” A 
rubber channel and steel frame protect 
the edges of the glass from impacts. 
Sparton Automotive Division, Sparks-With- 
ington Co., Jackson, Mich. 





WINDOW PUBLICITY—Glo-Let makes it 
possible to convert standard fivorescent 
tubes into multicolored neon signs with 
interchangeable letters and colors. Uni- 
Ventions Co., 303 Fifth Ave., New York 
16, N. Y. 


* * x 


Stabilizer, Overload Springs 
Offered by California Firm 

A line of adjustable stabilizer 
and overload springs is offered by 
Hellwig Products Co., Inc., 6231 
San Fernando Rd., Glendale 1, 
Calif. 

Available are the following mod- 
els: 





SURFACE GRINDER—This 42-inch grinder, 
Model 42-D, is designed for cars and 
light trucks. It has the same ‘‘vibra-mo- 
tive” lap-grind action as the larger models 
made by Peterson Welding Labs, Inc.,| Spring stabilizers for cars with 
1423 Virginia, Kansas City, Mo. (Continued on Page 43, Col. 1) 

* + * * * x 


TIRE SERVICE KIT — This tire service 
package consists of a Lynnco Powerhouse 
Model B-2000 gasoline-powered engine- 
generator plant, a heavy-duty wrench and 
a portable electric-driven compressor. It 
gives the operator not only air for the 
tires and a wrench for removing tire lugs 


but electricity for flood lights. Total 
weight is less than 240 pounds. Lynn En- 
gineering & Supply Co., Russ Bidg., San 
Francisco, Calif. 


* 7» > 


Hydraulic Valve Lifters 


Available to AC Jobbers 


Hydraulic valve lifters, identical 
to those installed as original equip- 
ment on General Motors cars, are 
being offered to AC distributors by 
the AC Spark Plug division, 1300 
N. Dort Highway, t 2, Mich. 


Hydraulic valve lifters are the 
first new product offered to AC 





TRUCK SEAT REPAIR PARTS—Kits for seat repairs on trucks and buses are said to 
contain everything required to renovate both cushion and back. Each kit contains 
covers and padding for cushion and back, extra springs, cross tie springs, U channels, 


upholstery tacks, hog rings and special hog ring pliers. W. 1. Webster Mfg. Co., 
3269 Jefferson Station, Detroit, Mich. 


distributors under the new GM 
parts wholesaling program. Valve 


AUTOMOTIVE HO 
lifters for competitive makes of | average automobile 
cars, as well as other original! pump unit is separat 
equipment lines, will be made avail-| Monticello, ic. 





1ST—The unit has a capacity of 9,000 pounds and raises an 
to full height in 55 seconds using a 34-inch motor pulley. The 
e and can be placed where desired. Energy Farm Equipment Co. 
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‘Continued from Page 42) 


transverse springs (Ford, Mercury, 
Lincoln, Studebaker and Willys). 
It is claimed that they stop sway 
and prevent spring breakage. 

Front stabilizers for cars with 
knee action (No. 100 series). 

Overload springs for Buicks, 
Oldsmobiles and Nashs with rear 
coil springs, designed for vehicles 
pulling house trailers or for haul- 
ing excessive weight. 

No. 300 series of rear spring 
stabilizers for heavily loaded cars. 

No. 200-1 and 300-1 series of over- 
load springs for all cars with two 
rear leaf springs. 

Rear overload springs for pick- 
ups. 





Rebs 
bce 


TESTING DEVICE—Auto-Tong is an elec- 
trical trouble-shooter which gives instant 
readings, accurate to within 2 percent of 
full scale, says its makers. It is said to 
check the electrical system of a car or 
truck in seconds without disconnecting any 


wires. Auto-Test, Inc., 600 S. Michigan 
Ave., Chicago 5, Ill. 
a a 





PINION SETTING GAUGE — Model J 
5647 is designed to reduce adjustment 
time and increase accuracy of pinion 
setting on Buicks. Readings are taken from 
a dial indicator, thus eliminating the 
touch-setting of a micrometer by feel. 
Kent-Moore Organization, Inc., 5-105 Gen- 
eral Motors Bidg., Detroit 2, Mich. 

S..2.°9 





WHEEL BEARING PACKING—Kleen-Pak 
is engineered to pack both roller and ball 
bearings, the maker says, with the lubri- 
cant packed into races and cages under 
positive pressure so that openings around 
rollers or balls are fully packed. Five 
models are available, two for cars and 
light trucks, and three for heavy-duty 
trucks and buses. Lincoln Engineering Co., 
5709 Natural Bridge Ave., St. Louis 20, 
Mo. 

ss ¢+ *@ 


General Tire Trip Planner 


Computes Distances, Costs 

A new “trip planner” for travel- 
ing in the U.S. and southern Can- 
ada—to estimate the distance, cal- 
culate the time and budget the ex- 


pense—is available through General 
Tire distributors. 

Equipped with a map showing a 
composite of major traffic lanes for 
overland travel, the trip planner 
also contains a computer for figur- 
ing approximate distances. 


* * * 





TROUBLE SPOTTER — Electronic Sound 
Probe is said to diagnose and locate 
trouble spots in engines, motors, pipes and 
valves. The operator detects the defect 
through natural reproduction of noise at 
the source with no distortion. Gel-Me Co., 
P. O. Box 293, Bloomington, Ili. 





ARTZVEASHEFF 


... your gauge of 





Fuse Guide Issued 


A new edition of an automotive 
fuse guide for servicemen contains 
data on circuit, fuse location and 
types of fuses required in various 
makes of cars. Copies may be ob- 
tained by jobbers from field repre- 
sentatives of Littlefuse, Inc., 1865 
Miner St., Des Plaines, IIl. 


* * * 


Ramsey Issues Pamphlet 


On Engine Servicing 

The latest issue of the Ramco- 
operator featuring engine service 
suggestions has been announced by 
Ramsey Corp. 

The pamphlet contains data on 
cooling systems, piston ring service, 
oil leak detection, promotion tips 
and an advertising poster. A sam- 
ple copy is available from Ramsey 
Corp., 3693 Forest Park Blvd., St. 
Louis 8, Mo. 


* * cd 


Motion of Car Winds 
Steering Wheel Watch 


A steering wheel watch manufac- 
tured by Benrus is offered for all 
Chrysler Corp. cars. 

Called Moparmatic, the watch 
derives its winding power from the 
movement of the steering wheel 





and motion of the car. It is inserted 
in the center of the wheel and is 
shock-resistant and anti-magnetic, 
according to Benrus Watch Co., 50 
W. Forty-fourth St., New York 36, 
N.Y. 





OlL DATA—The pocket-size edition of 
the Chek-Chart Recommendations Booklet 
lists motor oil and gear lubricants for 
cars, trucks and tractors. Chek-Chart Corp., 
33 E. Congress Parkway, Chicago 5, Ill. 


* * x 


Grinding Discs Detailed 


A bulletin describing Manhattan 
Moldiscs for portable grinders and 
sanders has been issued by the 
Manhattan Rubber Division, Ray- 
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bestos - Manhattan, Inc., Passaic, 
N.J. Copies may be obtained by 
requesting Bulletin No. 6901-E. 


+ * * 


Trailer Aisle Widths 
“How Trailability Determines 
Tractor-Trailer Aisle Widths” is the 
subject of a folder offered by Mer- 
cury Mfg. Co., 4044 Halsted St., 
Chicago 9, Ill. 





VALVE-LIFTER PULLER—The Buddy is de- 
signed for work on Chevrolets, Buicks and 
Cadillacs. It is unnecessary to dismantle 
the hydraulic lifter. There also are tips 
available for other model cars. Telematic 
Corp., 3338 Robertson Bivd., Los Angeles 
34, Calif. 


The measure 
of protection in 


America’s 


finest cars... 


More and more owners of America’s finest 


cars are insisting on Royal Triton 
because they’ve found it’s the finest 


motor oil that money can buy. 


profitable service business, too! 


It’s good business to recommend Royal Triton 
to your service customers. Measured 

in terms of brilliant engine performance 

and increased engine life, Royal Triton is one of 
the wisest investments any car owner can make. 


To meet the ever-increasing demand for 

America’s finest motor oil, feature Royal Triton 

in your service department. Available in the ‘ 
popular 5-20 and 10-30 grades, of course. 


UNION OIL COMPANY 76) 


OF CALIFORNIA 


The West’s Oldest and Largest Independent Oil Company 


Los Angeles: Union Oil Bidg. « New York: 45 Rockefeller Plaza 
Chicago: 1612 Bankers Bidg. e New Orleans: 644 National Bank of Commerce Bidg. 
Atlanta: 401 Atlanta National Bidg. e Kansas City, Mo.: 921 Rialto Bidg. 

















Ratio Mfg. Offers Sports-Car Body— 


This sports-car body, constructed of American Cyanamid Co.'s Laminac polyester 
resin reinforced with glass fibers, is being marketed by Ratio Mfg. Co., Houston. 
Known as the Ratio Venus, the body is molded in one piece for mounting on a Ford 
chassis of 1949-51 models. Molded-in metal lugs are provided for bracket mounting 
to the chassis. The car shown is powered with a 1949 Ford engine, but engine com- 
partment space is available for General Motors, Chrysler or Lincoln V-type engines. 
Price of the body is $875, f.o.b. Houston. 

















Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





AUT 








By Sam Sampson 
Staff Writer 


} OW Studebaker met the chai- 


brakes, without the aid of booster 


| | units or power assists, was revealed 


last week by company officials. 

While the industry apparently 
gave up hope of producing a “plain 
brake” to meet modern stopping 
requirements and at the same time 
permit feather-light pedal touch for 
milady, Studebaker chose to ap- 
proach the current problem by re- 
engineering its manually operated 
system. 

According to Studebaker, five 
steps were taken to improve brak- 
ing power on ’54 models: 

1, Brake lining areas were en- 
larged. 

2. The braking ratio between 
front and rear wheels was read- 
justed. 

3. An “improved, heat-resistant 

lining” was used to combat fade. 

4. A keystone-shaped anchor 
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A ‘Plain Brake’ Story 


How Studebaker Re-Engineered Manual System 
To Meet Industry Challenge 








block was used to aid the self- 
centering feature. 
5. An improved sealing setup was 


lenge to produce adequate car| used to keep out road splash and 


dirt. 
+ * + 

ACen to comparative fig- 

ures, Studebaker cars now lead 
the industry in the “brake lining 
area per 1,000 pound weight” stand- 
ings. Commander models (four- 
door, six-passenger sedan) are rated 
at 62.88 square inches, Landcruisers 


Cities Service to Unveil 
*Year-Around’ Oil 


NEW YORK. — Cities Service is 
about to introduce a new multi- 
range motor oil which is designed 
to perform efficiently year around 
and under all driving conditions. 

Called New 5-D Koolmotor, it is 
said to cover SAE classifications 
from 10W to 30 with the one oil. It 
is claimed to resist thinning due to 
heat and thickening due to cold. 
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SIGNAL-STAT Class A—Type 1 Directional Signals have 
legal approvals in all 48 States and the District of Columbia. 








From coast to coast, you'll see more SIGNAL-STATS than all other 
makes of directional signals combined. This popularity stems from 
safety conscious truck operators who know a superior lamp when 
they see one. You'll recognize SIGNAL-STATS by their distinctive 
appearance and clear, powerful, beamed pattern of light. 


SIGNAL-STATS are engineered to signal every turn clearly and 
unmistakably. And they're built for long, trouble-free service under 
the toughest conditions. Choose from two complete lines (King Size 
SIGSTAT and Regular Size ACRYSTAT). With the famous SIGNAL- 
STAT guaranteed “Burnout-proof” Switch, they're an unbeatable 
combination. Be sure your vehicles are equipped with SIGNAL- 








Wherever trucks gather... SIGNAL-STATS! 


TRUCK OPERATORS AND 
SIGNAL-STATS TEAM UP FOR SAFETY 


Orscheln Bros., Inc., Moberly, Mo.: “Built to take vibra- 
tion and rough treatment . .. double face lamps have two 
reflectors to insure bright light on rear as well as front... 
important when bob-tailing with tractor.” 


E. Kirkpatrick, Quincy, Ill.: “Trouble-free installations 
... Signals readily noticed when our trucks signal to turn... 
tendency to develop better drivers and reduce accidents.” 


Interstate Dispatch, Inc., Chicago: “We have standard- 
ized on SIGNAL-STAT equipment and find it to be of 
highest quality and entirely trustworthy.” 


Signal-Stat 


LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL 














VEHICLES 





SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. 











at 61.40 square inches and Cham- 
pions at 60.69 square inches. Com- 
parative figures show other makes 
going only as high as 55.99 square 
inches and dipping as low as 39.36 
square inches. 

Sizes of brake drums were en- 
larged. Commander front brake 
drums are 11 inches in diameter, 
and were widened by a quarter of 
an inch. Front brake drums on 


* * * 





Labyrinth Seal— 
Cutaway view shows Studebaker brake 
drum flanged to accommodate curved lip 
of inboard plate. Company claims road 
splash and dirt is minimized. 
. * 7 

Champions and rear brake drums 
on Commanders were increased 
from nine inches to 10, 

In this manner, the company 
said, the ratio of front-to-rear 
wheel brake action has been 
changed. Front brakes now do 
about two-thirds of the job,. with 
one-third left for rear brake action. 
In most competitive makes, statis- 
tics show, the ratio is 60 percent 
front to 40 percent rear. 

* * 7” 


Panne self-centering in brake 
application is claimed through 
the use of a keystone-shaped an- 
chor block just above the brake 
cylinder. This assures, according to 


Brake Shoe Assembly— 


Studebaker's brake assembly shows use 
of keystone-shaped anchor block (just 
above brake cylinder) which controls self- 
centering feature. Studebaker claims 
straight-line stops with ease on all ‘54 
models. 

7 * a 
the company, that the brake shoes 
come in uniform contact with the 
drums whenever applied. 

This eliminates “spot wearing” 
of brake linings, Studebaker said, 
and aids in giving straight-line 
stops. 

To keep the inner brake mechan- 
ism free from dirt and road splash, 
the inboard edge of the ’54 Stude- 
baker drums are grooved, and the 
rear plate is curved to wrap around 
one lip of the drum flange. This 
“labyrinth seal” has proven highly 
effective, the company said. 


Air-Compressor Group 


OKs Survey, Research 


HOT SPRINGS, Va.—An exten- 
sive market survey and continu- 
ance of an air consumption research 
program were endorsed by mem- 
bers of the Pneumatic Automotive 
Equipment Assn. at its annual 
meeting here. 

Elected president of the associa- 
tion was C. A. Bening, vice-presi- 
dent of U. S. Air Compressor Co., 
Cleveland. Henry M. Kidd, vice- 
president of DeVilbiss Co., Toledo, 
was named vice-president. 


The findings from the survey and 
research program are expected to 
help users determine the type of air 
compressor they need. 
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are two reasons why 


ontiac Owners 
Are Repeat Owners! 





There’s nothing like owner loyalty and enthusiasm to 
insure the success of a product—and its dealers. 


And there’s no greater loyalty anywhere in the in- 
dustry than that of Pontiac owners. No car at any price 
has a finer reputation—and no owners are more enthusi- 
astic. They buy Pontiac over and over again—and induce 
their friends and neighbors to do the same. 


This unsurpassed owner loyalty is the result of sound 
business aims on both the manufacturing and the retail 
level. Pontiac is designed, engineered and built as fine as 
any car. It looks, performs and handles with the finest—at a 
price well within the reach of almost any new car buyer. 





eel 


But it takes more than a good product to hold owners 
— it takes an alert, progressive, well-equipped dealer 
organization as well. Pontiac dealers as a group have 
an outstanding record for serving Pontiac owners. They 
have invested millions of dollars in new buildings and 
equipment. They are active in training programs to 
assure their customers the latest, most economical, most 
efficient service. 


This close cooperation between manufacturer and 
dealer—one supplying a fine car, the other fine service— 
has had exactly the results you would expect: outstand- 
ing owner loyalty and dealer success. 


DOLLAR FOR DOLLAR YOU CAN’T BEAT A 


PONTIAC 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


_A Fine Car and a Fine Dealer Organization 
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With the Staff.. 


ALONG DETROIT’S AUTO ROW 


Plugging the Salesman 


Hi Dawson (Ford) believes to- | 
day’s auto salesmen are every bit 
as good as the salesmen of bygone 
years. 

Says Dawson: “Today we have 
a different kind of salesman. He 
isn’t a mechanic any more; he’s 
a psychologist. 

“The average motorist doesn’t 
have to be reassured about the 
durability of the car. But his 
reasons for not buying an automo- 
bile must be anticipated and ex- 
plained away.” 

* + * 
A Whirlin’ Device 

Hanley Taylor, of Taylors, Inc. 
(Dodge-Plymouth) reports that 
he sold five cars off an electrically 
operated turntable in front of his 
dealership the first week after he 
purchased the platform. 

Taylor says that the dealership | 
puts its snappiest-looking Dodge | 


Royal on the rack, and on the 
grass next to the rack it places 
its lowest-priced car. The inside 
of the revolving car is lighted to 
attract additional attention. 


* * * 


Bootleggers Turned Down 

One Big Three dealer, who says 
he was approached by buyers of 
new cars for bootlegging in the 
South, gives the following reasons 
for refusing to sell: - 

1. He didn’t want to hurt the 
sales opportunities of dealers in 
the area where the cars would 
be resold. 

2. He couldn’t make any more 
profit on selling to bootleggers than 
selling through normal channels. 

3. He didn’t want to incur the 
wrath of the factory. 

* * + 


This Is Progress? 
A Detroit Dodge-Plymouth dealer 


laments, “Our service business 1s! 


|declining all the time, and to a 
| large extent the factory is to blame. 
They’re making the cars too good 
these days. 

“We formerly were able to 
make a living from engine re- 
pairs, brake jobs and fender 
work, Now with the sturdier 
engines, bonded brakes and un- 
dercoating, some motorists can 
ignore us for years. 

“We still have a little battery 
business and the mufflers need re- 
placing periodically, but even that 
business won’t be with us long at 


the rate science is marching on.” 
ao * * 


Styling Gets Blame 
A salesman for a Big Three deal- 
ership blames styling for inability 
to sell his line. 
“You can talk engineering fea- 
tures until you’re blue in the 
face,” he says, “but it doesn’t 





mean a thing to the average per- 





son. They just don’t seem to 
understand anything mechanical, 
regardless of how simple you 
make it for them. 

“If they like the style of your 
car, your job of selling them is 
more than half completed. And it’s 
the women who make the deci- 
sions. Don’t you forget it!” 

* aa * 


People Too Smart? 
“People today are just too smart 
for a salesman,” says the sales 
manager for a Pontiac dealership. 


“They'll come into the showroom 
and ask for a deal on the most 
loaded car on the floor. Then, just 
as soon as you quote them a deal 
on that car, they suddenly switch 
to the cheapest car on the floor 
and want the same deal on that. 

“They know all the angles, and 
you have to be on your toes to beat 


them.” 
8 3 


Sage of Livernois Speaks 
A quickie interview with Bert 
Baker, sometimes called the “father 
of the used-car business,” produces 
the following: 
Q. What are you doing now that 
you’ve closed your Big Lot on 


| Livernois? 


A. I’m working so darn hard, to 








ALL SALES ARE DEPARTMENTIZED AND CLASSIFIED on this 
National Class 2000 Register. Thus business reports are current 


without audit work. 


H. W. SWALWELL says of his National Sys- 
tem, “This complete installation is most sat- 
isfactory ” Read his full opinion. 


“Our Calional System 
saves °2,700 yearly... 


pays for itself every 12 months!” 


writes Mr. 


—Larson-Swalwell Motor Co., Spokane, Wash. 


“Our National System,’ 
Swalwell, ‘‘is composed of a National 
Class 2000 Register and a desk model 
National Bookkeeping Machine. 

“The National Class 2000 reduced 
cash shortages by placing individual 
responsibility for cash handled. It 
gives us printed totals of sales by 
departments, saving us at least $225 
monthly on labor formerly spent in 
breaking down a spread sheet to 
obtain this information. 

“Charge and Received-On-Account 
totals provide a posting control which 
saves time on detail work. Now we 
save 3 hours daily in balancing cash 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


and checking charges and credits. 

“Our National Bookkeeping Ma- 
chine, used on our Accounts Receiv- 
able, saves us about 4 hours daily 
in posting and checking customers’ 
accounts. 

“Also our National System gives 
us all necessary control figures at the 
day’s end. They are ready for com- 
parison at 9:00 A.M. the next morn- 
ing. We save at least $2,700 yearly 
which pays for our National System 
every 12 months!”’ 

Don’t you want the control, accu- 
racy and simplicity of a National 
System for your business? National 


949 OFFICES IN 94 COUNTRIES 


Systems soon pay for themselves out 
of the time and money they save, 
then continue to return the saving as 
an extra profit. For full, profit-making 
details on what National can do for 
your automotive agency, call your 
nearby National representative today. 
You'll find his number in the yellow 
pages of your phone book. 





be able to take things easier, that 
I’m exhausted. I still. have several 
businesses, including part owner- 
ship of St. Mary’s Packard, Inc. 
Q. What’s going to happen to the 
auto business? 
A. Used-car dealers are going 
to get used to a profit of $50 to 
$75 per car, and new-car dealers 
are going to have to settle for 
$200 to $300 profit per vehicle. 
And I think that’s enough for 
them, 
Q. How do you explain the pres- 
ent auto market? 
A. We had to have a letdown. We 
were loading too many cars on 
the public. 


* * * 


‘No Bigger Chiselers’ 
“There’s no bigger chiselers in 
the world than the American 
public,” says the sales manager 
for a Big Three dealership. 
“Theyll spend $10 driving 
around to save $20 on a new car. 
Then, when they need service, 
they can’t get it unless they drive 
back to the dealership where 
they bought the car. They just 
can’t seem to realize they’re los- 
ing money. 
® * 


Cool to Demonstrations 

A dealer, whose factory is con- 
ducting a demonstration campaign 
for potential customers, says most 
people either don’t care or don’t 
want to take time to go for a ride 
in a new car. He adds: 

“They say they know how the car 
rides because some relation or 
friend has one. All they’re inter- 
ested in is how little they’re going 
to have to pay for it.” 

a * * 


Volume Deals Too Costly 


One dealer who tried to do a 
volume business on new cars has 
| quit because of high overhead. 
| “We weren’t making any money 
;on the deals themselves and the 
| extra service and warranty work 
was putting us in the red,” he ex- 
| plains. 





* * * 


Quick with the Sponge 
A DeSoto-Plymouth dealer blames 
| his low sales volume on his ina- 
| bility to solidify his sales staff. 
“It’s hard to get a sales program 
into operation,” he says, “when 
| you don’t know from one month to 
another whether all your salesmen 
|are going to be with you. 
| “The older salesmen have been 
through tough times before and 
can weather the storm both finan- 
| cially and psychologically, but the 
| young fellow is ready to throw in 
| the sponge after a couple of bad 


| weeks.” 
* * * 


eC. Seales’ Blues 


A used-car dealer in northeast- 
ern Detroit says ’52 and ’53 models 
are the hardest to move because 
of the lack of bidding power. 

“A new-car dealer can outbid 
us every time because he has a 
greater profit margin on a new 
| car. If the balance on a used-car 
is more than $1,000, it’s hard to 
| get credit. If you cut the balance 
to get a customer’s credit ap- 
proved, you make a $25 profit. 
And the salesman is suppose to 
get his commission out of that.” 

- - ” 
A Cruising Gimmick 

Ralph Sovel, owner of Grand 
| River Packard, is now offering two 
weekend cruises to Mackinac Island 
to every person who buys a car 
from him. “This gimmick,” the 
dealer says, “is giving us more ac- 
tion than did all the company ad- 
vertising last year.” 

The three-day cruises are 
aboard the Georgian Bay Line’s 
S. S. North American and cost 
the firm $42.50 each. They are 
handled by the “Ask Mr. Foster 
Travel Service,” which permits 
the travelers to get better grade 
cruises by paying a small differ- 
ential. 

Sovel says that the cruises are 
furnished to all new-car customers, 
regardless of the deal, if they re- 
quest them. 


Rolle Gets New Processes 

LANSDALE, Pa. — Licensing for 
both the Al-Fin and Osbrink cast- 
ing processes has been announced 
by Rolle Mfg. Co.. a magnesium 
and aluminum foundry. Al-Fin is a 
process for the molecular bonding 
of aluminum, magnesium and their 
alloys to ferrous metals. The Os- 
brink process is used for precision, 
thin-wall gand castings. 





Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmeyer 
Staff Writer 

The nation’s new-car dealers 
spent an average for local ads last 
year of $38.06 per new car sold, 
according to statistics released by 
NADA’s business management de- 
partment. 

Total amount spent in home 
town newspapers, radio, tele- 
vision, handbills and signs, ac- 
cording to NADA, was $221 mil- 
lion. 

The annual local advertising 
budget of the average dealer was 
estimated at $5,266 in 1953. This 
figure doesn’t include dealer ex- 
penditures for factory cooperative 
ads and national television shows. 

* +” o 


Firestone Voice Silenced 


Firestone Tire & Rubber Co. is 
shopping for a network to broad- 
cast its “Voice of Firestone” 
musical program on Monday 
evenings over both radio and 
television. 

Cut loose by NBC after 25 
years on radio and five years on 
television, the show will close its 
current series after the broadcast 
today (June 7). 

NBC officials said the Fire- 
stone program was being discon- 
tinued because of a declining 
audience rating. It was indicated 
that Firestone’s time on Monday 
evenings next fall would be filled 
by Sid Caesar, comedian. 


* * * 


Tax Expert Lasser Dies 


Jacob Kay Lasser, 57, former tax 
consultant for Associated Business 
Papers, died recently in New . York 
of a heart ailment. 

Senior partner of the account- 
ing firm of J. K. Lasser & Co., 
Mr. Lasser became known publicly 
in 1939 when his handbook, “Your 
Income Tax,” was published. He re- 
vised it annually in accordance 
with changes in the law, and his 
1946 edition sold more than seven 
million copies. 
= * 


Sales Film Offered | 


Jam Handy Organization. De- 
troit, has announced availability of 
a 10-minute, 16-millimeter sound 
motion picture, “The Man Who 
Sells,” delineating the importance 
of the salesman. 

Produced for Chevrolet salesmen, 
the film is being offered to other 
business and educational groups as | 
well. 

The film may be obtained from 
the Film Distribution Department, 
Jam Handy Organization, 2821 E. 
Grand Blvd., Detroit 11, Mich. 

- ? . 


Sports-Car Book in Making 


Random House will publish what | 
it terms the definitive work on 
sports cars, both foreign and 
American, next spring. 






Authored by John W. Freeman, 
with photographs by Alexandre 
Georges, the book will contain 100 
black and white pictures, 32 
poges of full color, and an equiv- 
alent area of explanatory and 
evaluatory text, the company 


said. 

Both Freeman and Georges are 
making a three-month trip to Eu- 
rope this summer to visit British 
and European sports car factories 
and body building companies. 

a 7 * 


N. Y. Times Data Available 


The New York Times has released 
a 20-page booklet on its distribu- 
tion of papers by counties and 
states throughout the country. 

Copies of the new circulation book 
are available to advertisers and ad- 
vertising agencies from the New 
York Times Research Department, 
Times Square, New York 36, N. Y. 


* * . 


New Johnson Promotion 

The makers of Johnson’s Wax 
has announced that one of the big- 
gest advertising campaigns in the 
automotive field is now backing 
Deep Gloss Carnu, a new car-shin- 
ing discovery developed in their 
research laboratories. 

Sparking the Deep Gloss Carnu 
campaign is the theme: “New 
Deep Gloss Carnu Shines the 
Deep-Down Color Back — makes 











blacks blacker, blues bluer, reds 
redder—deepens any color! And 
Deep Gloss Carnu does all this in 
one easy operation — no pre- 
cleaner is needed!” 


Deep Gloss Carnu is featuring 
this theme in a series of two and 
four-color ads appearing in more 
than 175 newspapers throughout 
the country, in addition to radio 
commercials. 

. * * 


Dealers Revamp Ad Policy 
The Motor Oar Dealers Assn. of 
Southern California and the Los 
Angeles Motor Car Dealers Assn. 
have urged their members to re- 
quest local newspapers and other 
media to not take current-model 
auto ads from other than manu- 
facturers or franchised dealers. 


The two associations, compris- 
ing more than 700 new-car deal- 
ers, also passed a resolution re- 
questing NADA to take a similar 





refined from 


sylvania Crude Oil 


stand and seek adoption of the 
policy on a national scale. 

The New York Journal Amer- 
ican has had a similar policy in 
effect since last fall. 

* * = 


Esquire Adds Edition 


Effective with the current issue, 
Esquire is making available for ad- 
vertising purposes a regional east- 
ern edition, the magazine an- 
nounced. 

States included in the new terri- 
tory are Maine, New Hampshire, 
Vermont, Massachusetts, Rhode 
Island, Connecticut, New York (as 
far west as Syracuse), Pennsyl- 
vania (as far west as Altoona), 
New Jersey, Delaware, Maryland, 
District of Columbia and Virginia. 


> * * 


Dodge Sales Bowled Over 


It isn’t often that an ad agency 
gets the upper hand on a client, but 
Ross Roy, Inc., agency for Dodge 
Truck, has finally found the knack. 

For the second time in six years, 
the agency defeated the Dodge 
sales staff in the annual client- 
agency bowling tournament in De- 
troit. Prize of the tourney is the 
Bob Somerville trophy. 


if you’re eyeing 


focus your attention 


Naty Nl 





Dodge Gives Legion Historic Car— 


William C. Newberg (right), Dodge president, explains to Charles W. Snyder (left), 
the American Legion's Detroit district commander, and Billy R. Wickens, Michigan 
state commander, the four-cylinder engine of an historic Dodge car. It was the first 
motor car used by the U. S. Army as a combat vehicle and is believed to be Gen. 
Pershing's staff car in the Mexican expedition in 1916. The auto will be presented to 
the Legion this week at a dinner in Detroit. 
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KENDALL 


A busy lubrication rack means a busy serv- 


A GREASE CAN BE NO BETTER 


THAN THE OIL FROM WHICH 
IT IS MADE...al! Kendall lubes are 
Bradford 


world’s 


100% 


Wheel bearings are a small, but impor- 
tant, part of your customer's car. Feature 
periodic wheel bearing service with 
Kendall Wheel Bearing Grease. Your 
customers will benefit from greater 
bearing protection and you will enjoy 
the added profits of their regular serv- 
ice business. Kendall Wheel Bearing 
Grease resists moisture, won't run out 
on brake drums or linings. 


Penn- 


richest 


There’s nothing like the nia to boost business! 
a 


Featuring Famous 


ice and sales department. Attract more 
business by featuring chassis lubrication 
every 1,000 miles. Your equipment, man- 
power, and Kendall Chassis Lubricants 
are a hard combination to beat. Anti- 
Rust Kendall Chassis Lubricants are easy 
to apply; keep out dirt and moisture. 
Build customer satisfaction and repeat 
business with squeak-free lubrication. 





Part of a COMPLETE LINE 
of QUALITY LUBRICANTS 


SN 
KENDALL 
20 The ILE 


' 
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New England Stages Mammoth Sale .. . 
‘Touch of Barnum’ Moves Cars 


By Charles G. Sampas 
Staff Correspondent 

OWELL, Mass.—By sheer weight 

4 of old-time showmanship, 
which one auto dealer termed “a 
touch of Barnum,” New England 
auto dealers used the week before 
Memorial Day to sell an amazing 
number of used and new cars. 

Memorial Day is a traditional 

goal sales for New England auto- 

men, who emphasize the need of 

a new car for the holiday trip. 
The fact that Memorial Day this 
year was virtually a four-day 
holiday—from Friday afternoon 
through late Monday night— 
gave Yankee dealers an unusual 
gimmick and they exploited it to 
the fullest extent. 

Last week gave them an oppor- 
tunity to make May their greatest 
sales month for this slowly awaken- 
ing sales year—and several Bay 
State and New Hampshire dealer- 
ships have already announced that 
they have beaten last May’s in- 


| 
dividual sales records. 
e * ~~ | 


N A sales meeting at one Boston | 

dealership, salesmen were told | 

that this was “it”—that they were | 
to decide the future of the auto) 
industry—right in their own minds | 
and in their efforts. The sales man-} 
ager pointed up “the chain of sales” | 
and how the entire nation’s econ-| 
omy depended on them, collec- 
tively and individually. 

One salesman told a friend that | 
he was practically “conscience- 
stricken”—that he did not realize 
until that meeting that so much 
depended upon him. He went and | 
made record sales. 

Salesmanship, too, put it up to 
the customers. For example, in| 
Lowell, 1400 Motors, Inc., advertised 
“You Name Your Price”—and listed 
dozens of cars in a pre-holiday| 
clearance sale. 

This gave the customers an op- 
portunity to set their own prices-- 
and several customers made offers 
which the general Manager, 
Arthur J. Cantara, reduced for the 
customer’s sake. It is an interest- 
ing sidelight for all auto dealers} 
to ponder. 

“Now's The Time To Drive al 
Bargain! To Make A Deal!” high- 
lighted Lowell Pease Motor Co's | 
appeal, while Lowell Buick Co. | 
featured a out- price | sale. 


LARK & WHITE. Boston, went | 

all out on Mercurys and Lin-! 
colns, while Alvin T. Fuller, noted | 
former Bay State governor, person- | 
ally signed the advertisements of | 
Cadillac Olds, along famed Com-| 
monwealth avenue, in Boston, em- 
phasizing “we will not be under-| 
sold or over-allowed.” 

Beverly Motor Sales in sub- | 
urban Beverly held a sale to get | 
rid of an $185,000 inventory of | 
used cars up to 50 percent off, 

hile Malden’s Ferry St. Motor 
Sales, Inc., said, “It’s no joke 
with us—these cars must go at | 
a new all time low.” | 

Walker’s Wakefield, Common- | 
wealth Chevrolet, Williams Buick, | 
Knox Bros., De Vincent, Lalime &| 
Partridge, Kane Chevrolet, New- 
ton Motor Sales, Appel Bruen, 
Kolligian, Seymour Chevrolet, Shea | 


FASTEST Heater of AN) 


to Install! 


) No Holes 
To Drill! 


For ‘53-’54 
Popular Make Cars 


rite for a illustrated folder 
Heese Heater Div., Loan Co. 
Rockford, Ill. 


Di 


Pennants 
All-Weather Durafiim Only $6.00 
Money refunded if nct satisfied. 


MYRLO COMPANY 
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Motors, Edford Buick, Ofgant-Jack- 
son Chevrolet, Baker Corp., Law- 
ton-Wing, Columbia Pontiac, Cote, 
Autoland, Allston Motor, Home- 
stead, Coombs & McBeath, Batch- 
elder Pontiac, Pontiac Village, Fen- 
way Park Motors joined the boom- 


ing sales parade. 
* * * 


ot are days to think about 
cars, Boston-area dealers clam- 
ored, and adding to this clamor 
were Russell Burnett, Austin 
Healey, Frank Battles Pontiac, 
Capitol Motor in Cambridge and 
Somerville; Salvi Motors, Healer 
Motors in Watertown, Community 
Chevrolet in Malden, and others. 
New England auto dealers are 
aware that in the coming summer 
there will be unlimited opportuni- 
ties to sell cars—and from here 
on out it should be somewhat 
easier. The textile recession, 
which hit hard in many New 
England communities, is passing 
now, and thousands of workers 
are being called back. An increas- 
ing defense program is expected 


to produce additional sales in the 
Hartford and Portland areas. 

One new source of sales increases 
has been the rapidly developing 
new roads in the Boston area, 
which are encouraging more people 
to live in so-called “bedroom” 
towns. 

The new traffic arteries in Boston 
will mean additional sales for deal- 
ers as more people working in 
Boston and living in the suburbs 
will find auto transportation better 
than the old rapid transit. 

New England enterprise is as- 
serting itself in the automobile field 
and the Yankees are going to lead 
the parade. They are positively de- 
termined on that. 


Thibault Adds Cadillac 


Lawrence J. Thibault, general 
manager of Thibault Bros., Inc., 
Cambridge, Mass., announces that 


his firm has acquired a Cadillac | 


franchise. The company was estab- 
lished in 1918 and has handled 
Oldsmobile since 1927. 


Peskin Signs Packard Franchise— 


New Packard dealership in San Gabriel, 'Calif., is Century Motor Sales, headed by 
Leon D. Peskin (seated, left). Beside him is George A. Wagner, general sales man- 
ager of Earle C. Anthony, Inc., Packard distributor. Standing: A. William Oster, 
Anthony zone manager, and James C. Koch, partner in the new firm. 


| Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
" StOEROLVe GENE, eve every ween throughout the year. 


‘A ROAD RACE TEACH 


YOU DON’T NEED A COMPETITION LICENSE to enter a “Take it easy” race. Seventeen 
girls and boys entered the first, held in Manchester, Michigan. The winner made 20.38 miles 
to a gallon, which gave him the winning figure of 49.4 ton-miles. 








On the Financial Front 





Cash dividends paid by common 
stocks listed on the New York 
Stock Exchange totaled $1,517,852,- 
920 in the first quarter, a record 
high for any first quarter and up 
11.2 percent over the comparable 
1953 period. 

It was the 12th year in a row, 
according to The Exchange maga- 
zine, that first-quarter dividends 
topped the preceding year. The 
magazine is published by the New 
York Stock Exchange. 


Of the 1,068 common stocks listed | 


at the end of the first quarter, 843 
issues paid cash dividends. In the 
first quarter last year, when 1,067 | 
issues were listed, 831 paid divi- 
dends. 


Larger dividends were paid in 
the first quarter this year, com- 
pared with the first three months 
of 1952, by 272 common stocks, 515 
paid the same amount, and 56 paid 
less. 


Based on industry classifications, 
21 of the 27 groups increased their 


, Payments this year while six de- 
| clined. 


* * * 


tewart-Warner Sales, 


Profit Dip in Ist Quarter 

Stewart-Warner Corp., Chicago, 
reports a profit of $801,469 for the 
first quarter of 1954, compared with 
$1,076,344 last year. 

Sales totaled $26,355,938 against 
$33,964,599 in the like 1953 period. 

7 * * 


Minnesota Mining & Mfg. 


Stockholders of Minnesota Mining | 
|& Mfg. Co. St. Paul, have ap-| 


| 


chase options to employes and 
| executives of the parent company 
|and its wholly owned subsidiaries. 
* * + 


Lunn Laminates Issues 


Stock Options to Workers 
Stock warrant awards amounting 
to $40,000 were issued for the first 
time to company employes, it has 
| been announced by James S. Lunn, 





| proved plans to grant stock pur- | general corporate purposes. 


_ AUTOMOTIVE NEWS, 





president of Lunn Laminates, Inc., 
custom molders of reinforced 
plastics. 


The awards are given to super- 
visory employes who have been em- 
ployed for a year or more, Lunn 
said. The plan allows workers to 
purchase company stock at $2 a 
share, as compared with a quoted 
current value of more than $7. 
Twenty-five employes have received 


warrants so cae. 
* 


GMAC of Geuiale Fleate 
$15 Million Issue 


A $15 million issue of General 
Motors Acceptance Corp. of Can- 
ada, Ltd. 4 percent debentures due 


| in 1964 is being offered in Canada 


| 


by a syndicate of investment 
dealers. 


Net proceeds will be used for 


Slim Margin 


Volume Auto Financing Nets 
0.08 Pet. in °53 


Representative finance companies 
had a net profit of 0.08 percent on 
volume finance during 1953, accord- 
ing” to John E. Murdock, President 
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Walter Heneo ck, an English- 
man, built steam autos from 1830 
to 1840. 





of the American Finance Confer- 
ence. 

Murdock’s statement was based 
on a survey by the First National 


|Bank of Chicago of earnings of 
| representative sales credit com- 


panies. 

The 1953 profit margin of finance 
companies was only one-seventh as 
big as the average for 65 non- 





TEEN-AGERS SAFE DRIVING HABITS ? 


"Take it easy’’ 


economy races, sponsored by Farm Journal, 


America’s leading farm magazine, are sweeping the country. 
They offer the automotive industry a new public service idea. 


“Take it easy” began as an idea in a Farm Journal 
editorial conference when the discussion turned 
to interesting teen-agers in sane highway habits. 
The idea was a new kind of road race—like the 
national economy run, which takes several days 
and covers 1500 miles—but tailored to an event 
which could be run off in an afternoon. The ob- 
ject: to run a course with the lowest possible con- 
sumption of gas rather than in the shortest time. 

Frank Reck, boys’ editor of Farm Journal, took 
the idea back to his home town—Manchester, 
Michigan—and interested the school and the local 
Exchange Club. The first “Take it easy” race was 
held in Manchester late in 1952. The event was 
publicized in the May 1953 Farm Journal. 

Reaction was immediate—and favorable. Hun- 
dreds of communities wrote in asking how to 
promote a “Take it easy” race. Over 60 scheduled 
similar events. Manchester repeated the contest in 
1953, and added a new wrinkle by inviting neigh- 
boring schools and figuring out team prizes. 

To obtain maximum fuel economy, a “Take it 
easy” race calls for studied driving techniques or 
habits, a careful eye on cruising speeds and a car 
in tip-top mechanical shape. This means precision 
tuning, which gives all the shops in a community 
a chance to strut their stuff—and to capitalize on 
it after the winning car gets the checkered flag. 

As Motor Service said in a recent editorial, 
“Such a contest promotes good driving habits, 
safety and also shop volume. It’s an excellent op- 
portunity for shops to improve their public rela- 
tions and increase their profits.” 

Would you like to sponsor a “Take it easy” 
race in your community? Send for the free “Take 
it easy” booklet—a 14-page printed piece that gives 
you complete details and instructions. Fill out the 
coupon and attach it to your business letterhead. 


Because it is the largest farm maga- 
zine in America and goes down rural 
routes like a local newspaper, things 
usually happen when Farm Journal 
promotes an idea. Such is the case 
with “Keep ’Em Rolling.” This Farm 

Journal service has been successfully used by many 
jobbers and dealers to promote their own services. 
Right now hundreds are planning to tie in with 
the next “Keep ’Em Rolling” feature appearing 
in the July Farm Journal, which is now being 
mailed. You won’t want to miss this business- 
building opportunity. Send for your free copies of 
the magazine—display banners—a list of the auto- 
motive products advertised in the July issue. 


Farm Journal 


Americn’s largest, most successful farm magazine 
WASHINGTON SQUARE, PHILA. 5, PA. 
GRAHAM PATTERSON, PUBLISHER 





WEIGHING IN is important. Heavier cars usually have an advan- 
tage, so it’s wise to divide cars into classes by weight—over 4200 
pounds, between 3500 and 4200 pounds, and under 3500 pounds. 





THIS COURSE was 109 miles, over all types of roads and through 
half a dozen towns. On good roads out of town, drivers had to 
average 40 mph in order to finish within the time limit. 
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| “TAKE IT EASY” 

FARM JOURNAL, PHILADELPHIA 5, PA. 

| Gentlemen: I’m very interested in the possibility of pro- 
| moting a “Take it easy” road race. Please send me all the 
| available information you have. 

; Name ceoocsscscees Se Oes ERLE DAD Owes eens 

{! Company or organization .................- 
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| second quarter.” 
| * * 
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financial types of business, Mur- 
dock said. 

On retail volume alone, according 
to Murdock, auto sales credit com- 
panies had a net profit of only 1.37 
cents on every dollar of volume 
financed. 

“By enabling the average con- 
sumer to own an auto,” he said, 
“the sales credit industry has made 
it possible for the manufacturers to 
earn 4.4 cents on every dollar of 
sales. It has had the same effect on 
other durable goods industries while 
the sales credit industry itself has 
netted slightly more than one per- 
cent on retail business and less 
than one percent on wholesale 
financing.” 


Sales and Net U P 
At Federal-Mogul 


Federal - Mogul Corp. reported 
first-quarter earnings of $801,428 on 
sales of $9,006,202, compared with 
earnings of $782,326 on sales of $8,- 
976,993 for the same 1953 quarter. 


The 1954 report included sales of 
its Bearings Co. of America divi- 
sion which was acquired Dec, 31, 
1953. 


All the firm’s directors were re- 
elected at the annual meeting. They 
are: H. Gray Muzzy, Guy S. Pepi- 
att, E. Olney Jones, Samuel E. 
MacArthur, J. W. Brady, Lloyd P. 
Jones, Edward P. Wright, Everett 
A. Watkins and Charles R. Murphy. 


% * * 


GMAC Nets $9,994,977 


In First Quarter 
General Motors Acceptance Corp. 





| purchased a dollar volume of re- 


ceivables in the first quarter of 
1954 equal to $1,586,575,000, slightly 
more than the $1,577,235,000 volume 
in the first quarter of last year, 
John J. Schumann jr., president, 
announced, 


Receivables outstanding March 
31, 1954, increased 38 percent to 
$2,581,241,000 from $1,868,453,000 on 
March 31, 1953. Net income after 
taxes for the first quarter of 1954 
was $9,994,977, compared with $6,- 
046,788 in the first quarter of last 


year. 


* * * 


Fruehauf Reports Increase 
In Civilian Trailer Orders 


A marked increase in new orders 
for commercial trailers and a rise 
in the employment at Fruehauf 
Trailer Co. has been reported by . 
Roy Fruehauf, president. 

Fruehauf told stockholders that 
orders have been coming from 
small truckers as well as big fleet 
operators. The new orders, he add- 
ed, plus the firm’s large civilian 
backlog “assures an increased pro- 
duction schedule for the rest of the 


* 
Pacific Finance Income 


|Drops in First Quarter 


Pacific Finance Corp.’s net in- 
come for the first quarter amount- 
ed to $807,048, compared with $1,- 


| 025,393 for the same period of 1953, 


according to Maxwell C. King, pres- 
ident. 

Volume of loans and discounts 
totaled $90,632,553, against $97,900,- 
611 last year. Loans and discounts 
outstanding March 31 totaled $218,- 
233,996, compared with $215,032,906 
a@ year ago. 
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MeGown Wins Lighting Award— 
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Appointment of Del Moerick as 
sales vice-president and A. L. Topp 
as engineering vice-president, is 
announced by R. W. Johnson, pres- 
ident of A-P Controls Corp., Mil- 
waukee. 

Moerick, who joined A-P in 1937 
as a sales correspondent, became 
general sales manager last year. 
Topp came to the company in 1939 
to head the refrigeration develop- 
ment laboratory. He was named 
director of engineering over oil, gas 


“|and refrigeration in 1952. 


* * * 


A national automotive lighting award was won by MeGown Chevrolet Co., Okmul- Lamm Appointed Manager 


gee, Okla., in a contest conducted by Electrical Information Publications, Inc. The 
firm's remodeled showroom includes 52 adjustable spotlights, four counter-recessed 
down lights, two louvered units, fluorescent strips in the stockroom area and cove 
lighting around the sales floor. 


Rinshed-Mason Executive 


Named to Personnel Forum 

Clyde R. Anderson, director of 
personnel and industrial relations 
of Rinshed-Mason Co., Detroit paint 
manufacturer, has been named a 


member of the 1954 Personnel Pol- 
icies Forum, it was announced by 
the Bureau of National Affairs, Inc. 

Anderson is one of 155 personnel 
and industrial relations specialists 
who will participate in this year's 
forum. 











CUSTOMIZED FOR EXTRA 


Over 200 construction engineers contributed to the devel- 
opment of the new Converto Medium-Duty dumping units. 
They helped custom-build the first of these new units to 
meet their particular needs for the lowest cost operation. 
The new customized hoists and bodies are tested to lift 
far more than accepted standard requirements; supported 
lighter to carry extra 
faster to save dumping time loss. 


to absorb maximum punishment; 
payload weight; 


You can cash in on this great sales opportunity — the 
construction of highways and buildings — by offering your 
customers the hoist and body they designed and need. 
Write Converto today! All the free literature on these new 
customized hoists and bodies will be sent promptly. 


DUMP TRUCK BODIES « SEMi DUMP TRAILERS « PICUPAC HOISTS ¢ CONVERSION HOISTS » PLATFORM BODIES 





FAST, 


Of Livonia Fisher Plant 


James E. Goodman, general man- 
ager of the Fisher Body division, 
has appointed Lewis J. Lamm as 
manager of Fisher Body’s new 
plant in Livonia, Mich., and Frank- 
lin H. Sherer as production man- 
ager. 

‘Laem joined General Motors in 
1933 and had been superintendent 
of Fisher Body’s plastic develop- 





ment plant since January. Sherer 
joined Fisher Body in 1934 but 
most recently served as trim pro- 
duction engineer in the Ternstedt 
division’s plant in Flint. 


x * x 
Chrysler Corp. Ups Higgins 
To Assistant Secretary 

Appointment of George T. Hig- 
gins as an assistant secretary of 
Chrysler Corp. was announced 
last week. 

Higgins has been with the com- 
pany since January, 1951, when 
he joined the staff of Nicholas 
Kelley jr., secretary. He was ap- 
pointed an administrative assist- 
ant to the secretary in July, 1953. 

* * 


* 


Twin Coach Elects Lee 


Executive Vice-President 

John J. Lee has been elected ex- 
ecutive vice-president of Twin 
Coach Co., Kent, O. 

Lee had been a vice-president of 
the company and general manager 


Converto... and only Converto 


There’s a medium duty dump unit to meet every 
need and purse. The Converto customized dual- 
arm hoist shown above is only one of several 
medium duty hoists available. 


EXTRA RUGGED DUTY 

@ Full 60° dumping angle 
e@ 8 gauge steel floor 

@ Full width cross members 







Write for complete 
free catalog 


of its aircraft division in Buffalo. 
He will continue to head the Buf- 
falo plant. He said that a local 
works manager probably will be 
appointed later. 

* 


Wall and Ludwig Named 


By Wynn’s Distributor 


Harley R. Wall has been appoint- 
ed industrial sales manager and 
Harlan D. Ludwig, automotive di- 
vision sales manager for Wynn’s 
Friction Proofing products in Mich- 
igan, it is announced by J. O. Oak- 
den, distributor. 

Wall has been with Oakden for 
two years working in industrial 
sales. Ludwig has been with the 
company since 1951, operating as a 
regional distributor in the Lansing 
area. 

* * * 


Huddleson Is Appointed 


Comptroller of Plymouth 
Appointment of Kenneth M. 
Huddleson as comptroller of 
Plymouth has been announced by 
John P. Mansfield, president. 

Huddleson formerly had been 
chief accountant for Chrysler 
Corp. 


® * * 


University Honors Lyon 
Temple University, Philadelphia, 
has awarded an honorary degree of 
doctor of science to G. Albert Lyon, 
president and board chairman of 
Lyon Inc., Detroit wheel trim firm. 


. . * 
Purolator Products Names 


Van Nest and Thogode 


Ralph R. Layte, president of 
Purolator Products, Inc., has an- 
nounced the appointment of Joseph 
G. Van Nest as 
purchasing vice- 
president and 
Herbert W. Tho- 
gode as secretary- 
treasurer. 

Van Nest for- 
merly was direc- 
tor of purchases 
for Purolator 
Products. Prior to 
joining the firm, 
he was general 
purchasing agent J. G. Van Nest 
for Mack Mfg. Co, Thogode joined 
Purolator Products as an account- 
ant in 1924, one year after the com- 


pany was founded. 
x - * 


Nichols and Turner Shifted 


In AP Sales Territories 


Henry G. Nichols has been 
named territory sales manager in 
the Minnesota-Wisconsin area for 
AP Parts Corp. H. B. Turner re- 
placed Nichols in AP’s Oklahoma- 
Arkansas territory. 

Nichols joined the AP sales 
staff in 1949. Turner joined the 
firm in early 1953 





e r 


Bolduc Named Manager 


Of Servicator Sales 

Edgar Bolduc jr. has been ap- 
pointed sales manager of the Servi- 
cator division of Carter & Galantin, 
Chicago manufacturer of sales pro- 
motion and training materials. 

Bolduc will supervise the market- 
ing and setting up of a new distri- 
bution pattern for the Servicator 
and engine accessory that records 
time of engine operation and at 
proper intervals ejects cards telling 
the operator what service is re- 
quired. 

x * *® 


Industrialists Honor 


Harper and Rieben 


More than 400 leaders in the auto, 
electrical, electronics and Govern- 
ment fields paid tribute to two New 
Jersey industrial pioneers at a din- 
ner in Newark. 

Feted were Harvey W. Harper, 
chairman, and Louis Rieben, pres- 
ident, of Tung-Sol Electric. Harper 
and Rieben have been associated in 


business for 50 years. 
* + * 


McMullen Is Promoted 
By Bingham-Herbrand 
Appointment of Turner A. Mc- 
Mullen as vice-president of Bing- 
ham-Herbrand Corp. and general 
manager of the Herbrand and 
aviation divisions has been an- 
nounced by L. BE. Yunker, president. 
The Herbrand division furnishes 
drop forgings for the automotive 
and home-appliance industries, and 
the aviation division makes press 
(Continued on Page 51, Col. 1) 
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furgings for the aircraft industry. 
Division plants are in Fremont, O. 

McMullen has been general man- 
ager of the Herbrand division for 
a year. He formerly was with Wor- 
den & Risberg, management con- 


sultants. 


* * * 


L-M Names Hustings 
Paul J. Hustings has been named 
used-car manager of Lincoln-Mer- 
cury’s Cleveland district. 
* * * 


Houdaille-Hershey Aide 
Virgil P. Burgess has joinea 
Houdaille - Hershey Corp., Detroit, 
as comptroller. Burgess has spent 
21 years in the automotive industry. 
* * = 


Arthur, Peschke Honored 


For API Contributions 

John G. Pew, vice-president of 
Sun Oil Co., has presented cita- 
tions to Milan Arthur, of Union 
Oil Co., and E. O. Peschke, of 


Baker Oil Tools, Inc., for out- |~ 


standing contributions to the Pa- | 
cific Coast district of the produc- 
tion division of the American | 
Petroleum Institute. | 

Arthur’s citation was for his 
services as program chairman in 
1952, general chairman in 1953 
and district chairman in 1953-54, 
and Peschke was cited for his | 
work as general arrangements | 


chairman in 1954. 
* * * 





Ex-Military Chiefs Appointed 
Aerojet-General Advisers 

Gen. Omar N. Bradley, former | 
chairman of the Joint Chiefs of | 
Staff, and Rear-Adm, Calvin M. 
Bolster, coordinator of development 
for General Tire & Rubber Co., and 
former chief of naval research, 
have joined Aerojet-General Corp.’s 
advisory board, 

Aerojet-General, located in Azusa 
and Sacramento, Calif., and Cin- 
cinnati, is devoted to research, de-| 
velopment and production of rocket 
power. It is a subsidiary of General 
Tire & Rubber. 

x 


2 | 


B-W Promotes Schultz 


John H. Schultz, since 1951 a 
member of the legal department of 
Borg-Warner Corp., Chicago, has 
been elected an assistant secretary | 


of the corporation. 
+ * ® 


AMC Names Waldron Aide 


In Industrial Relations 


Robert G. Waldron has been 
named assistant director of indus- 
trial relations of American Motors 
Corp., according to Edward L. 
Cushman, director of industrial re- 
lations. 

Waldron continues as industrial 
relations vice-president of the Hud- 
son division, a position he has held 
since 1951. 


* 


O’Neil and Lowe Elected 


To Hertz Executive Posts 

Election of Daniel E. O’Neil as 
treasurer and Robert O. Lowe as 
comptroller has been announced by 
Hertz Rent-A-Car System, Inc., 
Chicago. 

O’Neil, who has been with the 
company 27 years, formerly was 
assistant treasurer and comptroller. 
Lowe, former assistant comptroller, 
joined Hertz in 1947. 

* 


* * 


- 


Conroy Joins Johnson 
James P. Conroy, formerly with 
U.S. Rubber Co., has joined T. E. 
Johnson, manufacturers represent- 
ative for Davidson Rubber Co., 
Boston, Conroy will assist Johnson 
in sales to the automotive and as- 


sociated industries. 


* * * 





Langridge, Burke Named 


To L-M Posts in Calif. 


Fred McCarty, Lincoln-Mercury 
district sales manager, for the San 
Francisco Bay area, has appointed 
Al Langridge as Mercury sales 
Manager for the district and J. 
Basil Burke as assistant district 
manager. 

®, F. Kelley is serving as Fresno 
zone Manager and Keith Matzinger 


as district parts and accessories | 
representative. Langridge formerly | 





was DeSoto’s Pacific Coast regional 
sales manager. 
* 


Rinshed-Mason Puts Murphy 


At Head of Coast Sales 


D. E. Murphy has been appointed 
general sales manager for the West 
Coast division of Rinshed-Mason 
Co., Anaheim, Calif., according to 
Frederick G. Weed, president. Rin- 
shed-Mason manufactures automo- 
tive and industrial paints. 

Murphy formerly was sales man- 
ager of Leffingwell Chemical Co., 
Los Angeles. 


* * 


x * dl 


2nd C.1.T. Chicago Office 
Is Headed by Schnaufer 


has opened a second division of- 
fice in Chicago, in the Lincoln 
Tower Bldg., with Peter E. 
Schnaufer as assistant vice-pres- 
ident in charge. Schnaufer for- 





| Janesville (Wis.) 
| x 





merly was sales manager for the 
Chicago office. 

L. Walter Lundell, president, 
said that Schnaufer would be in 
charge of C.I.T.’s branch office 
operations in Aurora, Blooming- 
ton, Danville, Kankakee, Ottawa, 
Peoria and Rockford, Ill.; Daven- 
port and Dubuque, Ia., and South 
Bend. 


* * 


Fisher Body Names Conner 


As Lowendick Retires 


Retirement of Henry B. Lowen- 
dick has been announced by James 
E. Goodman, general manager of 
the Fisher Body division of Gen- 
eral Motors. 

Lowendick, who last was man- 
ager of the Fleetwood plant in De- 
troit, has been with the firm since 
1932. He is succeeded by Vernon J. 
Conner, formerly manager of the 
plant. 

* 


* 


* 


Minnesota Mining Elects 


|Shea Vice-President 


Universal C.I.T. Credit Corp. | 
}as sales vice-president for the in- 
| ternational division of Minnesota 


The election of Kenneth J. Shea 


Mining & Mfg. Co. has been an- 
nounced by the board. 


Shea joined 3M in 1923. In 1935 
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Coming Long Way— 


Thomas S. Whiting jr. (left), Honolulu 
branch manager of Universal C. |. T. Corp., 
traveled 5,000 miles to participate in a 
series of management conferences in New 
York. He is shown with George Culp, as- 
sistant vice-president for overseas oper- 
ations, and Glen Jorgenson, assistant train- 
ing vice-president. The conferences will 
run into December until the firm's 450 
branches have been covered. 





he was appointed Detroit division 
sales manager for coated abrasives, 
adhesives, cellophane and masking 


_ ee 
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tape. Last February he was made 

general sales manager of the inter- 

national division. 
* 


Stoup Joins Chrysler Export 


As Assistant to President 

Appointment of Robert D. Stoup 
as executive assistant to the 
president of Chrysler Corp.’s ex- 
port division has been announced 
by C. B. Thomas, division pres- 
ident. 

Stoup will direct operations of 
plants in England, Belgium and 
Australia. He formerly was with 
Borg-Warner Corp., handling 
manufacturing assignments. 

* * * 


Richard Joins Lumite 
As Southern Representative 
William A. Richards has joined 
the Lumite division of Chicopee 
Mills, Inc., as southern represent- 
ative. 
Richards formerly was associated 
with Deering-Milliken & Co., Inc. 


* * * 


Corrulux Ups Burdeshaw 


Ralph W. Burdeshaw has been 
named general sales manager of 
Libbey-Owens-Ford Glass Co.’s Cor- 

(Continued on Page 52, Col. 3) 


* * 


at Larson Buick, Linco/n Lubricating Equipment 





Mr. Jamentz says, “The key feature of our recent expansion 


and modernization program is our fine Lincoln-equipped 
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ment. 


“It provides better service for our patrons ... promotes more 


economical operation. The system represents c great saving of 


labor and time. Maintenance is also remarkably reduced.” 
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Feldhaus-Schwartz in New Home— 


New facilities of Feldhaus-Schwartz Co. (Oldsmobile), Owensboro, Ky., which were 
opened recently, cover a total of 20,000 square feet of display and service area. 
The firm also sells International trucks and farm equipment. C. N. Feldhaus is presi- 
dent of the company; V. J. Schwartz, secretary-treasurer, and T. J. Barton is vice- 
president in charge of transportation equipment sales. 





Tires division of U.S. Rubber Co. 
Tully formerly was merchan- 
| dising manager of the Fisk-Gil- 


Tully to Head TBA Sales 


For U. S. Rubber Division 
James R. Tully has been ap- 
pointed manager of tire, battery 
and accessories sales through pe- 
troleum marketers for the U.S. 


is succeeded in this job by Wil- 
liam F, Beardsley, formerly dis- 
trict manager in Los Angeles. 








This is Philadel 








| 


lette division of U.S. Rubber. He | 
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rulux division in Houston, accord- | 


ing to J. S. Finger, division pres- 
ident. Burdeshaw, formerly sales 
manager for Corrulux in the south- 


eastern region, succeeds George D. | 


Jefferson. 


* 


Universal C.1.T. Sets Up 
Division at Little Rock 


Universal C.I.T. Credit Corp. has | 


opened a division office at 201 Ex- 
change Bidg., Little Rock, Ark., 
with Bruce Replogle as assistant 
vice-president in charge. 


Replogle, formerly division sales 
manager in Memphis, will super- 
vise branch office operations in 
Batesville, Camden, El Dorado, 
Fayetteville, Fort Smith, Harrison, 
Hot Springs, Little Rock and Pine 
Bluff. 


x * 


Chapman Retires 


A. B. Chapman, Denver district 
sales manager of the Fisk and Gil- 


lette tire divisions of U.S. Rubber 


phia 


Co., has retired after 20 years of 
service. 
* oa * 


Pratt Names Bodine 


Bob Bodine has been appointed 
| sales representative for Pratt In- 
dustries, Inc., Chicago. He will rep- 
|resent Pratt in northern Illinois, 
| Wisconsin, Indiana, Kentucky, and 


southern Ohio. 
* + * 


Ethyl Promotes Shank 


| Louis W. Shank, who started with 
| the sales department of Ethyl Corp. 
|23 years ago as a field represent- 
|ative, has been promoted to sug- 


| gestion system manager. 
* + 


* 


L-M Region Picks LaMarre 


As Sales Promotion Head 


| Virgil E. LaMarre has been ap- 
| pointed central region sales promo- 
| tion manager for Lincoln-Mercury, 
according to N. E. Crews, regional 
| sales manager. 

For seven years, LaMarre had 





Philadelphia, famed for Independence Hall, ice cream, the 
Main Line—and much more—is making a name for itself 
in many new directions. 


Today, Philadelphia is this giant new air terminal, the 
most modern in the nation . . . new steel mills and hundreds 
of other industries, going full blast . . . new homes, dotting 
last year’s fields. Big things are happening all over the 
14-county Greater Philadelphia Market. 

Today, as yesterday, Philadelphia is millions of ambitious 
people, most of whom own their homes and are here to stay. 
Once sold on your product, they'll buy it again and again. 
The Evening and Sunday Bulletin serves this growing 
Market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 

The Bulletin is Philadelphia’s favorite newspaper. Every- 
where, Philadelphians buy it, read it, trust it and respond 


to its advertising. 


The Bulletin is Philadelphia. 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: 


Philadelphia, Filbert and Juniper Streets; New York, 


285 Madison Ave.; Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atianta * Los Angeles * San Francisco 


| been on special assignments for the 
| finance department of .the central 
| staff. He joined Ford Motor Co. in 
1943. 


* + * 


General Tire Ups Woodley 


To Dealer Relations Head 


Appointment of Robert C. Wood- 
|ley as manager of dealer relations 


|of General Tire & Rubber Co. has 


been announced by Howard A, Bel- 
lows, vice-president. 

Woodley formerly had been east- 
ern regional sales manager. He has 
been with the company since 1938. 

~ * = 


Lunn Laminates Opens 
New York Sales Office 


Lunn Laminates, Inc., has opened 
its new sales office at 1860 Broad- 
way, New York City. Lunn, custom 
molder of reinforced plastics, has 
plants in Huntington Station, N. Y., 
and Ashtabula, O. 

Berkeley W. Jackson, sales man- 





ager, is in charge of the new loca- 
tion. Robert Schroeder will assist 
Jackson. 


3M Elects Newcomb 


Election of Edward R. Newcomb 
to vice-president of export sales of 
the international division has been 
announced by the board of direc- 
tors of Minnesota Mining & Mfg. 
Co. 


| * * * 


Chamber Elects Williams 


| Selden T. Williams, vice-president 
of Scovill Mfg. Co. and president of 
the company’s A. Schrader’s Son 
division, has been elected president 
of the Brooklyn Chamber of Com- 
merce. 
* * 


|Jones Elected Secretary 


Of R. M. Hollingshead 


Wilbur H. Norton, president of R. 
M. Hollingshead Corp., has an- 
nounced that Philip Jones, former 
manager of organization develop- 
ment, has been elected secretary 
and assistant to the president. 

Jones joined Hollingshead in July, 
1952, as assistant to the director of 
sales and merchandising. In Sep- 
tember, 1952, he was appointed 
manager. of organization develop- 
ment. 


Double Awards 


2 Groups Shower Bowers 
With Honors 


| Double honors have been con- 
ferred upon Clarence P. Bowers, 
president of Bowers Battery & 
Spark Plug Co., Reading, Pa. 

Within one week, he was selected 
for the “Good Citizen Award,” pre- 
sented annually by members of 
Gen. George G. Meade Camp No. 
16, Sons of Union Veterans of the 
Civil War, and the “Achievement 
| Award,” presented by the Pennsyl- 
| vania Fire Police Assn. 

The “Good Citizen Award” was 
presented to Bowers “in recognition 
|of his outstanding efforts in the 
interest of sports, as well as indus- 
| try.” Bowers was instrumental in 
|the formation of the “Oldtimers,” 
|a@ group of veteran baseball fans, 
}and in the construction of Read- 
|ing’s new municipal stadium. 

* * *x 


* 








| Dinsmore in Line to Head 


Institute of Chemists 


Dr. Ray P. Dinsmore, research 
and development vice-president 
of Goodyear Tire & Rubber Co., 

| has been chosen president-elect 
| of the American Institute of 
| Chemists. 

| Dinsmore will serve a two-year 
| term as president-elect and in 
| May, 1956, will automatically as- 
sume the presidency for two 
| years. 


* ca * 
Flxible Names Vogt 
Appointment of Lawrence E. Vogt, 
Lansdowne, Pa., as district sales 
representative of Flxible Co. in 
western New York, Pennsylvania, 
| Maryland and the District of Col- 
|umbia, has been announced by G. 
| F. Crow, sales vice-president. 
| * * x 


| Chrysler Corp. Appoints 


Two New Supervisors 


John M. Haight has been named 
supervisor of employe services, and 
Cass V. Miller as supervisor of em- 
ployment for Chrysler Corp. 

Haight has been assigned to legal 
work in the company’s central per- 
sonnel department since 1947, and 
Miller has been on the staff of the 
director of personnel since 1951. 











By James D. Woolf 
Special Correspondent 
HE maxim that “honesty is the 
best policy” is acclaimed overtly 
and universally by advertisers and 
admen. 

But what some of them believe 
covertly is obviously a different 
story. The evidence is that their 
acclamation of the maxim is mostly 
lip service, profession without im- 
plementation. 

In a recent speech to 400 adver- 
tisers and admen, James E. Mc- 
Carthy, dean of Notre Dame’s 
School of Commerce, elaborated on 
three major accusations against 
some advertising. The first of these 
is untruthfulness. The accusation, 
said McCarthy, is this: 


“Advertising as a matter of 
long practice has depended al- 
most entirely upon overstatement 
as the way to express ideas, In 
our personal lives, we soon learn 
to discount the man who is con- 
stantly in an uproar, who can- 
not distinguish between the in- 
significant and the important. 

“There is some reason to believe 
that the public is beginning to 
think that for too long advertising 
has been in an uproar... that 
many of its campaigns are keyed 
at too high a pitch. The result is 
resistance instead of acceptance.” 

The second accusation is lack of 
dignity. “The occasional impro- 
priety in advertising has multiplied 
and worsened into shocking bad 
taste in both art and copy.” 

The third is sameness... the in- 
furiating monotony of the oft-re- 
peated commercial that antagonizes 
the public upon whose goodwill 
sales depends. 

Although the virtues of advertis- 
ing “far outweigh the faults,” said 
McCarthy, such accusations against 
advertising cannot be ignored. 

2 « x 


Flays Hucksters 
eS is not a lone voice 


crying out in the wilderness. | 


Fairfax M. Cone, president of 
Foote, Cone & Belding, an advertis- 
ing agency, declared himself, in a 
recent speech, against violations of 
good faith and taste and sense. 
“We have hucksters among our 
advertisers,” he charged, “and we 
should weed them out... We all 
know magazines that fail entirely 
to censor copy for mealy, weasel 


words that make it at once both) 


legally truthful and utterly dis- 
honest; and we should find a better 
place for decent words. 

“Our job—if I can see straight 
and hear clearly, and understand 
—is to make advertising and run 
advertising that is seen and read 


Tax Court Taps 
‘Smiling’ Jack 
For $167,650 


WASHINGTON.—Judge J. Edgar 
Murdock of the U.S. Tax Court has 
ruled that Smiling Jack Chesbro, 
Inc., Buffalo used-car firm, and its 
three principal stockholders, owe 
$167,650 in back taxes and fraud 
penalties. 

The decision was made despite a 
fruitless last-minute argument be- 
fore the court, at which “Smiling 
Jack” (Jack M. Chesbro) put in a 
personal appearance. 

The Murdock decision was the 
final wind-up in Tax Court of a 
case involving admitted black mar- 
ket operations by the Buffalo firm 
at the close of World War II. 

On Oct. 28, 1953, Murdock handed 
down an opinion that the commis- 


sioner of internal revenue estab-| 


lished by “clear and convincing 
evidence” that the firm and its 
three stockholders — Chesbro, Carl 
Silverstein and Morris Silverstein— 
committed “fraud with intent to 
evade tax.” 

_ The trio of stockholders, the 
judge’s opinion said, “personally 
received the amounts from the sale 
of cars in excess of the prices 
shown on the books and through 
that method each retained an equal 
Portion of the additional income of 
the corporation.” These amounts, 
though undeclared, were taxable as 
dividends, Murdock ruled. 
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Salesense in Advertising 
Tested Ideas for Small Business 


and heard—and remembered—for 
its reasonable and compelling 
truth.” 

Honesty for honesty’s sake is an 
admirable thing in itself. But that 


Quaker State Oil Expands 


Facilities for New Gas 

OIL CITY, Pa.—Quaker State Oil 
Refining Corp. has awarded con- 
struction contracts for two new 
gasoline-processing units at Emlen- 
ton, Pa., and St. Marys, W.Va. A 
third unit already is under con- 
struction at the company’s refinery 
near Bradford, Pa. 

Walter R. Reitz, president, said 
the new units would utilize a newly 
developed “Platforming” process 
which upgrades low-octane gasoline 
into high-octane fuel by using plat- 
inum as a catalyst. The gasoline, 
to be marketed under the Sterling 
trade name in the Pennsylvania 
region, is virtually knock-free, Reitz 
said. 





ay does it- 


THE y Os WAY 





isn’t the whole of it. Mendacity, 
bad taste, gross exaggeration, and 
slyness weakens the effectiveness 
of advertising. Speaking on the 
same program with Cone was Earle 
Ludgin, president of the Chicago 
agency bearing his name. Said he: 

“My basic unease is caused by 
the fact that advertising is held 
in low esteem. Even where we 
have been most effective we are 
often suspected of chicane. The 
public who buys the products at 
our invitation is more than apt to 
be questioning if not scornful of 
our means.” 

= a * 


False Endorsement 


PEAKING in New York before 
an advertising group, Jules 
Alberti, president of Endorsements, 
Inc., let loose an attack on the in- 
credibility of certain testimonial 
advertising that is not on the up 
and up. So concerned is Alberti 





A Chicago inventor introduced 
an unusual top in 1919. A roller 
shade device was used to wind 
the top up when desired. 





that he proposes the creation of a 
Federal testimonial “police depart- 
ment” to “blow the whistle on 
testimonial advertising ... and 
keep it ...on the permanent 
straight and narrow path.” 


Regarding cigaret advertising 


Alberti lashed out with “all phony 
medical claims of all cigaret mak- 
ers—including the welter of weasel 
words that are within the law but 
outside the pale of decency and 
honesty—should be legislated out 
of existence.” 

These speakers were referring 
in the main to the practices of 
too many national advertisers. 
But that does not mean that re- 
tailers and other categories of 
local advertisers are without sin. 

Last year was the busiest in the 
history of the Better Business 
Bureau with a record total of 
36,782 complaints and _ inquiries. 
“Bait advertising,” says the bureau, 
“continues to be the No. 1 national 
problem in the field of retail ad- 
vertising.” 


It is not just a matter, as I have 
already said, of being decent for 
decency’s sake. Sly offers, such as 
the bait deals, may produce some 
immediate results, but over the long 
haul they are injurious to the in- 
stitution of advertising and to the 
reputation of the advertiser who 
makes them. 


It appears to be hard for some 
businessmen to believe, but the 
really smart advertisers know the 
maxim makes a lot of good sense. 





Two wash jobs per man-hour are easy with a 


WEAVER 


AUTOMATIC 
OVERHEAD 


Put car washing on a big paying basis. Turn 
out spic and span jobs at the rate of 2 PER 
HOUR PER MAN. The Weaver Car Washer 
perfectly meshes operator duties with auto- 
matic operations to prevent any delay. Over- 
head suspension frees floor of any obstruc- 


tions. 


With one press of a button, the Weaver 
Washer’s exclusive “Spray Arch” delivers 
tempering stroke, detergent application, 
stops for sponging interval, proceeds with 4 
clear water rinses, automatically shuts off. 





CAR WASHE 


Sponging interval can be varied to suit man- 
power available. Unit can be stopped at any 
stage of cycle and the operation later re- 


sumed from that point. 


No costly installation is involved. No 
tracks, large inlet pipes, special drains, stor- 
age tanks, splash walls or curtains are needed. 
You merely assemble unit, anchor chains 
overhead, connect water, and plug into elec- 
trical outlet. And best of all the Car Washer 
is priced at a reasonable $825.00 complete. 


See your Weaver jobber or write us for Bulletin AN-710 


cane. 
- Jacks . 


Complete Weaver line includes: Twin Post Lifts . . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U 


SERVICE SHOP EQUIPMENT 


. Unit Lifts... 
. Wheel Balancing Equipment 
and Air Compressors. 


. Headlight Testers . . . Brake Testers . . 
", Wheel Dollys . . . Car Washers .. . 


U.S A. 


Wheel Alignment 








H 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Manhattan, Kans. 

New-car registrations during 
April in Riley County, Kans. (Man- 
hattan), fell below the previous 
month, according to a report from 
the county treasurer’s office. There 
were 103 new units sold in April, 
compared with 125 in March. 

Sales by make were: Ford, 30; 
Chevrolet, 25; Pontiac, 10; Stude- 
baker, 7; Mercury, 5; Nash, 5; Olds- 
mobile, 5; Plymouth, 3; Cadillac, 3; 
Buick, 2; DeSoto, 2; Dodge, 2; 
Chrysler, 1; Lincoln, 1; Packard, 1, 
and Willys, 1. 

Used-car sales slumped to 233 
in April, compared with 349 in 
March. 

New-truck sales increased in 
April. There were 11 sales in April 
compared to five the previous 
month. Sales by make: Ford, 6; 
Chevrolet, 2; International, 2, and 
Dodge, t. 

Used-truck sales totaled 11 in 





April and 35 in March.—(George M. 
Hunholz.) 


St. Louis 

New-car sales in St. Louis con- 
tinue at a high level, with the to- 
tals approximating last year’s fig- 
ures. 

Used-car movement is maintained 
at the expense of gross profit. A 
few dealers—in both new and used 
cars — express appréhension over 
the outlook for the entire year. 

Volume is expected to be good 
through May and June, but most 
dealers anticipate a tapering-off 
in July. Cleanups are expected 
earlier than last year. 

Bootlegging of new cars has less- 
ened and is no longer the chief 
complaint among franchised deal- 
ers. Cross-selling is now the big 
problem. 

Most dealers report a decline in 


service and parts sales.—(Sam X. 


Hurst.) 
* > * 


Baltimore 
April new-car sales in Baltimore 
totaled 2,769, an increase of 4 per- 
cent over March. 


New-truck sales were up 82 per- 
cent, totaling 445 in April, com- 
pared with 244 in March. 

New-car sales by make were: 
Chevrolet, 755; Ford, 648; Buick, 
276; Plymouth, 255; Pontiac, 191; 
Oldsmobile, 179; Mercury, 93; 
Dodge, 84; Cadillac, 53; Chrysler, 
51; Nash, 48; Studebaker, 44; De- 
Soto, 37; Lincoln, 15; Hudson, 14; 
Packard, 11; Kaiser, 8; Willys, 4, 
and miscellaneous, 3. 

Truck turnover by make was: 
Chevrolet, 177; Ford, 101; GMC, 59; 
Dodge, 30; International, 30; Mack, 
12; Brockway, 7; White, 7; Willys, 
5; Autocar, 4; Federal, 3; Stude- 
baker, 2; Diamond T, 1; Reo, 1, 


and miscellaneous, 6.—(Kate Sav- 


age.) 
* * * 


Wisconsin 

New-car sales in Wisconsin for 
the first four months of 1954 total 

35,416 and have been divided as 
follows: 

General Motors, 17,595, or 49.5 
percent of the market; Chrysler 

Corp., 4,547, or 12.8 percent; Ford, 
10,625, or 29.9 percent, and all 
others, 2,749, or 7.7 percent. 

In the same period of 1953, 40,906 
new cars were sold. 

Foreign car sales have slipped 
badly. Inthe first four months, 55 
were sold, compared with 102 in the 
same period last year.— (John E. 
Hubel.) 


* + * 


Cleveland 


Used-car sales in the seven-day 
period ending May 22 soared to the 
year’s high in Cleveland when 2,051 
units changed hands. 

New-car sales totaled 1,774, about 
200 units better than the previous 
week. Truck sales held steady. — 
(Sanford Markey.) 

* 


San Francisco 


Used-car sales remain on a good 
basis here, with many dealers op- 





VAY-NORRIS 


PISTON RINGS 


MCQUAY-NORRIS MFG. 







Since 1910, McQuay-Norris 
has played a leading role in 
the piston ring field. This background 
of more than 43 years experience is 
available to manufacturers who require engineering 


and production skills of the highest standard. 


co. « ST. LOUIS 10, MO. 


eee a oo 


erating on less than a 30-day in- 
ventory. : 

New-car dealers are looking for 
a good month, although expecta- 
tions have not been reached so far 
this spring. Dealers report more 
buyers are in the market, but that 
sales are highly competitive — 
(Steve Still.) 


+ * * 


Columbus, O. 


State Treasurer Roger W. Tracy 
said today that the continued lag in 
sales-tax receipts from the automo- 
tive industry accounted for the 
major share of the decline in all 
sales-tax collections for the week 
ended May 16. 


Week’s receipts in the automo- 
tive category were down $195,566 
and accounted for 80.5 percent of 
the overall decline for the week. 

Total receipts for all industries 
are still above those of last year. 
In the automotive classification are 
motor vehicles, service stations. ac- 
cessory stores and garages.—(Bert 


Strang.) 
* * + 


Pittsburgh 


Business in general, and new-car 
registrations in particular, slumped 
sharply in Pittsburgh in the week 
ended Mav 22, according to the Bu- 
reau of Business Research of the 
University of Pittsburgh. Bank 
clearings and steel-mill operations 
also declined. 


The bureau’s seasonally adjusted 
index of business declined to 146.2 
percent of the 1935-39 average dur- 
ing the week. It had been 151.2 a 
month earlier. 


April new-car registrations to- 
taled 5,277. Sales by makes were: 


Ford, 1,237: Chevrolet, 1.169; 
Buick, 599; Plymouth, 484: Olds- 
mobile, 434; Pontiac, 337; Mercury, 
254; Dodge, 145; DeSoto, 124; Chrys- 
ler, 121; Cadillac. 110; Nash, 80: 
Packard, 44; Studebaker, 43; Lin- 
coln, 32; Willys, 23; Hudson, 21; 
Kaiser, 9; Jaguar, 3; MG. 2; Austin, 
1; Henry J, 1, and miscellaneous, 4. 
—(Leon M. Leffingwell.) 

* 7 * 


Spokane 


Both new and used-car dealers 
in Spokane are exerting extra effort 
to move stocks before the summer 
doldrums hit. 

Advertising is stressing “record 
savings,” low downpayments, low- 
er finance and insurance pay- 
ments and delayed monthly pay- 
ments, 

With new and used-cars moving 
at an exceptional rate during May, 
Spokane dealers anticipate more 
than usual sales volume for the 
combined spring and summer sea- 
son of 1954.—(Janet Wallace.) 

* 


* * 


Atlanta 

New-car sales in the Atlanta area 
dropped considerably during the 
first ten days in April compared to 
the same period in March. New-car 
sales were off 136, with truck sales 
down only 12 units. 

Total sales for the 10-day period 
were: New cars 612, trucks 117. 

Registration of cars by make 
was: Chevrolet, 139; Ford, 118; 
Buick, 58; Oldsmobile, 52; Plym- 
outh, 50; Mercury, 48; Pontiac, 
47; Cadillac, 23; Dodge, 22; Nash, 
14; Chrysler, 11; DeSoto, 7; Stu- 
debaker, 7; Lincoln, 5; Packard, 
5; Hudson, 1; Kaiser, 1, and mis- 
cellaneous, 4. 

Truck sales were: Ford, 48; Chev- 
rolet, 39; International, 10; Dodge, 
8; White, 4; GMC, 3; Mack, 2; Stu- 
debaker, 2, and miscellaneous, 1.— 
(E, C. Bash.) 

7 


* * 


Denver 


Used-car dealers in Denver re- 
port an increase in sales during 
April. 

R. B. McCoy, executive secretary 
of the Independent Automobile 
Dealers Assn. of Colorado, in com- 
menting on the report of the Na- 
tional Used Car Dealers Assn. to 
the effect that the 11 western 
states had a 17 percent increase in 
sales during April, said the increase 
was even higher in Denver. 

Dealers here say that business 
during May will also show an in- 
crease. They are anticipating a 
good business during the summer. 
—(Ira R. Alexander.) 


Moore Made Manager 
South Pittsburg Motor Co. 
(Ford), South Pittsburg, Tenn., has 
appointed W. C. Moore as general 
manager. 
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Auto Executives ona) Baer, Se ee ee 


To Aid Opening 
Of N.Y. Thruway 


ALBANY.—The “social register” 
of the automotive and associated 
industries will be represented at 
the formal opening of the 115-mile 
stretch of the New York State 
Thruway between Lowell and. West 
Henrietta on June 24. Gov. Thomas 
E. Dewey will lead a 500-car caval- 
cade. 

L. Judson Morhouse, executive 
director of the New York Good 
Roads Assn. and general chairman 
of the Thruway celebration, said 
nine auto executives have accepted 
membership on the Honorary Com- 
mittee. 

Alfred P. Sloan jr., former pres- 
ident and now board chairman of 
General Motors, is chairman of the 
Honorary Committee. 

Other members are: Paul G. 
Hoffman, board chairman, Stude- 
baker; Harvey S. Firestone jr., 
board chair, Firestone Tire & Rub- 
ber; E. D. Bransome, president and 
chairman of Mack Motor Truck; 
Ernest R. Breech, executive vice- 
president, Ford Motor; L. L, Col- 
bert, president, Chrysler Corp.; P. 
W. Litchfield, chairman of Good- 
year Tire & Rubber; George W. 
Mason, president and chairman of 
American Motors and president of 
Automobile Manufacturers Assn., 
and James J. Nance, president, 
Packard. 

“It is significant,” said Morhouse, 
“that these men of such prom- 
inence in the industry of our coun- 
try should accept roles in this cele- 
bration. Their participation and in- 
terest underscores the importance 
of the occasion and the mighty 
contribution the New York State 
Thruway is making to the cause of 
good roads. This ceremony will be 
national in its implications.” 





Collins Honored— 


Fred R. Collins (seated), owner of Collins 
Motor Co., Streator, lll., receives the Ford 
division's Four-Letter Award from R. V. 
Scrivner, Ford field manager. Standing are 
James Mulcahy, parts manager, and Anne 
M. Carbonne, office manager. Collins has 
received these awards for five consecutive 
years. 





The following advertised - delivered 
the 


BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4- -dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4- dr. 
sed., $3,269. 36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe deVille, 





Top Pop 
Father’s Day Group 


Honors Hoffman 


NEW YORK.—Paul G. Hoffman, 
named National Father of the Year 
by the National Father’s Day Com- 
mittee, is the 
father of seven 
children. 

In bestowing the 
award upon the 
Studebaker board 
chairman, Alvin 
Austin, executive 
director of the 
committee, said: 
“Mr. Hoffman re- 
ceived this honor 
because of rare 
statesmanship 
and for the active part he has 
taken and is still taking in advanc- 
ing bi-partisan cooperation in gov- 
ernment and democracy and peace 
here and abroad.” 

Sharing honors with Hoffman 
were Actor Lloyd Nolan, Newsman 
Lowell Thomas, Humorist Herb 
Shriner, Golf Champion Sam Snead, 
Author Chester Bowles, Vocalist 
Eddie Fisher, Comedian Victor 
Borge; husband and wife team, 
Peter Lind Hayes and Mary Healy; 
Juvenile Actor Brandon De Wilde 
and Phil Silvers, on behalf of 
Warner Bros. As a special award, 
Arlene Francis was named “woman 
of the year” by the committee. 


White’s Council 
Meets June 14 


CLEVELAND.—The factory dis- 
tributor council of White Motor 
Co. will hold its national meeting 
of regional co-chairmen at the 
Cleveland factory June 14-15. 

The organization will review 1954 
sales and service plans and distrib- 
utor policies. On view will be new 
company products. 

Chairman of the committee this 
year is W. I. Shipp of Eubank- 
White Truck Co., Richmond, Va. 

Others on the council who will 
attend the meeting are R. O. Smith, 
Madison, Wis.; L. Parker, Roches- 
ter, N. Y.; E. Ahlquist, Billings, 
Mont.; W. H. Moran, Springfield, 
Mass.; J. C. Gill, Long Beach, Calif.; 
J. E. Slaughter, Jacksonville, Fla., 
and L. G. Jackson, Odessa, Tex. 





P. G. Hoffman 


Current Prices on New Cars 


$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874. 78; lim., $6,000.17. El- 
dorado—conv., — (Hydra-Matic stand- 

_ nite —4-dr. sed., 


[aon on all models 
suger; arm 2-dr. sed., $1,623; utility sed., $1,- 
6-pass. stat. wag., $2,020. Two-Ten 

—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 

540.50; Newport, $2,830.75; conv., §$3,- 
045.75 stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. epe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 


$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J— Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp —4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models. ) 


KAISER — Special—4-dr. sed., $2,389; 


4-dr. sed., $4,259.50; lim., $4,797; New- 

port, $4,560.25. Crown Im: — 8-pass. 2-dr. sed., $2,334. Manhattan—4-dr. sed., 
sed., $6,921.50; lim., $7,043.75 (PowerFute | $2,670; 2-dr. sed., $2,617. Darrin 161— 
standard on all eight-cylinder models, op-| COMV., $3,668. (Hydra-Matic optional at 


tional at $189 on Windsor Deluxe.) 


DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; = 


epe., $2,109; 2-dr. stat. wag., $2,228. 

4-dr. 2-seat stat. wag., ono 119.28; 4- a NASH—M: 
3-seat stat. wag., $2,790.25. Coronet V-8— 

4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. | of entry). 


cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2.349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) 


FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1.548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 


$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoln — 4-dr, sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sedan., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2, mo 
conv., $2,624.50; stat. wag., $2,79 
(Mere-O-Matic optional at $189.77 on ati 
models.) 


etropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 

Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; "4-dr. stat. wag., $2,050 
Statesman Super—4-dr. sed., $2,158; 2- dr. 
sed., $2,110. Statesman Custom —'4 - dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Oustom—4-dr. sed., $2,- 
600; hardtop, $2,735. (Hydra-Matic optional 
at $178.85 on all models except Metro- 
politans. ) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, a 39; 
conv., $2,867.59. Series 98—4-dr. » $2,- 


Matic optional at $178.35 on all models.) 


CKARD—Clpper Spectal—2-dr. sed., 
Ollpper Deluxe—4-dr, sed., $2,695; 
2-dr, sed., $2,645; Sportster cpe., $2,830. 


. sed., 

Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 

PLYMOUTH—Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50: 
stat. wag., a an Savoy—4-dr. sed., S&S: 
872.50; cl. » $1,835; cl. cpe., $1,842. 
spt. cpe., $2,064; conv., ee: 
$2, 207.25. Belvedere—4-dt 


$2 ‘(Hy-Drive optional at’ $145.80 on 
all models, PowerFtite at $189.) 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Ohieftain 6 Deluxe — 4-dr. sed., $2,- 
130.53; 2-dr. sed., ne a 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat. stat. wag., a 3-seat stat. wag., 
$2,494. Chieftain Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. alk. $2,148.32; 2-seat stat. 
wag., $2,579. Star * Ohiet 8—Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., 
conv., $2,630. Catalinas—Chieftain 6 
luxe, $2,316.30; Chieftain 6 
382.43; Chieftain 8 Deluxe, 
Chieftain 8 Custom, 
Custom, $2,557. 
$178.35 on all models.) 


STUDEBAKER — Custom 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; ee 
$2,241.29; stat. wag., $2,295.33. 


mander | Deluxe — 4-dr. sed., $2,179.13; 13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2,- 
232.88; stat. wag., $2,447.88. Oommander 


-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98. Land Orulser—4-dr. sed., 
438.28; Regal 4-dr. sed., $2,583.28. (Auto- 
matic Drive optional at $216 on Cham- 
pion, $266.50 on Commander and Land 
Cruiser.) 


WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
$2,167; Deluxe ——, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 





New Commercial Car Registrations, 
37 States for April, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 





















































28 States Previously ‘54 23 11841 “7 sat tame 3 me] 3 240) 77| 505} 529] I 2191 34812 

Reported for April 53 49| 15033 tat 4154 33 198} 1141 = 791| 309] 42342 

Alabama 54 ly 518 446{ 102 7 8 1 7 12 1285 

53 3] 707 | a | el __517|__-204)—117 " Hl | 1808 

California "54| 7| (914) 16) 434) 1565) 526) 361 17 i 69 x ies 57) 5116 

53] 16] 2645 32] 782|_—«*1799|_—=771|_—sS I] 26| 253 50} 174 | 7212 

Indiana 54] 3] 806 7) lai} 694) +172) ~+329 q 8 4 47 2 33] 2326 

53 | 2| 748 10] 231] _~—414|_—190} 334) i" 44 FA ial 2145 

Towa "54 | 607 | si 5% 10l| 223 3} 3p | é 7| 1674 

53 i} 7 7|_ 122) ~—-593|_~—*126|~—322| 1 i| % 2! 3| 1976 

Maryland "54 | = i] 104) 409) +129) +~=«130)'”~=St*Ct«S 2 it 17 9 21) 1269 

53 |__ 524 1] 219| —-357|_—t23|_——5| 89 10| 34 31 17 12] 1532 

Rhode Island 54 4 82 3| 33/ | " i H | 5 1] 4] 267 

53 81 37 2s mh 6G Ue eee |_| at 267 

South Carolina *54) | 216 | 70 226 | 39-38 4 | 7| 4) , 

‘53 | \| 429 67| 256, ~—Ss 9] 49 | _33] 4) Te il $e 

South Dakota 54] 158 1 36) 134 59) 103 8) 14 1) 514 

53] | {38 2] 34 104) 41 | | ; 49 | 18 | a 
Washington 54] | 338 2| 68; 315] st 66) 4 1 7 3) 19) . 2 a 

‘53 1] 636) 9| 226] —44i|_—251| 283 37) 4] 42 40| & 2123 

37 States Reported "54 al 16885) 176] 3479 15952) 4337) 4989) 336) +103). ~«715! +~+~«<657)+~=S=«803 = 48829 

To Date for April 53 21642| 224] —6039|_15370| 5649} 6875} «470 ~—263| _—«*1707|~—«789|_—«*1198 60758 

Year 54) 341) 83562) _@55| 18760| 79054) 21404| 24201| 1615| 736  3250| 3299) 3912) 1960) 242949 

To Date '53|  467| 102123}  990| 29776| 65362| 26926] 32059} 2011| 1155; 8435] 3619] 6316] 2413] 281652 








New Passenger Car Registrations, 36 States for April, 1954-1953 

















































































































26 States Previous! '54| 1329 5505| 15135| 2737! 10462| 62054] 21483] 4884) 51356) 16646] 1318? él S15] 661| 1237] 1676] 3483) 1013) 209226 
Reported for April 53 yeel a e7| 10813 a] P| | eee) eas zart| Seeeol tonel ‘eraa| serval 160331 40ee| Szise| 12564 sia] ls tvose| eft abil apes! sav] 39031 etal ‘9341 areaee 
Alabama "54 53 126 387| 656] (1605 21 242| 1868) 483] 77| ‘1742 365 2 3 15 20 21) 43 9 
'53 Al Zz 208| 1391 100} 328 300| iS77| 1103 51 257| «1411 489 | 97| 1637} 318 at ma 13| al 53 71 64) 202| 5 
Indi "54 94, +244 «+336 283) 240) 453) 41107) 2083) 4150 64 608) 4842) 1666 274, 4121) _~—=«'44)—=—«éL049 4 30) = o37 71 83) 623 19) 16313 
— '53| 249] = 526 775 40! 365 73 1531 3068| 206! 79 $26| 2666} 1144 217| 3428 rm 903] ean 6471 20| 109} 250 323 624 20} 14195 
lowa "54 e 3 133) ‘185 149 _ 284) 678) ~—«*1209| zi éI 503) 3546) 641 136) 2721 im 588| 4982 3 28 24 55 38 a | 10170 
‘53! 84] 294 378 264| 220i ~—«543}_—«1180) ~—-2207| ~—«*1829 72 487| 2388 802 136} _2976| ‘584 699| 5197 | a. eee 91 363 7\_10718 
Maryland "54 =| 136 186 148 99| «221 725| 1193) 2038 51 a 2437| —«810) 3 2135) 505] += 536] = 4118 | 18 23 44 66) —«143)—~=C*«<i«‘ SSC 
‘53! 141 217 358 199 159| 470} 920] 1748} 1408 61 265} 1734] 566] 99| 2114 4\l{ 493] 3683] 30 29 69|_—128}_—118}_— 246] 23] 8038 
Ohi 54, (165| 509) 674 590| 530) 1051| 2039) 4210| 7565)  204| 1598) 9367; 3397;  691| 7101) 2422) 2159) 15770 3 7 103} 203) + +=.243 48) 31051 
: '53| 541 945| 1486] 1087 i 2167| 3462} 7494) 4637} ~—-272|+=—«1255|_ 6164} ~—-2907/ ~—=—700)_-—«8610}_—«1935)'— 2617] 16769] 6a 204 391 663 524 | nol 65} 34295 
Oklah 54) 24, = 53 77| 88; 313/518] 1825] 27) 283) «2135/ 538) 9%| 1667| 438) 358) 3097 3 9 23; sy CS 
para 53} SI 181 20 eS 3 38 25) 827} 1339] 1438 42 350] 1830] 526] 116| 1886 499| 450] __ 3477 4| Li a a 73 180} . 10 wat 
Pennsylvani 54) +203) + +«549| + 752 717; 619) +1095] 3069) 5500| 6916 219) 1553) 688) 3521| 599) 8477) 2573) 2296) 17466 5 172 348 480 
nnsylvania 53} 529} 1077; 1606] t161{ 1011] 2509] 4205) 98886) 595! 208} 1359] 7518| 2744) + ~—«569| 8308] ~—«1989) 2359] «15969 94 26! i] 325 z80l 769| 1083 iol _aeet2 a 
Rhode Island "54 38 9 137 7% 42 115 274 507 572 15} -'150| ~—«-737 239/ 67 220 188} 1294 2 9 7 18 20 8 
z oe 53 61 148 209 201 59 195 269| 613 397| 18 97| ‘512 193} 43 eal 160} —-189)_—t29) i } ol ||| ee a 3 2677 
South Dakota "54 13; «30 43 44 25 53 148] 270 +507 17 88} 612 187 23) «525 138 87; 960) i - " 10 20) q | i ise! 
: '53 25 33 58 36 22 78 182 318] 268 10} 71] 349 122; 26] 4S] 8 mS Be a oe ee 1 
Vermont aT "54 10) 34) “4, «2 15] 43 173 266 —_—hlUCUtlC 353 119) 17 346 65 86 633 14 16 ty 20 5| 1348 
a 53] 12| 59| nn 43 14] 94 118 in| 142 5 28 175 gi] stn], 78} Sl ae ee 25 re 
36 States Reported 164) 1984) 5326| 7310) 6077) 4614) 9044) 24048) 43783) 78539/ 2205! 15895) 96639] 33284) 6996) 60771) 25212) 20621| 167064)* 84) 795) to72| 1951 2549) S678) 1219) 326213 
_To Date for April '53| 5232) 10462] 15694) 9638 aa 19257| 34703} 70782} 54914|  2564/ 13443 oe 27917| 6060} 82232| 1938! ae 159029| 775| 1675] ~—« 3108} $558) 5379] 10498) ~—1011| 338872 
Year "54| 9849) 24052 sane [| 33760 3) 45276| 121590 )| 367348) 11149) 138227| 27169| 367374 2557| 5374) 9429/ + 1S315| 28926) 6397/ 1517234 
Te Date '53 203| 51818 46016 a8 87216] 170708 = SS 282529| 10510 om sesels 130121| 32701) 358782 Soes2| 100597 109597. re al 9166| 17082] 30749] 26426 a1538 9726| 1608019 
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$1,730, 2 at $1,725, $1,700, $1,675; (150) 
Handyman, $1,855, $1,825; 4-dr., 2 at 
$1,550, $1,530, $1,525, 3 at $1,515; 2- 


Used-Car Auction Prices || #s’s:t2.2>..22 2: Average Used-Car Prices 


Bel Air 4-dr., $1,480*; (210) 4-dr., $1,- 








— Es $1,220*. ’52 SL Deluxe 2- (Compiled by Automotive News) 
P., ’ e 
CHRYSLER—’54 Windsor 4-dr., $2,500°. May 1954 Apr. March 
Market Trend ‘62 Windsor 4-dr., $1,145*. '5i Windsor To Date 1954 1954 
- - 9 
The best showing of the year to date on ’54 models beefed up the | {chy’ Sse, Windaw cone” go wh . $2,171 $2,063 $2,125 
wholesale auction market last week to hold the average decline on | pnesoro—'s4 Powermaster 4.dr., $2,545°. come LA 1459 = =1,481 
all models to $3, according to Automotive News’ index. 52 Fire Dome (8) 4-dr., $1,320*. '49 ‘ 1,000 1,034 1,080 
The price on 54s zoomed $108 to put the average for that model aan a a eee al esue. os a in 
at $2,171, the highest it had been since Apr. 5 cid came, ma Cin 
ss Coronet (8) 4-dr., $1,345*. ’51 Coronet 402 
Only two other models showed increases: 47s went up $6 and ’49s 2-dr., $685; Wayfarer 2-dr., $500*. ‘50 7 = Pond 
climbed $5. Wayfarer 2-dr., $435. a + ae aoe 
FORD—’54 Crest (8) Count Sedan, $2,- . 
All the others declined, as follows: '53s, down $47; ’52s, down $34; 475*, $2,445", $2,310; conv. 2 at $2,328; Overall ee 
488, down $25; ’50s, down $22, and ’51s down $14. Seen ah ae. ineee ~— — os Average... $ 844 $ 847 $ 868 
5 , »175; stom -dr., a ae 
Market activity was at the year’s second-lowest point, 60 percent. $1,730; 4-dr., $2.050, $1,855, $1,845; Cus- |! (The above figures are averages of used-car auction prices, all makes 
Out of 1,845 cars offered at nine auctions last week, 1,115 were sold. Le (6) Ranch Wagon, $2,175; Main (8) and models, carried regularly in Automotive News.) 
A week earlier, at the same auctions, 1,268 cars were sold out of 1,864 ais ten Wasp é-ar., 9000. “00 34 r oe : 
offerings, for a ratio of 68 percent. : as -dr., , -dr., 
Prices marked with an * indicate a unit equipped with an automatic | LINCOLN—'s4 Capri coupe, $3,050. '53| PAST) MDa, enlge que genoa | MIRCRELA NEOUS ee eM S770. 
transmission or overdrive, and (ps) indicates power steering. Commepelitan ar. gelae | PEYMOUTE—'54 Belvedere 4-dr.,. $1,850; up, $1,515*. '51 GMC 1-ton pickup, $485. 
a 7 # , . a the ’47 Frazer 4-dr., $220. 
DENVER dr., $2,615*, $2,510*; Century Riviera 2- | MERCURY—’54 Monterey Sun Valley, §2,- $570. iar. $175; Cambridge rye ; 
dr., $2,790*; 4-dr., 2 at $2,740* (ps),| 900°; Custom 2-dr., $2,275*. ’53 Mon-| 595" +49 Deluxe 4-dr., $285. '48 Special ESSUP, MD 
(Denver Auto Auction. Sales every Sun-| $2,570*. '53 Special 4-dr., $1,410. 52 RM| terey 2-dr., $1,865; 4-dr., $1,740*. '51 4- Deluxe nv. "$310. ae J 9 c 
day, Monday, and Tuesday. Prices are for Riviera 4-dr., $1,170. dr., $855*, $595. '50 2-dr., $725. °46 2- te ¥ (Colie’s Auto Auction. Sale every Wed- 
sales of May 23-24-25.) CADILLAC—’54 (62) coupe, $4,850* (ps) dr., $250. PONTIAO — °’54 Star Chief (8) Catalina, nesday. Prices are for sale of May 26.) 
(More cars offered for consignment ‘53 (62) coupe de Ville, $3,560* (pa), NASH—’52 Ambassador 4-dr., $1,187. $2,545: ; Chieftain Deluxe (8) 4-dr., $1,- (Market stronger. More buyers than 
* a " q * | OLDSMOBILE—’54 (98) Deluxe Holiday, 905. ’53 Chieftain (8) 4-dr., $1,565*,| ears. Sold 28 cars out of 46.) 
Prices on both new and used $3,480* (ps). ‘52 (62) 4-dr., $2,600*; 2 . ° . 1,485* 250° - bi ‘ , , 
> at $3,550* (ps), $3,350* (ps); 4-dr., $1, » $1,250*; Deluxe (8) 2-dr., $1,- | BUICK—’49 RM Riviera coupe, $650*. °47 
units. Sold 225 cars out of 531 offerings.) coupe, $2,575* (ps). '51 (62) 4-dr., $1,- * ° ‘ * . 9 
865°. 49" (62) & 1.045° $3,250* (ps), $3,200* (ps); (88) Deluxe | 500*, $1,485*. '52 Chieftain Super (8) RM conv., $290. 
BUICK — ‘54 RM Riviera 2-dr., $3,180* . (62) 4-dr., $1, . conv., $3,400*; Holiday, $2,605*; Super| Catalina, $1,370*, $1,285*. CADILLAC — ’50 (62) 4-dr., $1,370*. '48 
(ps); Suver Riviera 4-dr., $3,015*; 2- | CHEVROLET—’54 Bel Air 4-dr., $2,020*, 4-dr., $2,800* (ps), $2,700*; 2-dr., $2,- | STUDEBAKER — ’53 Commander coupe, (62) 4-dr., $680*; conv., $825*. 
dr., $2,925*, $2,800*; Special Riviera 2- $1,900*, $1,800, 2 at $1,750; 2-dr., $1,750, 700; Holiday, $2,675. $1,480*. '50 Commander 4-dr., $425*. CHEVROLET—’54 Corvette conv., $3,300. 
—_—_—| ’52 SL Deluxe 4-dr., $1,070*. ’51 SL 


Deluxe conv., $860*. '46 SM 2-dr., $175. 

DODGE — '52 Wayfarer 2-dr., $655. ‘51 
Coronet 4-dr., $695*. 

FORD—’54 %-ton pickup, $1,050. '53 Cus- 
tom (6) 4-dr., $1,090. '50 %-ton pickup, 
$185. °49 Custom (8) 2-dr., $350. °46 
Deluxe (6) 2-dr., $120. 

HUDSON—’51 Hornet 4-dr., $505. 

MERCURY—’51 4-dr., $675. 

OLDSMOBILE — ’51 (88) Holiday, $625*. 


*48 (78) 4-dr., $160. 
| , PLYMOUTH—’53 Cranbrook 2-dr., $1,150; 
H ae 4-dr., $1,030. '52 Cranbrook 4-dr., $675; 
- taxi-cab, $165. 
PONTIAC—’53 (8) 2-dr., $1,310. '51 (8) 
Catalina 2-dr., $1,040. 
/ STUDEBAKER—’53 (8) coupe, $1,325. 
CHICAGO 
(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of May 25.) 
; (Top dollar for sharp cars. Prices 
down on all other units. Sold 265 cars 





out of 477 offerings.) 
BUICK—’54 Special Riviera 2-dr., $2,600*; 


Se 


Century 4-dr., $2,505*. '53 Special 2-dr., 
$1,565*, $1,500*; Riviera 2-dr., $1,710*; 
conv., $1,865*, $1,850*; RM Riviera 4- 
dr., $1,950*. 52 Super Riviera 2-dr., $1,- 
435°; 4-dr., $1,255*; Special Riviera 2- 
dr., $1,115. 


$ 
a /; 
| Ve CADILLAC—’53 (62) conv., $3,815* (ps), 


—) 


$3,520* (ps); coupe, $3,195* (ps). ‘52 
(60) Special 4-dr., $2,560* (ps). ’51 (62) 
4-dr., $2,000*, $1,910*, $1,555*. "50 (62) 
4-dr., $1,615*, $1,400*. °48 (62) 4-dr., 
| $625*. 
| CHEVROLET — ’53 Bel Air sport coupe, 
$1,505; (210) 4-dr., $1,295, $1,150, $1,- 
075, $900; 2-dr., $1,000. *52 SL Deluxe 
Bel Air, $1,100*; station wagon, $1,100; 
4-dr., $860, $850. ‘51 SL Deluxe conv., 
$1,000*, $885; 2-dr., $850, $685*, $680*, 
$640, $600; SL Special club coupe, $575. 
’50 SL Deluxe Bel Air, $735*, $730*, 


$675*; 2-dr., $530, $515; 4-dr., $495. 
‘ae | CHRYSLER—’53 Windsor 4-dr., $1,440*. 
’51 Saratoga 4-dr., $875*. °48 Windsor 
4-dr., $265*. 
DeSOTO—’53 Fire Dome (8) 4-dr., $1,525* 


| (ps). ’°52 Fire Dome (8) 4-dr., $1,225* 
(ps). °50 Custom (6) Suburban, $610*; 
Deluxe 4-dr., $550*. °48 Custom (6) 4- 
dr., $340*. 


® 
7 i DODGE—’53 Coronet 2-dr., $1,035*. °53 
4 ID Z e Meadowbrook 4-dr., $995*. ’51 Coronet 
SY /}} Diplomat, $700*; 4-dr., $650*. ’50 Coronet 
4-dr., $435*; Wayfarer 2-dr., $405. 
. FORD—’54 Custom (8) 4-dr., $1,785*. ’53 
, Crest (8) Victoria, $1,525*, $1,500*; 


Ao / Custom (8) 4-dr., $1,255, $1,200; 2-dr., 

S $1,225*, 2 at $1,175, $1,150, $1,000; Main 

(8) 2-dr., $1,000; %-ton pickup, $800. 

’52 Crest (8) Victoria, $1,230, $1,100*; 

Ranch Wagon, $1,185; Custom (8) 4-dr., 

$1,105*; 2-dr., $870, $855. °51 Crest (8) 
2-dr., $850*. 

HUDSON — ’51 Hornet 4-dr., $710. ‘49 
Pacemaker 4-dr., $150. 

LINCOLN—’54 Capri coupe, $3,410* (ps). 
*52 Capri coupe, $1,830* (ps). °49 Cos- 
mopolitan 4-dr., $285*; 2-dr., $275. 

MERCURY—’53 Custom 4-dr., $1,395. °52 
Monterey 4-dr., $1,400*; sport coupe, $1,- 
290; Custom 4-dr., $1,150. °51 Custom 
4-dr., $875*, $870. °50. Custom 4-dr., 
$550, $495; 2-dr., $490. 


wrin- NASH — ’53 Statesman 4-dr., $1,275*; 

. STOP WORRYING about srmax Rambler club coupe, $1,030; station 
kling! Refinish with R-M Perma wagon, $1,180*. ’52 Statesman 4-dr., $1,- 
000*; Rambler club coupe, $775; station 


: R-M’s 
utomotive Enamel plus wagon, $740, $510. 


great new Enamel ane OLDSMOBILE — ‘54 (98) conv., $3,415*; 
(S-30 ER-59) . . - the pe (88) Holiday, $2,800*; 4-dr., $2,600*. °53 
combination for ALL-WEATHER (98) Holiday, $2,190* (ps); 4-dr., $1,- 
ROL! 730*; 2-dr., $1,365*. °52 (88) Holiday, 

esgic ricxinin $9 sar, sun 
GET A DUST-FREE SURFACE in PLYMOUTH — '53 Cranbrook Belvedere, 
2 10 to 15 minutes, for more = $1,405*; 4-dr., $1,100 ; 2-dr., $950; 
: fr Cambridge Suburban, $1,190. °52 Cran- 
jobs per day and more p brook Belvedere, $855; Concord Sub- 
per day! urban, $845. °51 Cranbrook 4-dr., $600, 
NLY 40 TO 45 POUNDS $585, we ’50 Deluxe Suburban, $655. 
PONTIA: "54 Chieftain Deluxe (6) Cata- 
3 = PRESSURE. Save wear on lina, $2,235*. ’°53 Chieftain Deluxe (8) 
achinery and re- conv., $1,800*, $1,710*; 4-dr., $1,525*, 
compressor m over- $1,450*. °52 Chieftain Deluxe (8) 4-dr., 
duce paint waste from ' . $1,100*; 2-dr., $975*, $955. ’51 Chieftain 
spray. Only two quarts 0 Deluxe '(8) Catalina, $1,140*, $905*; 4- 

Permax are needed for the dr., $745°*. 

: STUDEBAKER—’53 Commander Land 


Cruiser, $1,165*; 4-dr., $980*. '52 Cham- 
pion club coupe, $850. ‘51 Commander 
2-dr., $530*; Champion 4-dr., $525. °50 
Champion 2-dr., $390, $305. 

MISCELLANEOUS — '53 Jaguar, $2,255; 
MG, $1,225. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 21.) 

(Sold 182 cars out of 336 offerings.) 
BUICK—’53 Super Riviera, $1,840*; RM 

4-dr., $2,190*. °52 RM Riviera, $1,100*. 

‘51 Super Riviera, $1,830*, $1,075*; 4- 


(Continued on Page 57, Col. 1) 


average overall paint job! 
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(Continued from Page 56) 


dr., $750; Special Riviera, $985*; RM 
4-dr., $875*. '50 RM conv., $815*; Spe- 
cial 4-dr., $530*. 

CADILLAC—’ 52 (62) coupe, $2,635*; 4-dr., 
$2,390*. '51 (62) 4-dr., $1,800*. "50 (60) 
Special 4-dr., $1,350*. 


CHEVROLET—’'54 Bel Air coupe, $2,035*. 
‘53 Bel Air conv., $1,625*; coupe, $1,405; 
(210) 4-dr., $1,295*, $1,290*, $1,195, $1,- 
020; 2-dr., $1,295. °52 SL Deluxe 2-dr., 
$900, $865*; 4-dr., $980, $895, $735°; 
station wagon, $1,230*; FL Deluxe 2-dr., 
$855, $835, $640. '51 SL Deluxe 2-dr., 
$580*, $575; conv., $965*. 49 SL Deluxe 
conv., $405; FL Deluxe 2-dr., $495, $415. 


$405, $385, $355, $335, $300. 
CHRYSLER—’'52 Windsor 4-dr., $1,300*. 
'47 NY Town & Country conv., $115. 
DeSOTO—’53 Fire Dome (8) 4-dr., $1,385*. 
’51 Custom club coupe, $825. °50 Custom 
conv., $425. 
DODGE — ’53 Coronet 4-dr., $1,155. °51 


Meadowbrook 4-dr., $495; Coronet 4-dr., 


$500*. °50 Coronet Diplomat, $550*. °49 
Meadowbrook 4-dr., $225. 
FORD—’53 Custom (8) 2-dr., $1,185, $930; 


4-dr., $1,255; Crest (8) Victoria, $1,495*, 
$1,410. '52 Crest (8) Ranch Wagon, §1,- 
245; Custom (8) conv., $1,300*; 2-dr., 
$1,025. °51 Crest (8) Victoria, $930*, 
$790; Custom (6) 4-dr., $675, $645*, 
$615; Deluxe (8) 2-dr., 3 at $550, $535, 
$520. ’°50 Custom (8) 4-dr., $565, $500; 
club coupe, $470. 
HUDSON—’51 Pacemaker 4-dr., $375. 
KAISER — '51 4-dr., $400; Deluxe 2-dr., 
$475; Traveler sedan, $100. 
LINCOLN—’49 4-dr., $255*. 
MERCURY — ’53 coupe, $1,645*; 
wagon, $1,530. ’°52 Monterey coupe, §$1,- 
415. ’51 2-dr., $775. '50 4-dr., $645. °49 
conv., $400. '47 station wagon, $155. | 
NASH — ’52 Rambler club coupe, $895; 
Statesman 4-dr., $1,045. °51 Statesman 
4-dr., $410. 
OLDSMOBILE— 


station 


"54 (88) 4-dr., $2,565*. 53 
(88) 4-dr., $1,900* (ps); Holiday, §$1,- 
860*. ’52 (98) 4-dr., $1,270*. °51 (88) 
4-dr., $995*, $960*, $955*. °50 (88) 4- 
dr., $695*. ’49 (88) 4-dr., $530*, $445*. | 
'47 (98) 4-dr., $160*. 

PACKARD—’49 4-dr., $270*. 

PLYMOUTH ’51 Cranbrook Belvedere. 
$705. ’50 Special Deluxe club coupe, $450. 
’47 Special Deluxe 2-dr., $180, $125, $115. 
'41 Special Deluxe 2-dr., $120. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,550*; Super Deluxe Catalina, $1,740* | 
(ps). ’52 Chieftain Deluxe (8) Catalina, | 
$1,800*, $1,375*, $1,185*; 4-dr., $965. | 
’51 Chieftain Deluxe (8) 4-dr., $920*. | 
$810*, $765*. ‘50 Chieftain Deluxe (8) 
2-dr., $615*, $445. °49 Chieftain Deluxe | 
(8) 2-dr., $525. | 

STUDEBAKER—’ 54 Commander 4-dr., $1,- | 
650*; station wagon, $2,100*. °53 Cham- | 
pion club coupe, $1,200*. ‘52 Commander 
conv., $865*; Champion club coupe, 
$745*. '51 Champion club coupe, $450*. 

WILLYS—’48 Jeepster, $255*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of May 25.) 
(Market steady on newer cars, down a 
little on others. Sold 122 cars out of 180 
offerings.) 
BUICK—’54 Century 4-dr., 





$2,605* (ps); 





ADVERTISEMENT 


AUTOMOBILE DEALERS 


INCREASE SALES 


FOR YOUR 
SALESMEN! 





New sales method increases re- 
sults of new-used car salesmen! 


There's no magic in successful selling! It | 
takes plenty of CONTACT plus FOLLOW- 
UP. Here’s a new system of FOLLOW-UP | 
based on years of experience selling cars. 


“FOLLOW-UP”’ is a prospect filing cabinet 
salesmen carry in their pocket. Scientifically 
developed system of keeping important data 
On every new or used car prospect. Aver- 
age salesmen trust to memory, or keep loose 
pocket memos which get lost. 


Prospects cost YOU money! Be sure they’re 
sold. Get your salesmen this beautiful Black 
Morocco Leather folder with specially 
printed filler pads for prospect data. Folder 
has 2 full-size pockets, pocket for calling 
cards. Order today! Satisfaction guaran- 
teed. Only $2.95 for folder and filler pad. 
Extra filler pads $1.25 dozen. Send check 
or M.O. to: HEMPSTEAD SALES Dept. 
B, P.O. Box 569, South Bend, Indiana. 





ADVERTISEMENT 








50 STA-PUT automobile dealer 
kits last forever. One kit fills 






©® Self-Adhering 
© Interchangeable 
®@ Indestructible 


th 





O DEALER'S 
aa = 


Special 2-dr., $2,240. '53 Super Riviera 
2-dr., $1,900*; 4-dr., $1,750. '51 RM 4- 
dr., $890*; Riviera 2-dr., $1,000*, $990*; 
Special 4-dr., $885*. °50 Super 2-dr., 
$575*; sedanet, $375, $325; Riviera 2-dr., 
$800*, $720*; Special 4-dr., $600*. ‘49 
RM 4-dr., $445*, $375*; Super 4-dr., 
$510*, $365*. 

CHEVROLET—’54 (210) Handyman, §$1,- 
875. ’53 Bel Air conv., $1,395; (210) 2- 
dr., $1,040. 52 SL Deluxe Bel Air, $940; 
4-dr., $910*, $890*; Delivery sedan, $500. 
‘50 SL Deluxe 2-dr., $525, $500, $355; 


4-dr., $500*; club coupe, $505; %-ton 
pickup, $425. °49 SL Deluxe 4-dr., $350, 
$325; club coupe, $360; 2-dr., $430. '46 


Special Deluxe conv., $120. 
CHRYSLER—’51 Windsor 4-dr., $750. 
DeSOTO—’51 Custom conv., $935; 

$725. 

DODGE—’53 Meadowbrook 2-dr., 
’51 Coronet Diplomat, $905; 4-dr., 
50 Meadowbrook 4-dr., $480. 

FORD—’54 Crest (8) 4-dr., $1,910. ‘51 
Custom (8) 4-dr., $710, $655; Deluxe 
(6) 2-dr., $585; %-ton pickup, $495. '50 
Custom (8) 2-dr., $515, $505. °49 Deluxe 
(8) 2-dr., $320. °48 Deluxe (8) coupe, 
$285; club coupe, $335. 47 Super Deluxe 
(8) 4-dr., $215. '46 Super Deluxe (8) 
4-dr., $105. 

MERCURY—’54 Monterey Hard Top, §$2,- 
200*. ’53 Monterey 4-dr., $1,445*; 2-dr., 
$1,320. ’52 Monterey 2-dr., $1,215; 4-dr., 


4-dr., 


$1,050. 
$685. 


Five obvious reasons 


why the 


DeSoTOo 
AUTOMATIC 


is your best buy for 


style, safety, and performance 





GREAT GETAWAY! You really take off —with all the power built 
into the world’s most modern engine design—the Fire Dome 
V-8—partnered with the PowerFlite fully automatic transmis- 
sion (newest, smoothest, finest of all no-clutch drives!). 





FINGER-TIP CONTROL! You just guide a DeSoto Automatic. 
Full Time Power Steering works every second you drive, 
eliminating 80% of the effort of steering and turning. Snubs 
out road shocks. Makes parking as easy as dialing a telephone! 





UNMATCHED STABILITY! Rugged, bigger-than-ever frame gives 
you solid, road-hugging heft. Oriflow shock absorbers melt the 
. make the rough spots disappear from any road. 
And No Sway Ride Control for curves and corners! 


bumps. . 


DE SOTO-PLYMOUTH Declers present GROUCHO MARX every week on both RADIO and TELEVISION ... NBC 





$1,120. ’°51 Custom 4-dr., $790. '49 Cus- 


tom 4-dr., $360; 2-dr., $460. 
NASH—’51 Rambler Country Club, $555. 
OLDSMOBILE — ’52 (98) Holiday coupe, 


$1,800*. ‘51 (88) Super 2-dr., $1,145*, 
$1,090*; Holiday coupe, $1,075*. °50 (88) 
club coupe, $670*; 4-dr., $685*. °48 (88) 


sedanet, $245*. 


PACKARD—’51 Clipper 4-dr., $725. 
danet, $340. 


PLYMOUTH — ’54 Belvedere conv., $1,810 
(ps). °52 Concord Savoy, $1,150; Cran- 
brook 4-dr., $710. ’°51 Cranbrook Belve- 
dere, $715; 2-dr., $595; 4-dr., $600. 50 | 
Deluxe 2-dr., $400. °'49 Deluxe 2-dr., 
$210. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,355, 
$1,200; conv., $1,830*. °52 Chieftain (8) 
Catalina coupe, $1,345*; 4-dr., $1,090*. 
’51 Chieftain Super (8) Catalina, $990. 
"49 Chieftain (8) coupe, $435*. ‘48 (8) 
coupe, $165*. '47 (8) 4-dr., $155. 

STUDEBAKER—’53 Commander club 
coupe, $1,350. '51 Champion 4-dr., $490; 
%-ton pickup, $525; %-ton pickup, $565 
’50 Champion coupe, $375. 

WILLYS—’52 (6) Jeepster station wagon. 
$825. 


*49 se- 


MANHEIM, PA. 


(Manheim Auto Auction. Sale every Fri- 

day. Prices are for sale of May 21.) 

(Market good. Sold 146 cars out of 
212 offerings.) 

BUICK — ’'53 RM 4-dr., $1,830*; 
Riviera 4-dr., $1,730*; Special 2-dr., $1,- 
570, $1,520. °52 RM 4-dr., $1,065*; Super 
Riviera 4-dr., $1,600*. ’51 4-dr., ‘$1, 065; 
2-dr., $995; RM Riviera, $1,030*. 

CADILLAC—’53 (62) conv., $3,860*, $3,- 
790*. °52 (62) 4-dr., $2.390*. ‘51 (62) 
coupe, $2,200*; 4-dr., $1,875*. °50 (60) 
4-dr., $1,550*. 


Super 


| 





'—'54 Bel Air 4-dr., $1,675*. 
"63 (210) 2-dr., $1,230*. '52 SL Deluxe 
station wagon, $1,270; 2-dr., $950. ‘51 
SL Deluxe 2-dr., $840; 4-dr., $805; sta- 
tion wagon, $500; SL Special 2-dr., $475. 
‘50 SL Deluxe 2-dr., $670; 4-dr., $645. 
'49 SL Deluxe conv., $505. °48 SM 4-dr.. 


$350. 

CHRYSLER — '52 Windsor Deluxe 4-dr., 
$910. ’°50 Windsor 4-dr., $825. °48 NY 4- 
dr., $280. 

DeSOTO—’'53 Fire Dome (8) 4-dr., $1,460*; 
(6) 4-dr., $1,370. ’51 Custom 4-dr., $730. | 
"50 Deluxe club coupe, $600. 

DODGE—'46 Custom 4-dr., $200. 

FORD—’54 Crest (8) 4-dr., $1,910*; Cus- 
tom (8) 4-dr., $1,780*. ’53 Crest (8) 
Victoria, $1,650*; Main (6) 4-dr., $1,140. 
’562 Custom (8) club coupe, $920. "51 
Custom (8) Victoria, $880; 2-dr., $830; 
Deluxe 2-dr., $645. '50 Custom (8) 4-dr., 
$650. '49 Deluxe (8) 4-dr., $430. '47 De- | 
luxe (6) 4-dr., $170. | 

HUDSON 52 Hornet 4-dr., $760. '50 
Pacemaker (6) 4-dr., $500; Commodore | 
(6) 4-dr., $400. 

KAISER—’51 2-dr., $180. 


LINCOLN—’53 Capri 2-dr., $2,630*. 

MERCURY—’54 2-dr., $2,000*. ‘52 2-dr., 
$1,100. '51 2-dr., $865; 4-dr., $630. °49 | 
4-dr., $525. | 


NASH—’53 Statesman Country Club sedan, 
$1,300*. 

OLDSMOBILE — '53 (98) 4-dr., 
Holiday, $1,825*; (88) Holiday, $1,990* 
‘52 (88) Holiday, $1,565*; 4-dr., $1,300* 
‘51 (98) Holiday, $1,185*; (88) 2-dr., 
$1,010. '49 (98) 4-dr., $890. 

PACKARD—'51 (200) 4-dr., $935; Deluxe 
4-dr., $680. ’50 Deluxe 4-dr., $500. 

PLYMOUTH—’54 Belvedere 4-dr., $1,710. 
‘53 Cranbrook Belvedere, $1,385; 4-dr., 
$1,120; Cambridge 4-dr., $1,130. °52 
Cambridge club coupe, $880; 2-dr., $700. 


$2,175*; 














| CADILLAC—’52 (62) 4-dr., 


‘51 Cambridge conv., $950. 


Suburban, $800 


’50 Deluxe 


PONTIAC—’54 Chieftain (8) 2-dr., $1,850*. 


Commander conv., 
4-dr., $315. 


WILLYS—’51 station wagon, 
’48 Jeepster, $470. 


FLINT 


(Flint Auto Auction, 


$280. 


Inc. 


’63 Chieftain (8) 4-dr., $1,410*. ’'52 
Chieftain (8) conv., $1,250*; 4-dr., §$1,- 
210. °51 Chieftain (8) 4-dr., $980. ‘50 
Silver Streak (8) 2-dr., $600. 49 Silver 
Streak (8) 4-dr., $550. 

| STUDEBAKER—’54 Champion 4-dr., $1,- 
550*. °51 Champion coupe, . oa 
Commander 4-dr., $525; 2-dr., $250. '49 


’48 Commander 


$595, $540. 


Sale every 


Wednesday. Prices are for sale of May 26.) 


(The market was firm on clean, sharp 
cars. Drastically off on rough units. Sold 


79 cars out of 113 offerings.) 


| BUICK—’53 Special Riviera 2-dr., 
’52 RM 4-dr., $1,- 


$1,535; 4-dr., $1,510*. 
090* ; Riviera 2-dr., $1,375*; 
325°: Special 2-dr., $980. 
2-dr., $1,020, $1,005. 


$1,890, 


4-dr., $1,- 


’51 RM Riviera 
"50 Super 4-dr., 


$570; Special 4-dr., $565; Riviera 2-dr. 


$770; 4-dr., $550. 
Super 4-dr., $305. 
RM 2-dr., $145. 


CHEVROLET—’53 Bel Air club 
400*; (210) 2-dr., $1,110. '52 
4-dr., $870, $825; 2-dr., 
Deluxe 4-dr., $685, $600; SL 
dr., $540; FL Deluxe 2-dr., 
Deluxe 4-dr., $490, 


‘49 RM 4-dr., 
’48 Special 2-dr., 


$870. 


$675. 
$460; 2-dr., 


$330; 
$300; 


$2,400*. 


coupe, $1,- 
SL Deluxe 
"51 SL 
Special 2- 
"50 SL 
$440; FL 


Deluxe 4-dr., $420; %-ton pickup, $515. 
30. 


49 FL Deluxe 2-dr., 
CHRYSLER — 


$355, 


‘52 Windsor club coupe, 


(Continued on Page 58, Col. 1) 
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STUNNING BEAUTY! From the commanding grille to swept-back fenders, 
there’s a look of graceful elegance that makes people stop and stare... 
a look of harnessed power that makes them want to get in and drive. Interior 
tones are blended with the body color for over-all harmony. 


Put yourself in these pictures, then put yourself behind 
the wheel. Discover the finest optional power features in 
the industry. And discover why De Soto is such a beauti- 


ful way to go places —with the style-pacing look to its 


rich fabrics, handsome appointments, deep-pile carpeting. 


There’s a mighty Fire Dome V-8 or Powermaster Six 


awaiting your appraisal today. See a De Soto dealer now! 
DeSoto Division, Chrysler Corporation. 





networks. 








| 
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Used-Car Auction Prices 





(Continued from Page 57) 


$925*. °50 New Yorker club coupe, $700. 

DODGE — ’54 %-ton Express, $1,000. ‘50 
Coronet 4-dr., $470. 

FORD—'54 Custom (6) 2-dr., $1,540*. '51 
Custom (8) 2-dr., $700, $610, $320; club 
coupe, $860. ‘50 Custom (8) conv., $585; 
2-dr., $385; 4-dr., $370. '49 (8) station 
wagon, $280; Custom (8) 4-dr., $260. '47 
(8) 2-dr., $120. 

HUDSON—’49 Commodore 4-dr., 

KAISER—’51 2-dr., $390. 

NASH—’50 (600) 4-dr., $425. '49 (600) 4- 
dr., $170. 

OLDSMOBILE—’53 (88) 2-dr., $1,310*. '49 
(88) 4-dr., $465. 

PACKARD — '52 (200) 4-dr., $910*. 
(200) 4-dr., $520. '49 (8) 4-dr., $115. 

PLYMOUTH—’53 Cambridge 4-dr., $1,040. 
’62 Cambridge conv., $830; Cranbrook 
4-dr., $710, $700. '51 Cambridge 4-dr., 
$600. '50 Special Deluxe 4-dr., $395. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,550; 2-dr., $1,000*. ’51 Chieftain De- 
luxe (8) 2-dr., $795; 4-dr., $760, $750. 
*50 Chieftain Deluxe (6) 4-dr., $310. '49 
Chieftain Deluxe (8) conv., $430; 4-dr., 
$380; Streamliner 4-dr., $290; 2-dr., 


$170. 
STUDEBAKER—’51 Champion 2-dr., $365. 
WILLYS—’51 station wagon, $520. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of May 24.) 
(The car market today started firm 


$165. 


"51 


until we hit the 1951 series, before the 
auction was completed prices started to 
tail-off on ’51, ’52 and '53 models. Chev- 
rolets and heavy models especially were 
jolted back, in some instances as much 
as $100 per unit. Retailers claim prices 
must continue to reduce if they are to 
make a profit and stay in business. Now 
is @ good time to sell your 30-day autos. 
Sold 152 cars out of 194 offerings.) 
BUICK—’54 Special 4-dr., $2,440* (ps). 
’52 RM Riviera coupe, $1,375*. '51 Super 
Riviera 4-dr., $800*; coupe, $1,050*; RM 


4-dr., $950*. ’°50 Super 4-dr., $780*; Spe- 
cial 4-dr., $800*; RM 4-dr., $640*. °48 
2-dr., $130; 4-dr., $360*. 
CADILLAC—'51 (62) 4-dr., $1,950*, $1,- 
700*; (60) Special 4-dr., $1,700*. °50 
(61) coupe, $1,610*; (60) Special 4-dr., 
$1,750*; (62) 4-dr., $1,210*. '48 (62) 4- 


dr., $730*. '46 (62) 4-dr., $190*. 

CHEVROLET—’54 (210) 4-dr., $1,600, $1,- 
300*; 2-dr., $1,630; (150) 2-dr., 2 at 
$1,000; 4-dr., $1,070; Bel Air coupe, $1,- 
600* (ps), $1,585, $1,310, $1,220* (ps). 
562 SL Deluxe 4-dr., $1,085*, $1,060", 
$980, $960, $840*, $830; 2-dr., $1,010, 
$975, $970*, $920; club coupe, $1,025; SL 
Special 4-dr., $630; 2-dr., $760; %-ton 
pickup, $650. ’51 SL Deluxe conv., $925*, 
$795*; 4-dr., $840*, $770, $760, $700; 2- 
dr., $820*, $700; Bel Air coupe, $760; SL 
Special 2-dr., $720. '50 SL Deluxe 2-dr., 
$535, $475; 4-dr., $520; SL Special 2-dr., 
$500. °49 SL Deluxe 4-dr., $470, $410; 
2-dr., $450; club coupe, $440. 





CHRYSLER—’47 NY 4-dr., $220. 
DeSOTO — '51 Custom 4-dr., $800*; club 
coupe, $875*; Deluxe Carry All, $775*. 
DODGE—’53 Coronet station wagon, §$1,- 
380. ’51 Custom 2-dr., $550. °50 Coronet 


4-dr., $510*. '49 Custom club coupe, 
$320; Deluxe 2-dr., $460*. °47 Custom 
Business coupe, $160 

FORD—’54 Custom (8) 2-dr., $1,500. °53 


Main (8) 2-dr., $920. 52 Main (8) 2-dr., 
$1,050*; Crest (8) conv., $1,050. '51 Cus- 
tom (8) 4-dr., $750; 2-dr., $750, $730°; 
Deluxe (6) 2-dr., $630*. ’50 Custom (8) 
4-dr., $660; Deluxe (8) 4-dr., $550. ’49 
Deluxe (8) 2-dr., $360, $310. '47 Custom 
(8) 2-dr., $190; Deluxe (8) 2-dr., $190; 
Deluxe (6) 4-dr., $250. 

HUDSON — ’'51 Pacemaker 2-dr., $580; 
Commodore 4-dr., $690*; club coupe, 
$610*. '48 Commodore 4-dr., $150, $135; 
Super 4-dr., $130. 

KAISER—’51 4-dr., $450*, $420. 

LINCOLN—’53 Capri coupe, $2,400* (ps). 
*51 4-dr., $900*. 

MERCURY — '53 4-dr., $1,500. '52 sport 
coupe, $1,360. '51 club coupe, $710*; 2- 


dr., $760*. ’50 2-dr., $600*. °49 4-dr., 
$450; conv., $490, $290*. 
NASH — ’'53 Rambler conv., $1,100. ‘51 


Rambler station wagon, $575; Statesman 
2-dr., $570; 4-dr., $640*. '50 Ambassador 
2-dr., $420. '49 (600) 4-dr., $360. 

OLDSMOBILE—’54 (88) 4-dr., $2,550*. '53 
(88) conv., $2,025* (ps). '52 (98) Holi- 
day, $1,450* (ps). '51 (88) 2-dr., $760*. 
"50 (88) 4-dr., $540*; (98) conv., $800*; 
4-dr., $550*. '49 (76) 4-dr., $430*, $410*; 
(88) 4-dr., $450*. '48 (98) 4-dr., $280*. 

PACKARD—’48 Gustom conv., $350, $270. 

PLYMOUTH—’54 Belvedere 4-dr., $1,720*. 
’53 Cranbrook 4-dr., $1,030. °52 Cam- 
bridge club coupe, $910; Cranbrook 4-dr., 
$900, $770; club coupe, $725. '51 Cran- 
brook coupe, $740; Cambridge 4-dr., $620. 
49 Special Deluxe 2-dr., $410. '46 De- 
luxe 2-dr., $160. 





Stephens Motor Occupies New Home— 


Stephens Motor Co. (DeSoto-Plymouth), Phoenix, has moved to a larger location. 
Modern facilities are provided for sales and service. 





PONTIAC—’54 Star Chief (8) conv., $2,- 
535*; 4-dr., $2,325*. °'52 Chieftain De- 
luxe (8) 4-dr., $1,350*. ’51 Chieftain De- 
luxe (8) 4-dr., $1,040*. '49 Chieftain De- 
luxe (8) 4-dr., $490*. °47 SL (6) 4-dr., 
$130; SL (8) 4-dr., $220. 

STUDEBAKER — ’51 Champion Business 
coupe, $430*. "49 Commander Land 
Cruiser, $230*. °48 Commander 4-dr., 





can mean extra money in your pocket 


Right now Libbey-Owens:Ford is telling your 
prospective customers about the wonderful ad- 
vantages of E-Z-Eye Safety Plate Glass. 


Telling them and showing them—by ads illus- 
trated with actual color photographs taken right 
through the E-Z-Eve windshields. The reader 
can sit in the driver’s seat and see how E-Z-Eyve 


cuts down glare... 


see how it brings out with 


new clarity the colors and details of the scene 


ahead. 


And, supplementary illustrations show how 


E-Z-EYE SAFETY PLATE 


with the shaded windshield 


“Reduceo Glare, Eyestiain,, Sun teats 


E-Z-Eye cuts down on incoming solar radiation 
to help keep the car interior cooler in summer. 


People want E-Z-Eve. More and more of 


them will be wanting it. Already 


, over 2,000,000 


E-Z-Eve windshields have been sold. Every one 
of them has meant extra profit to a dealer and 
extra commission to an alert salesman. 


Be sure your cars on the floor have E-Z-Eyve 
. it’s extra money in your pocket! 


LIBBEY-OWENS-FORD GLASS CO. «+ 


TOLEDO, OHIO 











$210*. °46 Champion 4-dr., $160. 
WILLYS—’53 Aero Lark 4-dr., $760. 
station wagon, $270*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 26.) 

(Activity brisk in all price ranges, 
with no radical change in prices. Sold 
82 cars out of 124 offerings.) 


"48 


BUICK — ’54 Super sedan, $2,800*; RM 
Riviera sedan, $3,000*. °51 Super conv., 
$985*; Special sedan, $750. °50 Super 
conv., $750. °49 RM sedan, $410. '47 
Super sedan, $125. 

CADILLAC—’51 (62) conv., $2,250*. °50 
(62) conv., $1,925*; sedan, $1,850*. °47 


(62) sedan, $470*. 

CHEVROLET—’53 Bel Air Hard Top, §$1,- 
500*, $1,330*; (210) sedan, $1,150, $1,- 
120*. ’52 SL Deluxe sedan, $935, $925, 
$920, $910, $880. ’51 SL Deluxe sedan, 
$800, $660. °50 SL Deluxe sedan, $650. 
'49 SL Deluxe sedan, $500, $450. '47 FM 
sedan, $165. 

DeSOTO—’51 Custom sedan, $700. ’48 Cus- 
tom sedan, $255. 

DODGE — ’52 Coronet sedan, $825. 
Coronet sedan, $710. 

FORD—’53 Custom (8) sedan, $1,280, $1,- 
175; Main (8) sedan, $1,010, $1,000, 
$985, $950, $940, $930. 52 Custom (8) 
Vietoria, $1,240*. ’°51 Custom (8) sedan, 
$530. '50 Custom (6) sedan, $515, $510. 
’49 Deluxe (6) sedan, $320. '47 Deluxe 
(6) sedan, $160. 

HUDSON—’51 Hornet conv., $950. 

LINCOLN—’53 Capri coupe, $2,750*. 

MERCURY—’52 Monterey sedan, $1,250*. 
’50 sedan, $605, $580. ’49 sedan, $480. 

NASH—’52 Rambler station wagon, $820. 
*49 (600) sedan, $200. 

OLDSMOBILE—’54 (98) Holiday, $3,425*; 
(88) Holiday, $3,000*. ’53 (88) sedan, 
$1,540*. °51 (98) sedan, $1,050; (88) 
sedan, $930, $910. '49 (76) sedan, $380, 


"51 


$300; (88) sedan, $535. ’48 (98) sedan, 
$280, $225. 

PLYMOUTH—’54 Plaza sedan, $1,350. ’52 
Cambridge sedan, $750. '51 Cambridge 
sedan, $610, $550. °50 Special Deluxe 
— $485. °48 Special Deluxe sedan, 


PONTIAC—’53 Chieftain (8) sedan, $1,625, 
$1,500. °51 Chieftain (8) sedan, $900, 
$810; Chieftain (6) sedan, $800. ’50 
Chieftain (8) sedan, $550; Streamliner 
(8) sedan, $550. 

STUDEBAKER — '50 Commander sedan, 
$495. '49 Champion sedan, $260. 

MISCELLANEOUS — ’48 GMC Truck cab 
and chassis, $280. 


OAKLAND, CALIF. 


(A. L. Pollock Wholesale Auto Auction. 
Sale every Wednesday. Prices are for sale 
of May 26.) 

(Market good on 
and °46 through 
’53 and ’54 units. 


sharp cars, Prewar 
"52 models. Lower on 
Sold 112 cars out of 

155 offerings.) 


BUICK—’54 Super Riviera, $2,925*, $2,- 
135*; Special Riviera, $2,745*. '53 Super 
Riviera, $1,960*. '52 Special 2-dr., $1, 
070; 4-dr., $1,145*; RM Riviera, $1,470* 
(ps). '51 RM conv., $1,120* $975*. '50 
RM Riviera, $770*, $695*. ’49 RM 4-dr., 
$400*; conv., $460*. °47 Super conv., 
$180. '46 Super 4-dr., $130. 

CADILLAC—’54 (62) 4-dr., $4,850*, $4,- 
730*. '53 (62) 4-dr., $3,800*, $3,220*; 
conv., $3,495*; coupe de Ville, $3,710* 

- "52 (60) 4-dr., $2,525*; (62) conv., 
$2,835* (ps); 4-dr., $3,300*. °51 (62) 
coupe de Ville, $2,300*, $2,175*. '50 (62) 
conv., $1,690*. °49 (62) conv., $1,005*. 
’48 (62) 2-dr., $930*; 4-dr., $1,000*. °47 
(61) 4-dr., $425*. 

CHEVROLET—’54 Bel Air 4-dr., $1,980*, 
$1,870; 2-dr., $1,825; Sport coupe, §$2,- 
050; station wagon, §$2,140*; conv., $2,- 
100; (210) 4-dr., $1,785; Corvette conv., 
$3,490*. '53 Bel Air 4-dr., $1,555*, $1,- 
535*, $1,525*. °52 SL Deluxe 4-dr., $1,- 
010; 2-dr., $980. °51 SL Deluxe club 
coupe, $760*; 4-dr., $900. ‘50 SL Deluxe 
coupe, $455; club coupe, $665; %-ton 
pickup, $690. '49 SL Deluxe 4-dr., $470; 
conv., $495. ’48 FM sedan, $255. '47 FM 
2-dr., $395; %-ton pickup, $400. °’41 
sport sedan, $270. 

CHRYSLER — ’53 NY Newport, $2,140*. 

‘49 Windsor 


’52 Windsor 4-dr., $1,100*. 
4-dr., $585*, $350. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,800. 
‘52 Custom 4-dr., $1,075, $1,070*, $1,- 
060*. ’'51 Custom 4-dr., $1,000. 

DODGE—’53 Meadowbrook 4-dr., $1,105. 
"50 Coronet 4-dr., $620*. '49 Coronet 4- 
dr., $550. '47 Custom club coupe, $275. 

FORD—’54 Custom (6) 2-dr., $1,720; Crest 


(8) Victoria, $2,165; Crest (6) Ranch 
Wagon, $2,115; 2-dr., $1,725. '53 Main 
(6) 2-dr., $1,170, $1,155; Crest (8) 


Ranch Wagon, $1,840; Victoria, $1,645*. 
’52 Custom (8) Ranch Wagon, $1,340; 
4-dr., $1,070, $870; 2-dr., $1,125; Crest 
(8) Victoria, $1,475*. ’51 Crest (8) Vic- 
toria, $900*; coupe, $690; Custom (8) 
4-dr., $570, $545. '50 Custom (8) 4-dr., 
$675, $635; 2-dr., $485; station wagon, 
$780; Custom (6) Panel truck, $430. '49 
(8) club coupe, $470; 4-dr., $480; Cus- 
tom 4-dr., $480; 2-dr., $375. '47 (8) 4- 
dr., $270; 2-dr., $385. 

HUDSON—’52 Hornet 4-dr., $1,170*; Com- 
modore Hard Top, $1,085*. ‘51 Com- 

(Continued on Page 59, Col. 1) 
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modore 2-dr., $780; conv., $880*. ’50 
Pacemaker 4-dr., $380. 
KAISER—’52 Deluxe 4-dr., $765. 51 De- 


luxe 2-dr., $560; 4-dr., $420. 
LINCOLN—’48 conv., $200. 
MERCURY—’54 Monterey Sun Valley, $2,- 
610*; Custom 2-dr., $2,125; 4-dr., $2,- 
695*; Sport coupe, $2,745. '53 Monterey 
sedan, $2,015. '52 Monterey sedan, $1,- 
575. °50 Monterey 2-dr., $655; Custom 


2-dr., $800. '49 Custom 2-dr., $475. °48 
Custom 4-dr., $415. °46 Custom conv., 
$170. 


NASH—’52 Rambler station wagon, $910. 
’'51 Statesman 4-dr., $640. ‘50 Ambassa- 
dor 4-dr., $445; Custom 4-dr., $640. '49 
(600) 4-dr., $405. 

OLDSMOBILE—’53 (98) Holiday $2,620*. 
'52 (88) 2-dr., $1,355*, $1,320*; (98) 4- 
dr., $1,575*. ’51 (88) 4-dr., $1,200*; (98) 
Holiday, $1,350*. ’50 (98) 2-dr., $630; 
(88) 2-dr., $840*. °49 (98) 4-dr., $575*; 


(88) 4-dr., $505*. °48 (66) club coupe, 
$335*. °'47 (66) 4-dr., $160*. °46 (66) 
2-dr., $115*. 


PACKARD—’52 (8) 2-dr., $1,150*. '48 (8) 
conv., $215. '46 (8) 4-dr., $140. 

PLYMOUTH—’ 54 Belvedere sedan, $1,800. 
'53 Cranbrook 4-dr., $1,215. °'52 Cran- 
brook club coupe, $840, $830, $750; 4-dr., 
$845, $815, $810. ’°51 Concord 4-dr., $580. 
’50 Deluxe 2-dr., $465. '48 Deluxe coupe, 
$275; 4-dr., $340. 

PONTIAC—’52 Chieftain (6) 4-dr., $1,- 
010*; Chieftain (8) Catalina, $1,375*; 
4-dr., $1,055*. ’°50 (8) 4-dr., $620*, $575. 
"48 (6) 4-dr., $225*. '47 (8) 2-dr., $175; 
(6) 4-dr., $165. 


STUDEBAKER — '54 Champion station 
wagon, $1,925. °52 Commander Hard 
Top, $1,030. ’'50 Champion 2-dr., $425; 


4-dr., $460. '47 Commander 4-dr., $250. 

MISCELLANEOUS — ’51 Henry J 2-dr., 
$385. °48 Hillman Minx 4-dr., $320. '47 
International %-ton pickup, $205. ‘31 
Reo Royal 4-dr., $340. 


MASON CITY, IA. 


(Lapiner Auction Company. Sale every 

Wednesday. Prices are for sale of May 26.) 
(Bad weather prevailed. Sold 87 cars 
out of 112 offerings.) 

BUICK—’54 Century 4-dr., $2,690* (ps). 
’53 Super 4-dr., $1,650*%. '52 RM 4-dr., 
$1,250* (ps), $1,200* (ps). ’51 RM 4-dr., 
$1,040*. '50 Super 4-dr., $645; Special 
4-dr., $600*. 

CADILLAC—’54 (62) 4-dr., $4,300* (ps). 
’51 (62) club coupe, $2,050*. '50 (62) 4- 
dr., $1,590*, $1,495*. °49 (61) 4-dr., 
$950*. 

CHEVROLET—’53 (150) 2-dr., $1,040, $1,- 
025; (210) 4-dr., $1,240, $1,205; %-ton 
pickup, $750. ’°52 SL Deluxe 2-dr., $845, 
$805; 4-dr., $965*; club coupe, $775. ‘51 
£L Deluxe station wagon, $830; 4-dr., 
$765. °50 SL Deluxe 2-dr., $640*, $610*, 
$565, $550; 4-dr., $585; %-ton pickup, 
$550. °49 SL Deluxe 2-dr., $460; 4-dr., 
$480. 

CHRYSLER— 53 Saratoga 4-dr., 
(ps). ’'50 NY 4-dr., $525*. 

DeSOTO—’53 (6) 4-dr., $1,375*. 

DODGE—’51 Coronet 4-dr., $680*. ’50 Cor- 
onet 4-dr., $565*. °49 Custom 4-dr., 
$400*. 

FORD—’53 Crest (8) Country sedan, $1,- 
695; Main (8) 4-dr., $1,035; 2-dr., $1,- 


$1,490* 


025, $925; Custom (8) conv., $1,490*. 
’52 Crest (8) 4-dr., $1,005*. ’51 Crest 
(8) 4-dr., §$725*; Victoria, $915*. °50 


Crest (8) station wagon, $700. ’49 Cus- 
tom (8) 4-dr., $450*; Custom (6) 2-dr., 
$310*. 

HUDSON—’51 Hornet 4-dr., $700*. 

KAISER—’49 Deluxe 4-dr., $250. 

MERCURY—’54 4-dr., $2,185*; 2-dr., $2,- 
090*. ’53 4-dr., $1,650. ’52 4-dr., $1,- 
295*. ’51 4-dr., $855*; 2-dr., $935*. °50 
4-dr., $600*. '49 4-dr., $445*. 

OLDSMOBILE—’54 (88) Holiday, $2,715*. 
’52 (88) 2-dr., $1,345; (98) 4-dr., $1,- 
400*. ’51 (98) 4-dr., $1,035*; (88) 2-dr., 
$1,090*, $970*. '50 (88) 2-dr., $720*. °49 
(88) 2-dr., $685*. 

PACKARD—’51 4-dr., $725°*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,700°; 
Savoy 2-dr., $1,450. °53 Cranbrook 4-dr., 
$1,100; $1,025*; Belvedere sedan, $1,260*. 
’52 Cranbrook 4-dr., $790; club coupe, 
$770. °49 Deluxe 4-dr., $440. 

PONTIAC—’54 Chieftain (8) 4-dr., $2,- 
105*. °53 Chieftain (8) 4-dr., $1,550*, 
$1,500*. 

STUDEBAKER—’53 Champion club coupe, 
$1,365*. °51 Commander 2-dr., $650*. "50 
Champion 2-dr., $360*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 26.) 

(A very good sale on clean cars up to 
the $1,000 bracket. Weather excellent. 
Sold 55 cars out of 82 offerings.) 
BUICK—’50 Super 4-dr., $695*. °47 RM 2- 


dr., $205. 
CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
015*, $985*, $955, $760; 2-dr., $915, 


$875, $780; SL Special 2-dr., $875, $715. 
’51 SL Deluxe 4-dr., $630, $615; SL Spe- 
cial coupe, $780. 48 FL 2-dr., $340. 

CHRYSLER—’50 Custom conv., $825*. 

FORD—’54 Main (6) 2-dr., $1,470. '53 Cus- 
tom (6) 2-dr., $1,170*; %-ton pickup, 
$905. °52 Custom (8) 2-dr., $1,000*, 
$910*, $715, $705; Main (8) 2-dr., $1,- 
315, $800. ‘51 Custom (6) 2-dr., $850, 
$770, $710; Deluxe (8) 4-dr., $695, $580. 
’50 Custom (6) 2-dr., $665, $565, $500, 
$475; Deluxe (6) 2-dr., $430. 49 Custom 
(8) 4-dr., $490, $330. ’47 Custom (6) 
coupe, $285. ’40 Deluxe (8) 2-dr., $300, 
£260. ’27 Model T coupe, $230. : 

MERCURY—’53 Custom 2-dr., $1,360*. ’51 
Custom coupe, $560. ’50 Custom 2-dr., 
$455. 

OLDSMOBILE—’50 (88) 2-dr., $300*. 

PLYMOUTH—’51 Cranbrook conv., $560. 
’50 Deluxe 4-dr., $605. '41 Special De- 
luxe 4-dr., $200. 

PONTIAC—’53 Chieftain Deluxe (8) 2-dr., 


$1,665". 50 Chieftain Deluxe (8) 4-dr., 
$630°*. 

STUDEBAKER—’51 (8) conv., $510. °47 
(8) 4-dr., $195. 


MISCELLANEOUS—’50 GMC %-ton panel 
tiuck, $305. '52 Henry J, 2-dr., $500. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 27.) 

(Demand good and prices strong on 
clean offerings. Little demand for junk. 
Sold 98 cars out of 131 offerings.) 


Used-Car Auction Prices 
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HUDSON—’51 Hornet 4-dr., $625*. 
NASH—’50 (600) 2-dr., $235. 
OLDSMOBILE — '50 (88) Deluxe 4-dr., 
$765*. °49 (76) 2-dr., $510*. '47 (66) 2- 
dr., $200*. '46 (66) 4-dr., $100*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,725; 





conv., $2,050. '53 Cranbrook 4-dr., $1,- 

110*. '52 Cranbrook 4-dr., $800; Belve- 

dere 4-dr., $900. '51 Cranbrook Belve- 

dere, $700. °'49 Special Deluxe 4-dr., 

$395, $225. °48 Special Deluxe 2-dr., 

BUICK—’52 RM 4-dr., $1,305*. '51 Special $295. '47 Special Deluxe 4-dr., $325. '39 
2-dr., $750; RM 4-dr., $1,000*. ’50 Spe- 4-dr., $100. 


PONTIAC—’52 Chieftain Deluxe (8) 4-dr., 
$1,260". '50 Chieftain (8) conv., $765. 
"49 Chieftain Deluxe (8) 2-dr., $450*. 
°48 Torpedo (8) 2-dr., $330; Deluxe (8) 
sedan, $340*. 

STUDEBAKER — 
$215; 4-dr., $100. 

WILLYS—’49 Jeepster, $415. 

MISCELLANEOUS ‘51 Frazer 4-dr., 
$410*. 


cial Deluxe 4-dr., $465*; Super 4-dr., 
$605*. 47 Super 4-dr., $190; 2-dr., $260. 
"46 Super 2-dr., $170. 

CADILLAC—’49 (62) 2-dr., $1,070*. 

CHEVROLET—’54 (210) 4-dr., $1,500; 2- 
dr., $1,410; Bel Air 2-dr., $1,660, $1,545. 
*52 SL Special 4-dr., $765, $750; SL De- 
luxe 2-dr., $910; conv., $1,075*. '51 FL 
Deluxe 2-dr., $750; SL Deluxe 2-dr., 
$860*, $660*; Bel Air 2-dr., $940*. ‘50 
%-ton pickup, $465; SL Deluxe 2-dr., 
$525. '49 %-ton pickup, $500; FL Deluxe 
2-dr., $455; SL Deluxe 4-dr., $495, $350; 
conv., $500. ‘48 %-ton stake, $300; SL 
Deluxe conv., $300; FM club coupe, $455. 


48 Commodore conv., 


OMAHA 


(Cliff Soderberg Auto Auction. Sale every 
Thursday. Prices are for sale of May 27.) 


’47 FM 4-dr., $335, $225; SM 4-dr., (Good prices for clean units. Sold 60 

$135; 2-dr., $255. °46 SM club coupe, cars out of 133 offerings.) 

$180. BUICK—’53 Super 4-dr., $1,780*. °51 Su- 
CHRYSLER — ’'52 Windsor Deluxe 4-dr., per 4-dr., $905; Special 4-dr., $900*. °49 

$1,200. '50 Windsor 4-dr., $750. Super 4-dr., $300. '47 Special 4-dr., $150. 
DeSOTO — '50 Custom 4-dr., $520, $485; | CADILLAC—’49 (61) 4-dr., $1,100*. 


Deluxe 4-dr., $595*. CHEVROLET—'54 Bel Air Sport coupe, 


DODGE—’53 Coronet conv., $1,510. ’51 %- $1,970*; (210) 2-dr., $1,575*. °53 Bel 
ton pickup, $395. °49 ‘%-ton pickup, Air station wagon, $1,355*; (210) 4-dr., 
$350; Coronet 2-dr., $360. '47 1%-ton $1,100*; %-ton pickup, $1,000. ’52 SL 
cab and chassis, $220. '46 Coronet 4-dr., Deluxe 2-dr., $950; $750. '51 SL Deluxe 
$160. 2-dr., $695; %-ton pickup, $575. °50 SL 

FORD—’53 Main (6) 2-dr., $1,000; Ranch Deluxe 2-dr., $345. '49 SL Deluxe Busi- 
Wagon, $1,280; Custom (8) Victoria, $1,- ness coupe, $275; 4-dr., $490. °*48 SM 
550*, $1,490. °52 Custom (8) Dump Town sedan, $285. °47 FL Aerosedan, 


Truck, $500. '51 Custom (6) 2-dr., $530. 
*50 Custom (6) 2-dr., $490; Custom (8) 
2-dr., $555; %-ton pickup, $500. '49 Cus- 
tom (8) 4-dr., $315. 


$175. °45 1%-ton pickup, $195. 
DeSOTO—’50 Deluxe 4-dr., $560. 
FORD—’54 Crest (8) conv., $2,155*; 4-dr., 

$2,100; Custom (6) 2-dr., $1,675*. °53 








Wherever there’s business there’s 


. * 
Burroughs —'D 





ATA Citation— 


Walter F. Carey (left), past president of 
American Trucking Assns., awards a cer- 
tific to L. J. Purdy, general manager of 
Dodge, for the firm's “outstanding effort 
and special cooperation with the industry 


in disseminating 


importance of motor truck transportation 
and its concern for the adequacy of the 
nation’s highways." 


Custom (6) 
Crest (8) 4-dr., 
tom (8) 2-dr., 
(8) 4-dr., $690. 


2- 





Custom (8) 2-dr., $600; 4-dr., $590; De- 
luxe (8) 2-dr., $495. '49 Custom (8) 4- 


dr., $290. '47 (8) coupe, $135. °46 (8) 
coupe, $170; Super Deluxe 2-dr., $100. 
MERCURY—’52 sport coupe, $1,220. 
NASH—’51 station wagon, $490. ‘50 sta- 
tion wagon, $510; 2-dr., $360. 
OLDSMOBILE—'53 (98) Holiday, $2,050*. 
‘52 (88) 2-dr., $1,380*. '50 (88) club 
coupe, $725. 
PLYMOUTH—’53 Cranbrook 4-dr., $995. 
’49 Special Deluxe 4-dr., $370. '48 Spe- 


cial 4-dr., $265. '47 Special 4-dr., $190. 
"42 4-dr., $110. 

PONTIAC—’54 Chieftain Custom (6) Cat- 
alina, $2,300*. '46 Streamliner (8) 2-dr., 
$115. 

STUDEBAKER—’52 Champion Deluxe 2- 
éer., $800*; %4-ton pickup, $595. 

* * * 


— Auctions in Brief — 
N. LITTLE ROCK 


Arkansas Auto Auction. Every Tuesday 
(May 25). Prices steady, demand light. 
Sold 48 out of 113. 

+ * * 


MINNEAPOLIS 
Minneapolis Auto Auction. Every Wednes- 
day (May 26). Unsteady market. Prices 
dropping with consigners buying slower. 
Sold 71 out of 146. 
* * * 


FARGO, N. D. 


Tri-State Auction Co. Every Thursday 
(May 27). Merket picking up. Prices re- 
main stable. 


information about the 


MANHEIM, PA. 
Manheim Auto Sales & Auction, Inc 
Every Friday (May 28). Market good. Sold 
1&2 out of 266. 


dr., $1,120*, $970. ‘'52 
$1,140; 2-dr., $885; Cus- 
$945, $845. °51 Custom 
"50 %-ton pickup, $685; 





a 


Now, dealers can get simple, low-cost 
mechanized accounting and still conform 
to factory-recommended systems. The 
Burroughs Sensimatic will follow your 
present pattern of accounting from 
the original media, through distri- 
bution journals, customer accounts, 

and general ledger to the financial 
statements, but with much greater 
speed and ease. There’s no compli- 
cated change in system to worry about. 








Sensimatic handles many other jobs as 
well . . . service department . . . body 
shop ... accounts payable . . . to men- 
tion a few. And it is so easy to use that 
even beginners can do expert work. 


Changes in your accounting system or the 
growth of your dealership won’t make 
your versatile Sensimatic obsolete either. 
That’s because the exclusive sensing pan- 
els that control the automatic operation of 
the Sensimatic can be changed to meet 
your every need. 


So, if you want the “best deal in town,” 
get all the information on the Sensimatic. 
Call your nearest Burroughs branch. It’s 
listed in the yellow pages of your phone 
book. Or write Burroughs Corporation, 
Detroit 32, Michigan. 
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WEST HAVEN main branch is one of most modern truck service centers in New 
England . . . with 21,000 sq. ft. housing latest equipment, complete parts 

stocks, plenty of parking. Night service makes friends of both 

local and over-the-road operators. 





“Truck Operators in 
CONNECTICUT Look to WHITE 
for Right Truck!” | 


...WN. R. Heineman, President, 
CONNECTICUT WHITE TRUCKS, INC., 
New Haven, Conn. 


FAIRFIELD plant also prides itself on prompt, courteous service. 






Modern facilities win friends among operators in this area. 


“MODERN facilities are important for success in the 
truck business today,”’ according to N. R. Heineman, 
president, Connecticut White Trucks, Inc., of New 
Haven, “‘but the big thing is the WHITE franchise!” 


“White’s outstanding line of soundly engineered 
and constructed trucks to fit the need of any industry 
is winning many new friends and holding the old 
ones in the New Haven area,” he says. 


modern fleet of Whites—rolling bill- 
boards on New England streets and 
highways. 


Cleveland 1, Ohio 








WITH A ONE-PIECE VISOR FOR 
NEW GENERAL MOTORS STYLE 


COTT Beverage Corp., New Haven, operates o 


THE WHITE MOTOR COMPANY 


“We've backed the great line of White Trucks with 
modern service facilities .. . 
. +. experienced maintenance workmanship. Truck 
operators in these parts recognize the quality and 
integrity of White and its famous products. 


complete parts stocks 


* . * 


It’s the same story from coast to coast—White 
Distributors are expanding and modernizing because 
White is Right for more sales . . . more profits. 







For More Than 60 Years The Greatest Name in Trucks 





Wrap-around Windshields- 


Now the famous Peckat Customized Airform Auto Shade is ready 
for the brilliant new wrap-around windshield cars. Outstanding in 
construction features. It blends perfectly — a fitting compliment to 
the new windshield contour. This exclusive Peckat first lets you keep 
the profitable auto shade business, regardless of model change — 
there’s a Peckat Airform for most cars and trucks, new and old. 
Order from your jobber or write for full details. 


PONTIAC PECKAT CORPORATION 
t 9434 Highand Road, Pontiac, Mich. 











PECKAT 


Customized Airform 


AUTO SHADE 


One-piece All-Steel 
Construction 











AUGUSTA, Me.— The future is 
brighter than ever, and the auto- 
motive field has its greatest days 
ahead, according to 71-year-old 
Harold I. Goss, Maine’s secretary 
of state, who is scheduled to be 
elected national president of the 
American Assn. of Motor Vehicle 
Administrators next November. 


Goss lauded the work of the 
association, and gave credit to the 
group for initiating the develop- 
ment of a new sealed-beam auto 
headlight which he said will be 
used by all major makers next 
year. 

The new sealed-beam light, ac- 
cording to Goss, will keep “the 
beam down, yet spread it out and 
further down the road.” 


He also pointed to the locked-in 
license plate holder which will be 
coming out with the 1956 models— 
again a product of work between 
the manufacturers and the associa- 
tion’s engineering committee. 

These holders will prevent theft 
of license plates, offer longer life 
because they will be protected from 
damage and can be inserted in 
trunks from the inside, in special 
slots. 

Goss has been serving as the act- 
ing president during the recupera- 
tion period of President Al Veglia, 
who is California’s motor vehicle 
registrar. 

Goss is national first vice-presi- 
dent, and former regional presi- 
dent. 

The association, says Goss, has 
members in all states, and includes 


Centennial 
Niagara Falls Dealers Join 


In Paper’s Fete 


NIAGARA FALLS, N.Y. — The 
Niagara Falls Motor Trades Assn. 
has participated in the 100th anni- 
versary of the Niagara Falls Gazette 
with a full-page ad in the centen- 
nial edition stressing the impor- 
tance of the auto retailing industry 
to the city. 


The ad was captioned, “You| 
Should Know About Us, Your Auto| 


Dealers—We Too Are Building For 


A Greater And Better Niagara | 


Falls.” 

The ad said, in part: “Today in 
Niagara Falls, every automobile 
manufacturer is represented by 
fine, modern display rooms and 
fully equipped service departments. 
Over 25 splendid makes can be 
purchased... 

“We automobile merchants have 
invested in excess of $5,707,000 in 
real estate, inventories and equip- 
ment. Our annual payroll covering 
some 455 employes is over $2,358,- 
000.” 

The ad concluded that the dealers 
must have done a good selling and 
servicing job since Niagara Falls 
and Niagara County have “the larg- 
est per capita automobile registra- 
tion in New York State.” 





New for Upholstery— 


Paul E. Carr (left), executive vice-presi- 
dent of Goodall Fabrics, Inc., New York, 
and Peter E. Shea, plastics division man- 
ager, examine a run of new 25-ounce 
knit-back upholstery plastic which is said 
to offer the advantages of heavier knit- 
back coverings at a lower price. The 
fabric, called Elastic Goodallite, is avail- 
able in red, green, lime, brown, grey 
and saddle tan. 


Auto Future Held Bright 


Goss, AAMV A’s ‘Grand Old Man,’ Predicts 
Great Days for Industry 








the District of Columbia, the Cana- 
dian provinces, Puerto Rico and 
Alaska. 

In addition, he points out, the 
Automobile Manufacturers Assn., 
the leading companies, associations 
of trucking, bus and insurance 
concerns, the American Automobile 
Assn., the National Safety Council 
and both Army and Navy Trans- 
port groups send representatives to 
AAMVA sessions. 

Goss said that he will invite 
AAMVA to hold the 1955 session 
in Maine—“probably in Rangeley.” 

The group has six working 
committees which meet at least 
twice a year. They are driver li- 
censing and financial responsi- 
bility, enforcement, engineering 
and vehicle inspection, reciprocity 
and international regulations, 
safety, and registration and cer- 
tificate of title. 


AAMVA, with Washington head- 
quarters, has an executive director 
and an assistant, plus three field 
men, and operates on an annual 
budget of $177,000. 


Martens Directs 
Sales Analysis 


At Oldsmobile 


LANSING.—Ferd S. Martens has 
been appointed to the new position 
of director of sales analysis and 
distribution for Oldsmobile, is an- 
nounced by G. R. Jones, general 
sales manager. Martens will report 
to J. J. Dobbs, executive assistant 
to Jones. 

Nolan S. Walker will continue as 
ear distribution manager. Earl J. 
Duke has been named assistant car 
distribution manager to succeed 
Robert P. Hill, who has resigned 
to enter private business. 

There has been a general realign- 
ment of responsibility in the Olds- 
mobile sales department, according 
to Jones, in order to coordinate all 
the factors that directly affect the 
distribution of cars to meet dealer 
specifications. It marks a recogni- 
tion of the multitude of color, trim 
and accessory options that have 
been introduced in the industry in 
recent years. 

Working under Martens will be 
two field men to coordinate the dis- 
tribution program. They are Jack 
Gardner, former office manager-car 
distributor in Oldsmobile’s Wash- 
ington zone, who will be eastern 
distribution coordinator, and Gor- 
don L. Osborn, former district man- 
ager in Chicago, who will be west- 
ern distribution coordinator. Both 
will make their headquarters in 
Lansing. 

Martens, a 25-year Oldsmobile 
employe, was general supervisor of 
production schedules before his re- 
cent promotion. 


Electrical Manual 
To Start Series 


DETROIT.—The Automotive 
Electric Assn. has sent to press the 
first volume of a new technical 
training manual, titled “Automotive 
Electrical System.” 

This is the first of a planned 
series. Additional volumes on fuel 
systems and magneto ignition are 
in prospect. ; 

The illustrated manual was spe- 
cially prepared for use in trade 
schools and automotive service 
schools. In addition to covering the 
fundamentals of electricity, it pro- 
vides information on construction 
and operation of each of the units 
which make up the automotive elec- 
trical system on the modern motor 
vehicle, 

Information regarding distribu- 
tion of the manual is available from 
Automotive Electric Assn., 16223 
Meyers, Detroit 35, Mich. 


Smith Chevrolet Fills Post 

Murry Lacy has been appointed 
vice-president and general manager 
of Smith Chevrolet Co., 2600 Main 
St., Houston. 


Pa Sreeae aan ti 








New-Car Supply 
Of Ford Dealers 
Put at 100,000 


LOUISVILLE. — Dealers of the 
Ford division have “purposely” 
built up a stock of about 100,000 
cars, according to Lewis D. Crusoe, 
general manager. 

“This adequate stock position,” 
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Canada Trucking Data Is Sought 


MONTREAL.—Emergence of the 
trucking industry as a formidable 
competitor of Canadian railways 
has caught the Dominion Bureau 
of Statistics short on trucking data. 
The bureau therefore has decided 
to seek such data as dollar value of 


traffic, mileage covered, ton-miles 
carried, and number and size of 
trucking firms. Also sought will be 
information with respect to ton- 
mile costs. Similar statistics have 
long been available with respect to 
all Canadian railroads. 


ress 





t ae | tn ek tive “over gts Crusoe said, “is the only way to| 
me to 1520 : Se ver six es maintain steady employment in|» 
customers and on 279i Ford plants and to meet the mar- 





ket we know exists.” 





(Factory sources in Dearborn 
said that, as of May 20, Ford deal- 
ers had a 24-day stock of new cars.) 

With 100,000 cars spread out 
over a dealer body numbering 6,- 
564, the average stock carried by 
Ford dealers thus ig 15.2. The 
latest Automotive News index, com- 
piled as of May 1, stood at 146 
cars for all dealers handling all 
makes, 

Crusoe spoke here last week be- 
fore 200 business, professional and 
educational leaders at a meeting 
sponsored by Ford’s Louisville 
community relations committee. 

Shunting aside criticism that the 
industry was overproducing, 
Crusoe said this was the first year 
that it was able to prepare itself 
properly for the spring and early 
summer selling season. 

He said that 15 million Amer- 
ican families still owned no car 
and that 12 percent of the cars in 
use were prewar “relics.” 

The Ford assembly plant here is 
being expanded to produce 880 cars 
a day. It now makes 300. 
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Money in Cars? 


Thieves Visit 3 Mo. Firms 
In Single Day 


; JEFFERSON CITY, Mo.—The 
oo _ | rating of auto dealers still remains 


. ig high with thieves. All these in- 
CUSTOMER CONTROL INC. cidents occurred the same day: 
LONG ISLAND CITY 1, N. Y. 


Sexton Motor Co. (Ford) was 
visited by someone who took a 
;drop cord, a sun visor, a tire, a 
wheel and a steering wheel cover 
from the used-car lot. 

M&W Motors, used-car concern, 
lost a set of fender skirts. 

Nebel Motor Co. (Cadillac-Olds- 
mobile) lost eight hub caps. 


Probe 


(Continued from Page 2) 








YOU NAME IT — WE BUILD IT 


PU me mete 
CCC Cae a ee 
specific needs... 


THE HERMAN “FORWARD 
CONTROL” Delivery Body 


Trim, modern, with c P 


tracted to deliver cars exclusively 
to that dealer in that area. 

“That one little right,” said Whit- 
ten, “was all that kept such con- 
tracts from being unilateral. Other- 
wise, the contract was one-sided in 
favor of the manufacturer.” 

“As I recall,” he added, “the com- 
pany did not guarantee to deliver 
a single unit, but the dealer had to 
agree to accept units and to order 
as much as a year in advance, all 
for the protection of the manufac- 
turer.” 

He told Automotive News that 
his bill was the result of years of 
acquaintance with car manufac- 
turing and selling and knowledge 
of the “short end” dealers had 
taken for a long time. 

He said “My bill is off the cuff, 
because I think the time is ripe 
for it and I was greatly interested 
in the recent House resolution of 
Rep. Crumpacker.” 

In his statement Whitten re- 
ferred back to the following recom- 
mendation of the Federal Trade 
Commission in 1939 as the result of 
its inquiry directed by Congress: 

“It is recommended that present 

| unfair practices be abated to the 
|end that dealers have (a) less re- 
striction upon the management of 
their own enterprises; (b) quota 
requirements and shipments of cars 
based on mutual agreement; (c) 
| equitable liquidation in the event 
}of contract termination by the 
| manufacturer; (d) contracts def- 
|inite as to mutual rights and obli- 
gations of the manufacturers and 
the dealers, including specific pro- 
vision that the contract will be con- 
tinued for a definite term unless 
terminated by breach of reasonable 
conditions recited therein.” 
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BODY COMPANY 


ST. LOUIS 10, MO. 








CHROME CRAFT 
EMBLEMS 











Finest Advertising Em- 
.blems Made. Permanent, Af- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 
DOUGLAS ALSO men. Write for Free Sample Without Obligation. 
MANUFACTURES Some Sales Territories Open for Top Salesmen. 


Scotchlite Ads - License Frames 


Rear Deck Plates 


Spear Sells Police 
E. R. Spear (Plymouth), Phoenix, 
Ariz., reports the sale of eight new 
Plymouths for use in the city’s 


| 
| 
| OUGLAS CO. 


5 Role ea mitted a low bid of $15,196. 








police department. The firm sub-| 





21-FOOT UMBRELLA FOR CAR LOTS— 


The McFarland “GREAT” UMBRELLA (21-foot spread) 
“GREAT” UMBRELLA that turns, cre now working 


and new “WHIRLABOUT,” the 
for progressive lots in 43 from 


states, 
coast te coast. A “GREAT” UMBRELLA will make your lot more attractive—hel sales 
and make you money! For full information, call, wire or write McFarland “ at” UM- 
BRELLA CO., Division of McFARLANO Awning Corp., 742 S$. W. 8th Street, Miami, Florida. 





WHAT should you find 


in your Used 





LG 

YEAR MODEL 

SERIES DESIGNATION 
AVERAGE RETAIL VALUE 
AVERAGE “AS IS VALUE 
AVERAGE LOAN VALUE 
WHEELBASE 

Bra el ao 
SOOT OE 

MOTOR NUMBERS 
SHIPPING WEIGHT 


TIRE SIZE 


team alia 4 


INSURANCE SYMBOLS 
7 G0) OM ses ae ia: 
MECHANICAL SPECIFICATIONS 


IDENTIFICATION DATA 


Car Guide? 
is ZB SS— 





Your used car guide should include 


detailed information about the year, make, 
model, serial number, insurance symbols 
and all other specifications necessary for 
quick identification of thousands of auto- 
mobiles. And in. the NADA Official Used 
Car Guide you will find all of these features. 


But the most important element in any 
used car guide is Tencatubie price infor- 
mation. On this score the NADA Official 
Used Car Guide has become the recognized 
authority in the used car guide business. 


No matter how accurate the market in- 
formation is at the time of printing, it loses 
its value unless it’s in your hands while still 
current. That is why the NADA Official 
Used Car Guide is published every 30 days, 
with separate editions for six different re- 
gions, making it possible to pinpoint condi- 
tions in your specific market. 

In the NADA Official Used Car Guide 
you'll find all the reasons why more auto- 


mobile dealers, financial, banking and insur-, 


ance companies use and depend upon this 
complete, accurate and up-to-date service 
than on any other publication of its kind. 


only $7 per year 


(quantity prices on request) 


Nationa Automosite DeAters 
Useo Car Guive Co. 


1026 17th STREET, N.W. © WASHINGTON 6, D.C, 
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Smoky Hill Motors (Packard- 
Willys), Salina, Kans., has reopened 
under new management. Tom 






Smoky Hill Reopens in Salina, Kans. 
Smith is general 





Wolford, parts manager. 


ADVERTISEMENT 


YOU ALL COME !! 


Come to Buy 
Come to Sell 
Come Each Tuesday 


ARK AUTO AUCTION 


1815 E. BROADWAY N. LITTLE ROCK, ARK. 








YOU CAN NOW 


DRIQUICK Infra-Red 
Baking Ovens Cot Only 


AAPA eee 


THE PROFIT 
FROM A SINGLE EXTRA JOB 
A MONTH MORE THAN PAYS FOR IT 


Now lack of cash can’t stand in your way! Now 
you don’t have to invest a cent in order to enjoy 
the use of driQuick infra-red baking ovens that 
double and triple any shop’s volume and profits. 


Now you can meet tougher competition by cap- 
turing more dent, panel and all-over paint jobs 
at prices that will attract more customers... 
and you will turn out “factory-finish” quality. 


DriQuick ovens often eliminate the need for 
building costly new paint shops, because they 
enable you to do double the amount of work 
with the same space 


and overhead. 


DRY CLIME 
LAMP CORP. 


Greensburg, Indiana 


On West Coast: Dry Quick Sales Co., 
4710 Crenshaw Bivd., Los Angeles 


-————— Mail This Coupon Today ———-—-—-— 
Dry Clime Lamp Corp., Greensburg, Ind. 

Dept. A 
Please send me more information on the driQuick leasing plan. 


Name......... ; 


Company ........ 
Address... 
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manager; Flo 
Gonder, office manager, and Warren 















P10 
Nash Scholarship— 


Ben Hogan (right), nationally known 
golfer, and Don Neer, sports director of 
the U. S. Junior Chamber of Commerce, 
look over the trophies and scholarships 
offered by Nash for the Jaycees’ ninth 
annual international junior golf champion- 
ships. A total of 25,000 golfers will 
compete this summer for these awards, 
with the finals to be held in Albuquerque, 
N. M., Aug. 16-21. National Golf Day 
receipts help finance this program. 


Pair Found Guilty 
Of Tax Gyp After 
$100,000 Robbery 


ERIE, Pa.—Two Bradford (Pa.) 
auto dealers, victims of a $100,000 
robbery, were sentenced in Federal 
Court after pleading guilty to 
charges of income-tax fraud. 

Raymond Rink was sentenced to 
a@ year and a day in a Federal peni- 
tentiary. His brother, Paul Rink, 
was placed on three years proba- 
tion and fined $4,000. The two op- 
erate Rink Brothers (DeSoto-Plym- 
outh), Bradford. 

Federal Judge Rabe Marsh ex- 
plained that illness of Paul Rink 
saved him from a jail sentence. 

Special Agent Theodore A. Givler, 
of the Treasury Department Intelli- 
gence Divisions, testified that Gov- 
ernment attention was drawn to 
the Rinks after they reported the 
theft of $100,000 from a safe in 
their Bradford home in June, 1951. 

Givler said his investigation dis- 
closed 425 automobile sales were 
entered incorrectly in the partner- 
ship books in the period from 1947 
through 1950, resulting in $91,567 
understated profits. 


Munn | 


(Continued from Page 3) 


contract, pensions and a yearly 
increase in income to take care 
of the increased cost of living. 

So, factories don’t need to act 
together on a dealer contract. When 
one factory negotiates an improved 
contract, the other factories will be 
forced into the same line of action 
under the penalty of having their 
dealers jump to the manufacturer 


with the more liberal contract. 
m * . 


The Same Deal 
PACTORIEG have always at- 

tempted to keep dealers divided 
on contract negotiations. They 
claim it is an individual relation- 
ship between themselves and deal- 
ers. This argument, of course, falls 
flat on its face because all dealers 
are offered the same deal. 

What NADA needs more than 
anything else in contract negotia- 
tions is the strong support of the 
dealer body. Dealers must be unit- 
ed. It is the only way in which free- 
dom can be obtained. Collective 
security has always been the fore- 
runner of freedom. 

We cannot now (and we never 
have in the history of the world) 
obtain freedom of individual en- 
terprise unless individuals will 
stand together collectively to fight 
for principles. 

So this appeal is not to be criti- 
cal of factories, but to point out the 
only method by which the dealer 
group can obtain freedom, namely, 
the joining together under the lead- 
ership of NADA to take the steps 
that not only protect their invest- 
ment but assure the future develop- 
ment and progress of the entire in- 
dustry. 


Lawrenceburg, Ky., destroyed three 
trucks, a 1954 car and supplies, 
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White Bros. Hit by $75,000 Fire 
A fire at White Bros, Garage, 





one of the owners. 


causing a loss of approximately 
$75,000, according to J. R. White, 


There are 1.3 passenger cars 


per family in motor-minded Oregon! 


That's right . . . Oregon families own 30% more 
-cars than the U. S. average! 


KEEP THIS RICH MARKET SOLD WITH 


THE OREGONIAN ... Oregon's Growing Newspaper! 


Latest ABC Publishers’ Statements show that the Oregonian's 
circulation has increased by more than 5% since 1950. Now, 
The Oregonian is Portland's and Oregon's 


more than ever, 
largest newspaper! 


229,132 Daily 
292,332 Sunday 


ech 


! Represented Nationally by Moloney, Regan & Schmitt, inc 


_ CORR 
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"HOLD IT! WHEN 1 TOLD YOU T0 GO 70 HEIL, 
| WAS REFERRING T0 THE COMPANY THAT MAKES 
THOSE TIME AND MONEY SAVING HEIL BODIES!” 


SUBFRAME construction of Heil Bodies have both cross 
members and long members interlocked and welded into 
a single assembly to prevent sagging of body floor. This 
reinforced steel subframe is welded integrally with the body 
to support the load uniformly and distribute the lifting 
forces of the hoist without bulging or distortion. 


Other Heil features your customers look for include: 
weight-saving design for bigger pay loads and lower oper- 
ating costs; sturdy construction for long service life; a choice 
of hoists and bodies matched to the truck and the load. 


Keep your customers satisfied . . . call your Heil distributor 
today about the advantages of dealing with Heil. 


HEIL HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame takes all 
stresses without transferring 
any stress to truck frame. 


ALWAYS SPECIFY HEIL 


BH 


THE HEIL co. 


DEPT. 5964, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 


Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
los Angeles, Seattle. 
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delivery, within 60 days after re-| misleading advertising in connec- 


9.Man Commission Asked . . . 


Maker-Dealer License 


Considered in La. 


(Continued from Page 1) 


bill, for obtaining a license would 
be next Jan. 1. 


The schedule of proposed fees 
calls for $100 for manufacturers, 
distributors, wholesalers, factory 
branches and distributor branches; 
$15 for dealers, factory represent- 
atives and distributor represent- 
atives, and $3 for salesmen. 

* * +. 


7 bill proposes that a license 
may be suspended or denied in 
the case of any manufacturer, dis- 
tributor or branch who: 

1. Coerces or attempts to in- 
duce any dealer to order or ac- 
cept delivery of any vehicle, ap- 
pliance, equipment or parts and 
accessories not voluntarily de- 
sired, 

2. Coerces or attempts to induce 
any dealer to order or accept de- 
livery of any vehicle with special 
features, appliances, accessories or 
equipment not included in the list 
price of the vehicle as publicly ad- 
vertised by the manufacturer, 

3. Coerces or attempts to induce 
any dealer to order for any person 





Minn. Group Sets 
Dates for Two 
District Meetings 


MINNEAPOLIS.— (UTPS) —Two 
more district meetings have been 
scheduled by the Minnesota Auto- 
mobile Dealers Assn. in southern 
Minnesota. 

The meetings will be held at the 
Saulpaugh Hotel, Mankato, Thurs- 
day (June 10), and at the American 
Legion Hall, Marshall, Friday (June 
11). 

Co-chairmen for the Mankato 
meeting are Perry Brakke and 
Charles Butler, president of the 
Mankato Automobile Dealers Assn. 

Herman Miller, past president of 
MADA, is assisting with arrange- 
ments. 

Charles H. Lutz is chairman of 
the Marshall meeting, assisted by 
Richard O’Connell jr. 

Both meetings will discuss boot- 
legging. the 1955 legislative pro- 
gram, labor matters, title law, 
junker program and the State mo- 
tor vehicle department. 

Sixty-two dealers attended the 
regional meeting at Brainerd, and 
121 dealers gathered at St. Cloud. 


Labor 


(Continued from Page 6) 


because the dealers’ counsel, Arthur 
Stringari, was engaged elsewhere. 

Meanwhile, the drive of the AFL 
Building Service Employes to or- 
ganize the salesmen employed by 
members of the Associated Auto- 
mobile Dealers of St. Paul has col- 
lapsed. 

Last week the NLRB reported 
dismissal of a petition for an elec- 
tion, explaining: 

“On the basis of payroll in- 
formation submitted as a com- 
pany exhibit subsequent to the 
close of the hearing, the Board is 
administratively satisfied that the 
petitioner has not made a suf- 
ficient showing of interest among 
the salesmen sought by the peti- 
tioner to warrant proceeding fur- 
ther in this case.” 

In Pittsfield, Mass., the NLRB 
has permitted the AFL Machinists 
to withdraw its petitions for elec- 
tions at V. Motors (Studebaker) 
and Milton Motors (Packard). 

In the San Francisco area, AFL 
Automobile Salesmen of Local 1095 
have been granted strike sanction 
in their contract dispute with the 
East Bay Motor Car Dealers Assn., 
involving 54 dealers and 400 sales- 
Men. 

The Alameda County Central La- 
bor Council, in authorizing the 
strike, appointed a five-man com- 
Mittee to meet with dealer repre- 
sentatives in an attempt to reach 
& settlement. 

The dealers instituted a new con- 
tract following expiration of the 





_ Previous contract on Apr. 30 


any parts, accessories, equipment, 
machinery, tools or appliances. 
* 


* * 
4 REFUSES to deliver to any 
* franchised dealer any vehicle, 
advertised publicly for immediate 


Texas 


(Continued from Page 3) 


Motors Corp., Ford Motor Co. and 
Chrysler Corp., the fact that such 
sales practices . . continue to 
flourish in the trade territory of 
the Beaumont Automobile Dealers 
Assn. and that such is creating a 
very chaotic condition in the retail 
market for new automobiles and is 
threatening the continued existence 
of some members of the associa- 
CO ce” 


ceiving the order. 

56. Unfairly, without due regard 
to the equities of the dealer and 
without just provocation, cancels 
the franchise of any dealer. The 
nonrenewal of a franchise with- 
out provocation, says the bill, 
shall be deemed an unfair can- 
cellation regardless of the terms 
or provisions of the franchise. 

6. Refuses to extend to a dealer 
the privilege of determining the 
mode or manner of available trans- 
portation facility which he wishes 
to use in making deliveries of new 
vehicles from the factory. 

2 * + 

HE license of a dealer or sales- 

man, under terms of the bill, 

may be denied or suspended if he: 

1. Requires a vehicle buyer, as a 
condition of sale and delivery, also 
to purchase special features or ac- 
cessories not desired or requested. 

2. Represents and sells as new 
and unused any vehicle which 
has been operated for demonstra- 
tion purposes or which is other- 
wise a used vehicle. 

3. Resorts to or uses any false or 





Evolution is the random development of 


existing things—progress, on the other hand 
ts development with a definite goal in mind. 
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tion with his business. 
* ” - 

N ADDITION, licenses of any 

person or organization covered 
under terms of the bill may be 
denied or suspended for any of the 
following reasons: 

1. On satisfactory proof of unfit- 
ness, 

2. For fraud or misstatement in 
the license application. 


3. For wilful failure to comply 
with provisions of the licensing 
act or with any rule or regulation 
adopted by the commission. 

4. Change of condition after li- 
cense is granted or failure to main- 
tain qualifications. 

5. Continue or flagrant violation 
of any rule or regulation of the 
commission. 

* 


Bill Would Amend 


La. License Statute 


BATON ROUGE, La.—A bill to 
amend a portion of Louisiana stat- 
utes, relative to the Vehicle Certifi- 
cate of Title Law, has been intro- 
duced in the State Legislature. 

The bill provides that an appli- 
cant for a dealer’s or wrecker’s 
license, or a licensee, may have a 
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license denied or cancelled if he: 

1. Makes any false statement of 
a material fact in his application. 

2. Has sold or offered for sale any 
new vehicle without having such 
authority under a contract with a 
manufacturer. 

3. Has no established place of 
business. 

4. Has failed to comply with pro- 
visions of the law. 


Holiday Hints 
Ford Exhibit Aids Travelers, 


Down to Photos 


DEARBORN.—A national travel 
service display for prospective va- 
cationers has been opened at the 
Ford Rotunda here. 

The display, called Holiday Hints, 
features an animated map indicat- 
ing the best routes to travel from 
the Detroit area to all points of 
the nation. 

Visitors planning trips may take 
advantage of personalized routing 
services emphasizing major points 
of interest. 

Travel literature will be available 
on the various resort areas, and 
at a “Photo Hints” booth visitors 
will get advice on techniques of 
taking vacation photos. 





4 hil ath 


REO MOTORS, in the designing of the 

Gold Comet engine, started from the ground up 
with a clear picture of their objective—to 
produce the most modern powerplant on the 
road. The result speaks for itself... the REO 
Gold Comet is the most truly modern truck 
engine that has been produced since the war. 


REO Motors, Inc. - Lansing 20, Michigan 





investigate a franchise today 
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equipment at the company’s Bu- 
Timken Bucyrus Plant saan geen 

To Install 6 Furnaces The furnaces, scheduled for in- 
stallation by December, will car- 


CANTON, O.—A. L. Bergstrom, | purize, harden and temper bearin 
engineering vice-president of Tim-| parts ‘at a capacity rate of 4,300 
ken Roller Bearing Co. has an-| pieces per hour. 
nounced plans to install six fur- Also on order are 16 automatic 
naces costing $360,000 and auxiliary | screw machines. 








Another Macton First! 








The New Paravane Turntable!* 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 
sive features. The construction is all-welded tubular steel, designed 
for the center of gravity of the modern car. Built-in rotating elec- 
trical outlet for interior car lighting. Special 

wheel pads with a two inch ground clearance $ 5 4 500 
makes the turntable almost invisible when in 

use. No special anchorage or foundation re itis ici tiie 


quired . . . just plug it in to your nearest itn Gb ae eee 


electrical outlet. catalog 10 p. 
*Patent Applied For 


MACTON MACHINERY CO., INC. 
DYKE LANE bd STAMFORD, CONN. 
NOW! 4.mone 
: WAYS TO 
MERCHANDISE 
er Ved 3 


DELIVERY COSTS === 


Does All Operations — OPEN, LOADING 
CLOSE—LIFT, LOWER with only 
ONE CYLINDER 


A powerful freight elevator on the back of palpated 
your truck that lifts or lowers Any kind of load ES 
Faster in perfect safety to operator and mer- 
chandise. Now Anthony Lift Gates do Aili 
operations faster by eliminating extra time- 
consuming operations. Uses only ONE cylin- 
der and ONE control lever. 


New Brochure shows HOW bead tik) 
—you can cut your trucking Mili 

costs up to 50%. Send for 
your copy today—no obliga-. 


ANTHONY 
COMPANY 


STREATOR, ILL., DEPT. 5404-8 
















STOP 




















Patd. & Pats. Pend. 
U.S. and Foreign 








ANTHONY mie way ro make time pay 


LIFT a GATES 











Letterbox 


(Continued from Page 4) 

with the dealer. This is quite ob- 
vious. In any business, particu- 
larly in the larger dealerships, 
delegation of authority is invest- 
ed with de partment heads or 
supervisors who are especially 
qualified to carry out the policies 
of the oganization. They are in- 
vested with the power to meet 
any and all problems that may 
arise. 

This letter is written with no in- 
tention of proving Mrs. C.S.T. 
wrong, but rather to clarify in her 
mind and the minds of many other 
customers that service managers, 
on the average, do not mean to be 


‘| discourteous or indifferent to their 


customer clientele.—M. S. GINGERICH, 
Highspire Garage (Chevrolet). 
Highspire, Pa. 


* * * 


Salesmen’s Booklet 

Please send me John Munn’s 
booklet “Letters to Salesmen.” I’ve 
found them very helpful and en- 
couraging—E. C. Smrru (Chrysler- 
Plymouth), Whitney Point, N. Y. 

° * = 

Enclosed you will find our check 
for $1. We would appreciate receiv- 
ing your booklet, comprised of the 
first 26 letters, “Father-to-Son” on 
selling. — Ken Noste, Floyd Rice, 
Inc. (Ford), Detroit. 

* * * 

Please send two booklets. Early 
delivery would be appreciated. — 
Lande Motors Limited (Buick-Pon- 
tiac), Montreal. 

* * x 


Please forward the booklet to— 
J.-F. Matone, Pontiac Motor Divi- 
sion, Pittsburgh. 


* * ® 


Please send us one set of reprints 
of “Dad’s Sales Letters.”—F. Gres- 
HAM WALL, sales manager, Colum- 
bus Fiber Mills Co., Richmond, Va. 


x * * 


We'd like 25 copies of your book- 
let, entitled “Letters to Salesmen.”— 
Ropert E. Cook, zone sales promo- 
tion manager, Chevrolet Motor Di- 
vision, Memphis. 

* * * 

Will you kindly send me the 
booklet of your first 26 sales letters 
that appeared in Automotive News? 
— Mrs. Lituian Roperts, Washing- 
ton. 


* . * 
| 
Please send booklet, “Letters ~ 
Salesmen.” — CHarLes W. MatuHey, 


Liberty Motor Co. (Dodge-Plym- | 
outh), Dickman, Wash. 


Sales 


(Continued from Page 2) 
priced car. he replaced it with a| 
high-priced car. He added: 

“I'm not ashamed to admit that | 
for the first time in 15 years I’m! 
not making money. But I’m still the | 
master of my own house.” 

* * * 


yous sharp tuck taken in the 
used-car market last week was 
not apparent at first glance at the 
overall average price, which 
dropped only $3 to $844. The over- 
all decline was limited, however, 
by the booming $108 gain on ’54s, 
which propped up the average for 
the entire list. 

Observers said the gain in ’54s 
could be attributed to the pro- 
portionately greater number of 
expensive cars among the ’54s 
auctioned last week. They felt 
the telling indications came in 
the other models, where ’53s 
dropped $47; ’52s fell $34; °48s 
went down $25; ’50s declined $22, 
and ’51s retreated $14. 

Only two small gains were noted: | 
’49s went up $5 and ‘47s advanced 


5 | 

The price spread between models | 
was drastically shaken up last 
week. After market adjustments, 
the price spread was (previous 
week’s spread in parentheses): 754 
to '53, $759 ($604); ’53 to ’52, $412 
($425); '52 to ’51, $251 ($271); ’51 to 
50, $204 ($196); 50 to '49, $143 
($170); °49 to '48, $145 ($115), and 
’48 to '47, $41 ($72). 


White Put Out of Action 


IOLA, Kans.—Bud White, Chev- 
rolet dealer here, received a frac- 
tured leg while working at his 
used-car lot. He was helping to 
place a new body on a truck chassis 
when a service truck being used on 
the job ran over his leg. 
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IHC Dealership Set for Kalamazoo 
McCormick Farm Equipment, International Harvester Co. The 
Store has been opened at 1123 King| store is managed by J. P. Neve, 
Highway, Kalamazoo, Mich., han-/| formerly manager of the IH branch 
dling trucks and other products of! at Grand Rapids, Mich. 
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Td WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
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Rubatex goes into first place with automotive 
engineers because of its many economy factors, too. 
Most gasket requirements can be cut from sheet 
stocks in soft, medium or firm grades—no need of 
expense for special coating or molded-on skin — 
and Rubatex gaskets are found to be cheaper and 
more dimensionally accurate than molded 


parts. If you've never used For air that protects— 
use Rubatex 










Rubatex — why not give it a test? 


Write for our latest catalog, Dept. AN-6, 
Great American Industries, Inc., Rubatex 
Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 
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The Original and Finest 
AUTO WARDROBE RACK 


““HANG ALL” 


Made by Damar! — Fits Any Car! 


4 ¢ 











Vehicle Exports Rise 


14% in 4 Months 


exports were 124,231, or 4.8 per- 
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6% of Output Shipped Overseas... 


going abroad. Only 19,475 were 
shipped out of the country in April. 
o os * 


A PROPORTIONATELY greater 
number of trucks wound up on 
foreign roads. April was the top 
month so far this year for such 
shipments, when 17.86 percent of 
all factory sales were exports. 

A year ago in the same month, 
exports were only 9.44 percent. 
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The four-month total by units 
this year is 60,584. 

In total vehicles, the best month 
for 1954 so far has been February, 
when 6.73 percent of the factory 
sales went abroad. 

By sheer volume, however, the 
peak was reached in March when 
37,536 units were exported, although 
the percentage figure that month 
was only 5.92. 








P [ETROIT.— Export sales of motor 
\ vehicles in the first four months 
showed an increase of 14.6 percent 
over the corresponding period of 
last year, the Automobile Manufac- 
turers Assn. said last week. 
Shipped abroad through April 
were 142,356 units, or 6 percent of 
factory sales totaling 2,350,044, 
AMA said. In 1958, four-month 


N. Y. Dealers Urge 


cent of a total of 2,572,390 vye- 
hicles. 

In the first four months of the 
year, export of cars increased only 
7.7 percent over the same period of 
1953, while truck exports were 25.4 
percent greater than last year. Ex- 
ports of motor coaches, in the first 
four months, declined 3.4 percent 
from last year. 

* 















































Prevents Wrinkles! Holds 32 
Garments Full Length! 


HANG ALL clips on— 
clips off —in an instant. 
Hangs clothes full length, 
| wrinkle free and holds up 
to 32 garments (100 Ibs.) 
Can be installed or re- 


Original Hang- 
All Advertised in 
leading Maga- 
zines to Create 
Thousands of 


* * 


OF THE 1,967,434 factory sales of 
cars in the first four months, 


my 
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*except in Ohio 


Goodwill Scholarships 


CLEVELAND.—A public rela- 
tions program has been an- 
nounced for new-car dealers in 
the Cleveland area. 

The Cleveland Auto Dealers 
Assn. will award scholarships to 
two teachers to attend a Human 
Relations Workshop sponsored by 
the National Conference of Chris- 
tians and Jews. 


SEE YOUR JOBBER OR WRITE US DIRECT 


DAMAR PRODUCTS INC. 


20-6 Damar Bidg. Newark 5, N. J. 


said, carry no insurance and have 
no financial responsibility rating. 

Commenting on compulsory mo- 
tor vehicle inspection, Frame fore- 
cast that at least 250,000 unfit cars 
would be ruled off the road the 
first year after the law goes into 
effect Sept. 1, 1955. 

Turning to unscrupulous sales 
methods, Frame said the “would 
you take” racket was “worst of all.” 
In many cases, he said, motorists 
become involved in a vicious hoax. 


Chicopee Dealers 


Join Race Event 


HOLYOKE, Mass.—The Chicopee 
Motor Dealers Assn. last week 
voted to hold an exhibit at the 
sports car race program, June 13 
at Westover Field. Put on display 
will be cars and trucks handled by 
all Chicopee dealers. 

Attending the meeting were A. J. 
Stonino (Cadillac - Buick - Oldsmo- 
bile); Harold Kent (Ford); J. A. 
Kuchta, of Cook’s Motor Sales 


ASK FOR PROOF? ou, necreis fois 


mon will present all the facts without obligation. You 
still have time to cash in this season if you write today. 


THE STUYVESANT INSURANCE COMPANY 


953 Hamilton Street Allentown, Pennsylvania 


YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
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PUBLISHING COMPANY 


e Washington 7, D.C. 
ANCISCO BOSTON 


© CASABLANCA 


ARMY TIMES 
3132 M St. N.W. at as 

NEW YORK CHICAGO LOS ANGELES aa 

LONDON PARIS FRANKFURT ROM 


using our plan to increase Sales 
and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING 
PLAN 


Memo from Bill Parker 


er 
(Chrysler-Plymouth); H. L. Bee- ertising Manager, 
SANZO SPECIALTIES croft, (Chevrolet J.C. Chrapel, To: Mr. Bruce A- Miller Ae or —. 

s. car wi i n : e 
a - p tage torre nae Pe Taseas Geoae elen - Paumels}: Plymouth Divis on, 


E. Authier, of Chicopee Motor Sales 
(De-Soto-Plymouth); Joseph Wilk 
(Hudson); Donald Moore (Nash), 
and Charles Almeida (Kaiser- 
Willys). 


Studechaker 


Box 68-A Endicott, N. Y. 





Dear Mr. Miller: 


Congratulations on you 


Plymouth. Here 
ad chief © acatek tenure. 





8 
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te wishing you & 
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Shirt-Sleeve Campaign 
Mapped by Studebaker 
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America’s SOUTH BEND.—Managers of the 
FINEST 19 — offices of Studebaker 
made plans for an early summer ’ 
Hea ter “shirt sleeves” selling campaign in ARMY TIMES 
a meeting last week with C. K. R FORCE TIMES 
For ‘53-’54 Whittaker, executive vice-president. Al 


“The campaign provides for close 
cooperation between the factory 
and dealers,” Whittaker said. 

“We are confident,” he added, 
“that this all-out drive will result 
in stepped-up sales and in Stude- 
baker receiving a more normal 
share of the market during the 
early summer buying season.” 
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Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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Vukovich Repeats 1953 Victory ... 


What’ s Ahead in ‘500’ Race? 


noon Gee 


INDIANAPOLIS. — Unless some 
new designs for racing engines or 
body suspension units are success- 
fully introduced in the near future, 
the winning combination at the 
Memorial Day 500-mile race here 
will have the best Meyer-Drake en- 
gine mechanic, the fastest pit crew 
and the driver with the greatest 


stamina. 

Bill Vukovich, 35-year-old race 
driver from Fresno, Calif., had 
the best combination to win the 
500-mile grind this year for the 
second time in a row. In doing 
so, he joined Wilbur Shaw, now 

president of Indianapolis Speed- 
way, and Mauri Rose, now a 
Chevrolet engineer, as 
man ever to accomplish this feat. 

The second successive victory 
was also scored by the No. 14 Fuel 
Injection Special, owned by Howard 
Keck, wealthy Californian. Except 
for a new differential, the same car 
rolled into Victory Lane for the 

second year. 

A speed record for the race was 
established. Vukovich averaged 
130.840 miles an hour for the 500 
miles to beat the former record of 
128.922 m.p.h, set by Troy Ruttman 
in 1952, Vukovich started the race 
in 19th position, with Jack Mc- 
Grath, driving the No. 2 Hinkle 
Special, on the pole. McGrath fin- 
ished third. 

Competitors must take off their 
hats again to Vukovich’s pit crew. 
Last year, the crew was lauded for 
keeping pit stop time down to 2 
minutes, 46.04 seconds for three 
stops. This year, Vukovich made 
only two pit stops, and total time 
lost in the pits was 1 minute, 42 
seconds. 

The importance of a good pit 
crew was perhaps never more pro- 
nounced than this year, for so 
many of the cars were nearly sim- 
ilar. All 33 starters were powered 
by four-cylinder Meyer-Drake en- 
gines with about 270 cubic inch dis- 
placement. Other engines were en- 
tered for the time trials, but could 
not make the field. 

In addition, 22 of the 33 start- 
ing cars were equipped with Kur- 
tis-Kraft bodies. Kurtis-Kraft is 
owned by Frank Kurtis of Cali- 
fornia, 

With this surprising uniformity 
among the starters, the importance 
of preparing the car properly be- 


Cadillac Sets Up 
Seven Additional 
Sales Districts 


DETROIT.—Cadillac has set up 
seven new sales districts in the 
eastern and western sales divisions, 
according to an announcement 
made last week by J. M. Roche, 
general sales manager. 

The division’s two new sales dis- 
tricts in the eastern division are 
centered in Charlotte, N. C. and 
Jacksonville, Fla., while the five 
new districts set up in the western 
division are in St. Louis, Milwau- 
kee, Omaha, Oklahoma City and 
Houston. 

The creation of these seven new 
districts is a result of changes 
made in previously existing dis- 
tricts to more evenly balance areas 
of responsibilities, Roche said. 

As a result, Roche said, Cadillac 
“will be able to provide increased 
assistance to authorized distribu- 
tors and dealers everywhere.” 





Glass Is Leading Cause 


Of Tenn. Car Rejects 


KINGSPORT, Tenn.—Defective 
glass accounted for the largest 
number of rejects here in the free 
auto safety inspection program 
sponsored by Look Magazine. 

Of a total of 1,545 cars inspect- 


es, SP anes near hts, 120; 
112; front lights, 101; 
91; steering, 52; wind- 
shield wipers, 17, and horn, three. 





fore the race and maintaining it 
most efficiently during the race is 
apparent. With Vukovich averaging 
130.840 miles per hour, a minute 
lost in the pits could be translated 


into more than two miles distance | 


on the track. 

Allowing for the time consumed 
in slowing down for the pits and 
in regaining speed after the pit 
stop, probably more than a lap and 
a half was lost by a one-minute pit 
stop. 

McGrath took over the lead at 


the start of the. race, and set a} 


blistering pace of more than 138 
m.p.h. for the first 50 laps. He was 
followed by Jimmy Bryan, Car No. 
9; Johnny Thomson, Car 43, and 
Jimmy Daywalt, Car 19. 

During the first 60 laps, these 
cars held front running positions, 
bunching fairly closely and well 
ahead of the rest of the field. 

Vukovich, during the early part 
of the race, crawled up steadily, 
reaching about 10th position and 
riding along easily there. Troy 
Ruttman, driving Car 34, came up 
from the fourth row into fifth 


Chrysler to Honor 


22 Taxi Drivers 
At New Test Site 


DETROIT. — Twenty-two taxi 
drivers from 19 cities will receive 
Four-Star driver awards in connec- 
tion with the June 16 opening of 
Chrysler Corp.’s new 4,000 - acre 
proving ground at Chelsea, Mich. 

Chrysler Corp. and the Plymouth 


division are making the awards, | |g 


which are based on the drivers’ 
continuous years of service, citizen- 
ship activities, courtesy perform- 
ance and safety records. 

The drivers will be guests of 
Chrysler and Plymouth from June 
13 through 16 and will participate 
in the formal opening of the prov- 
ing ground. 

The drivers represent the follow- 
ing fieets: Yellow Cab Co., Phila- 
delphia; Yellow Cab Co., Los An- 
geles; Checker Cab Co., Detroit; 
Yellow Cab Co. and Fleetway Cab 
Co., Baltimore; Yellow Cab Co. of 
D. C., Washington; Checker Taxi 
Co. and Boston Cab Co., Boston; 
Yellow Cab Co., San Francisco; 
Peoples Cab Co., Pittsburgh; Toye 
Brothers Yellow Cab Co., New Or- 
leans; Taxicabs of Cincinnati, Inc., 
Cincinnati; Yellow Cab Co., Kan- 
sas City; Yellow Cab Co., Seattle; 
Red Cab, Inc., Indianapolis; Yellow 
Cab Co., Portland, Ore.; Black & 
White Cab Co., Inc., Birmingham, 
Ala.; Yellow Cab Co., Des Moines; 
Yellow Cab Co., Savannah, Ga.; 
Yellow Cab Co. and Checker Cab 
Co., Omaha, and Yellow Cab Co., 
Cleveland. 











position behind the leaders and 
was pressing them strongly when 
he spun in the northeast turn on 
his 57th lap. 
He brought the car under control 
and limped into the pits with a 
mangled rear tire. After a relief 


|driver took the car for awhile, 


Ruttman re-entered Car 34 and 
brought it in to win fourth place. 

In all, the caution flag was out 
four times for a total of 21 minutes, 
48 seconds, On the Ruttman spin, 
the yellow flag was out for 60 
seconds. 

In his 111th lap, Jimmy Daywalt, 
a car salesman for Bill Dorais in 
Wabash, Ind., crashed into the wall 
on the northwest turn and returned 
to the track to lock wheels with 
relief driver Pat Flaherty in Car 
38. Both cars skidded and stopped 
on the track, but neither driver 
was hurt. The caution flag was out 
12 minutes, 25 seconds while the 
cars were removed. 

At 450 miles, a windstorm with 
a few sprinkles of rain swept 
across the track, and the yellow 
flag was out again for 6 minutes, 
30 seconds. 

And finally, during the last min- 
utes of the race, Jim Rathman, re- 
lieving Sam Hanks, smashed the 
wall on the southeast turn after 
the crankshaft broke. Rathman was 
not hurt, and the race was slowed 
down for only 1 minute, 13 seconds. 

The lead during the race changed 
11 times. Five drivers divided the 
lap prize money of $150 per lap. 
Vukovich took $13,650 (91 laps); 
McGrath, $7,950 (53 laps); Bryan, 
$6,750 (45 laps); Daywalt, $1,500 (10 
laps), and Sam Hanks, $150 for one 


p. 

Vukovich now has an outstand- 
ing lap record in the three races 
he has competed in. The Fresno 
driver has headed the field for 
436 of the 600 laps. 

In the 1952 race, Vukovich was 
leading the field in the 192nd lap 
when a steering connection broke 
and he skidded to a stop against 
the wall on the backstretch. 


It is estimated that more than 
150,000 persons paid admission to 
the race, and stood in the 85-degree 
sun to watch the 1954 Dodge pace 
car lead the 33 cars to the green 
flag. The fastest laps for the race 
were about 140 m.p.h., turned in by 
McGrath. 


The first ten finishers were: 
M.P 


-H. 
Bill Vukovich ............. sie 
Jimmy Bryan ........................ 180.178 
Jack McGrath ........ .. 130.086 
Troy Ruttman ...................... 129.218 
Mike Nazaruk ...................... 128.923 
Fred Agabashian ................ 128.711 
Don Freeland ...................... 128.474 
PT II csctcaksocesacacsasesosensh 128.037 
Larry Crockett .................... 126.899 
RU MI sas tancocacscals 126.895 





Wolfington Family Paid Tribute— 


William Sheppard presents a copy of his book, 


“Careers on Wheels,” to Small 


Business Administrator Wendell B. Barnes (left) in Washington, while Rep. S. Walter 
Stauffer, Pennsylvania Republican, looks on. The book, published by Vantage Press, 


New York, and dedicated to 


“American Small Businessmen,” 


traces the business 


history of three generations of Philadelphia's Wolfington family as it progressed 
from carriage making to custom auto body production and now as dealers of cars, 
buses, ambulances and hearses. Harry J. Wolfington, though over 80, is still active 
at Wolfington Motors (DeSoto-Plymouth), aided by his sons, Eustace and Alex. His 
eldest son, Harry A., is president of Wolfington Body Co. 





Repeat Winner— 

Bill Vukovich, winner of the Memorial 
Day 500-mile auto race at Indianapolis 
for the second year in a row, checks his 


Keck Fuel Injection Special before the 
race. Vukovich set a record for the race, 
averaging 130.840 miles an hour over 
the 2¥%-mile oval. He drove the race in 
three hours, 49 minutes, 17.27 seconds. 





WASHINGTON.—There are more 
than twice as many cars in the 10- 
year-old-or-older classification on 
the road today as there were in 
mid-1939, according to the Federal 
Reserve Board’s latest survey of 
the consumer durable goods mar- 
kets. 

In mid-1939, the survey reports, 
29 percent of the 27 million cars 
on the road were under three years 
of age, 53 percent were from three 
to nine years old, and 18 percent 
were 10 years of age or older. The 
estimates for these same age class- 
es in mid-1954 were 27, 53 and 20 
percent respectively. 

use of the greatly ex- 
panded total number of cars in 
use now,” the report says, “there 
are close to 9 million cars in the 
oldest age group, as compared 
with 4.2 million in mid-1939.” 

The board also estimates that by 
mid-1954 about 44 million units will 
be in use, an increase of almost 25 
percent from mid-1950. In these 
four years, the report says, over 21 
million new cars will have been 
sold to domestic consumers and 
about 13 million cars scrapped. 

“While sales of major consumer 
durable goods have shown a mod- 
erate recovery this year,” the FRB 
says, “installment credit outstand- 
ing declined $900 million in the first 
quarter.” 

The reduction, which reflected in 
part seasonal influences, compared 
with an increase of $700 million in 
the corresponding period of 1953, 
the report says. 

On a seasonally adjusted basis, 
total extensions of installment 
credit have declined since early 
1953, the survey shows, while re- 
payments have continued to in- 
crease. 

Credit extension to finance sales 
of new and used cars increased 


Grizzly Ups Heath 
To Sales Chief 


Appointment of John R. Heath 
as general sales manager of Grizzly 
Mfg. Division, 
Paulding, O., to 
succeed the late 
Joe Brown was 
announced last 
week by Frank 
W. Shelton, gen- 
eral manager. 
The firm manu- 
factures brake 
lining. 

Heath has been 
with Grizzly for ei 
12 years. For the John R. Heath 
past two years he had been eastern 
sales manager. 





Hamos Appointed 
Hamogs Co., New York, has been 
appointed exclusive overseas divi- 
sion for tractor, auto, truck and 
bus propeller shafts and axles 
manufactured by Super Automotive 
Products Co. 


Big Replacement Market 


Still 9 Million Cars 10 Years or Older, 
Study by FRB Indicates 


Chrysler Engineer 
Sees No End in 


Power Race 


TORONTO—The power race 
among auto makers is still on and 
the peak is not in sight, J. P. Cum- 
mings, chief engineer of Chrysler 
Corp. of Canada, told the legisla- 
ture’s select committee on highway 
safety. 

He said his firm could not “stay 
put” in the face of increased horse- 
power planned by other manufac- 
turers for 1955 and 1956. 

“It is a definite asset to be able 
to accelerate from 30 to 40 miles 
an hour, or from 40 to 50, and you 
would be surprised how much 
horsepower it takes to increase 
your speed by four or five miles,” 
he said. 

“But as engineers we are most 
unhappy about it,” he went on. “We 
can’t make the engines larger with- 
out making the clutch, axle and 
shaft stronger, otherwise they won’t 
last, and consequently you’re pay- 
ing a lot of money for them.” 

There is no public demand for 
safety belts, the engineer said, add- 
ing that more accidents occur at 
speeds less than 50 than over 50. 


slightly in February and March, 
but for the first quarter they were 
about one-fourth below the ad- 
vanced rates of the same period a 
year ago. Installment credit ex- 
tended in connection with sales of 
other consumer durable goods was 
about one-eighth smaller in the 
first quarter than a year earlier, 
the report says. 

Automobile markets, the survey 
says, “have become more active in 
recent months and auto sales have 
been only moderately below last 
year’s high rate. 

“With production generally be- 
low final takings since last au- 
tum,” the report adds, “business 
inventories of consumer durable 
goods, except new cars, have been 
reduced.” 


Devoting a large section of its 
survey to passenger cars, the sur- 
vey says: 

“Following the change-overs to 
1954 models, which were completed 
for major makes in January, sales 
of passenger cars showed a marked 
seasonal pickup.” 

Since January, the survey 
shows, unit sales of new cars at 
retail have been only 7 percent 
below the rate of a year ago. Ex- 
ports of new autos, the survey 
continues, have been running at 
about year-earlier levels and have 
accounted for 4 percent of total 
auto output. 

The rise in auto sales this year, 
the report says, has been accom- 
panied by some recovery in output, 
despite the fact that dealers’ stocks 
of new cars amounted to about 1% 
month’s supply at the opening of 
the spring season. 

Unit sales of used cars this year 
have been as large as a year ago, 
the report says, reflecting in part 
lower used-car prices. Stocks of 
used cars, the survey shows, in- 
creased substantially during 1953, 
but, unlike new cars, have tended 
downward this year. 

“The increase in stocks of used 
cars last year,” the report contin- 
ues, “was accompanied by a marked 
decline in prices, after allowance 
for depreciation, from the unusu- 
ally high levels reached in 1952 at 
the time of the steel strike.” Since 
December, however, there has been 
some seasonal strengthening in 
used-car prices, the survey shows. 

“In relation both to list prices 
of new cars and to the general 
level of commodity prices, used- 
car prices since late 1953 have 
been lower than at any other 
time in the postwar period,” the 
report states. 

“The high level of dealers’ stocks 
of new autos, which became a fea- 
ture of the market in the latter 
part of 1953, has encouraged more 
aggressive selling efforts,” the re- 
port says, “and with new-car list 
prices about unchanged, the sub- 
stantial decline in used-car prices 
since mid-1952 has resulted in a 
marked increase in the spread be- 
tween the two.” 
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ie from $6 to $110 a Car... 


Makers Add Bonuses 


To Stimulate Dealers 


(Continued from Page 3) 


terly quota is 25 percent of his 
total sales last year. For instance, 
if he sold 400 cars, his quarterly 
quota would be 100, 

The Plymouth contest discount to 
Dodge dealers is: 


Pet, of Quota Shipment Sale 


75 to 100 percent ........... $35 $15 
101 to 125 percent .......... $45 $25 
Over 125 percent ........... $55 $35 
The Dodge discount is: 
Pet. of Quota Shipment Sale 
60 to 75 percent ........... $40 $20 
76 to 100 percent ......... $50 $30 
101 to 125 percent ......... $60 $40 
Over 125 percent .......... $70 $50 


N ADDITION to this contest dis- 

count, Dodge dealers also get a 
retroactive discount of $12 per car 
for every Dodge they sell during 
the calendar year. 

The Plymouth contest discount to 
DeSoto dealers is: 


Pet. of Quota Shipment Sale 


60 to 79 percent ........... $25 $25 
80 to 109 percent ......... $35 $35 
Over 110 percent .......... $45 $45 


The DeSoto contest discount is: 


Pct. of Quota Shipment Sale 
50 to 79 percent .......... $35 $35 
80 to 109 percent ......... $45 $45 
Over 110 percent ........... $55 $55 


In addition, DeSoto dealers re- 
ceive a retroactive discount of 
$17 per car for each DeSoto they 
deliver. 

The Plymouth contest discount to 
Chrysler dealers is the same as the 
one offered to DeSoto dealers. 

The Chrysler (6) contest discount 


is: 

Pct. of Quota Shipment Sale | 
50 to 79 percent ........... $35 $35 
80 to 109 percent ......... $45 $45 
Over 110 percent .......... $55 $55 


The Chrysler (8) contest discount 


is: 

Pct. of Quota Shipment Sale 
60 to 79 percent .......... $40 $40 
80 to 109 percent ........ $50 $50 
Over 110 percent .......... $60 $60 


* * * 


— Chrysler Corp. contest dis- 
counts, in most cases, are retro- 
active to 50 percent, In other words, 
the discount is paid only on cars 
delivered or sold in excess of 50 
percent of the quota, but the bonus 
would be identical for every car 
over this 50 percent. 

General Motors retroactive dis- 
counts, allowed by Chevrolet, Pon- 
tiac and Oldsmobile, are different 
in that they are given partly to 
fompensate dealers who do not 
have a high rate of service ab- 
sorption. 


GM reasoning on this matter, 
which is hotly contradicted by 
some suburban dealers, is that 
the smaller the community, the 
better opportunity the dealer has 
for service business. 


The Chevrolet retroactive dis- 
count is $7.50 per car for a dealer 
who has the only Chevrolet fran- 
thise in his town; $12.50 per car 
for dealers in small cities with two 
or more dealers, and $17.50 per car 








Too Pop’ Receives First Honors— 
At a ceremony in New York, Paul G. 


for dealers in designated metro- 
politan areas. 
* * * 
HE Pontiac retroactive discount 
is $10 per car for a dealer who 
has the only Pontiac franchise in 
his town; $15 per car for dealers in 
small cities with two or more Pon- 
tiac dealers, and $20 per car for 
dealers in designated metropolitan 
areas. 
The Oldsmobile plan is the same 
as Pontiac’s. 


Studebaker’s retroactive dis- 
count plan, which applies equally 
to the Champion and Commander 
series, provides the dealer with 
one percent rebate per car if he 
sells between one and 25 cars; 1% 
percent if he sells between 26 and 
50 cars; 2 percent if he sells be- 
tween 51 and 100, and 2% percent 
if he sells between 101 and 150 
cars, and 3 percent if he sells 
more than 151 cars. 

The Studebaker plan has been in 
effect continuously since before the 
war, although in 1951, the discount 
offered on Commander models was 
reduced 1 percent. Previously, there 
was a greater discount for Com- 
manders. Commander and Cham- 
pion sales are not totaled in com- 
piling the discount, which is fully 
retroactive. 

- * * 

y- bonus program varies 

from the program of other 
manufacturers in that it is not “ret- 
roactive.” For instance, if a dealer 
sells 25 Ramblers, he gets $10 each 
or $250. When he sells the 26th 
Rambler, the bonus goes up to $14, 
but only on this car and he would 
get a total of $264 for 26 sales. 


For the Rambler line the bo- 
nuses are $10 on one to 25 sales; 
$14 on 26 to 50 sales; $18 on 51 
to 75 sales; $22 on 76 to 100 sales; 
$26 on 101 to 125 sales, and $30 on 
126 sales and over. 

For the Statesman line the bo- 
nuses are $20 on one to 25 sales; 
$26 on 26 to 50 sales; $32 on 51 to 
75 sales; $38 on 76 to 100 sales; $44 
on 101 to 125 sales, and $50 on 126 
sales and over. 

For the Ambassador line the bo- 
nuses are $25 for one to 25 sales; 
$35 on 26 to 50 sales; $45 on 51 to 
75 sales; $55 on 76 to 100 sales; $65 
on 101 to 125 sales, and $75 on 126 
sales and over. 

x * * 

AST December Packard restored 
its retroactive discount plan 
which had been abolished shortly 
after World War II. Packard’s “in- 
centive payment” per car is de- 
termined by the bracket which the 
dealer’s sales reach and is entirely 

retroactive. 

To illustrate, if a dealer retails 
100 Clippers between Dec, 1, 1953 
and Nov. 1, 1954, he'll receive $40 
per car, or $4,000. If he retails 101 
Clippers, the factory will pay him 
$50 for each car, or $5,050. 

For the Clipper line the retro- 
active discounts are nothing for 

one to 15 cars; $10 for 16 to 30 
cars; $20 for 31 to 50 cars; $30 


Hoffman (second from left), chairman of 


Studebaker, was named Father of the Year by the National Father's Day Committee. 
Shown (from left) are Paul D. Gilbert, co-chairman of the committee; Hoffman; Herb 
Shriner, radio and TV entertainer; Alvin Austin, executive director of the committee, 


nd John A. Scott, mayor of South Bend. The formal presentation of the medal will 


be made by President Eisenhower at a White House ceremony June 17. (See story on 


Page 55.) 







for 51 to 75 cars; $40 for 76 to 100 
cars; $50 for 101 to 150 cars; $60 
for 151 to 250 cars, and $70 for 
251 cars and over. 

For the Packard line the retro- 
active discounts are nothing for one 
to six cars; $20 for seven to 15 cars; 
$35 for 16 to 30 cars; $45 for 31 to 
50 cars; $55 for 51 to 75 cars; $80 
for 76 to 100 cars, and $90 for 101 
cars and over. 

* * + 

bier only an occasional change, 

the Hudson retroactive dis- 
count plan has been operative for 
many years. This year, the factory 
created a new bracket for the ex- 
tremely low-volume dealer. When- 
ever a Hudson dealer moves into a 
new bracket he receives the bonus 
of that bracket for every car sold 
during the year. 

Retroactive bonuses for the 
Wasp, Super Wasp and Hornet 
are $6 for 1 to 35 sales; $9 for 36 
to 75 sales; $12 for 76 to 100 sales; 
$15 for 101 to 125 sales; $18 for 
126 to 200 sales; $24 for 201 to 300 
sales; $30 for 301 to 450 sales; $36 
for 451 to 600 sales; $42 for 601 to 
900 sales; $48 for 901 to 1,400 
sales; $54 for 1,401 to 2,000 sales, 
and $60 for 2,000 or more sales. 

Retroactive bonuses for the Jet 
and Super Jet are $6 for one to 35 
sales; $9 for 36 to 75 cars; $12 for 
76 to 100 cars; $15 for 101 to 125 
cars; $18 for 126 to 200 cars; $24 
for 201 to 300 cars; $30 for 301 to 
450 cars; $36 for 451 to 600 cars, 
and $42 for 601 or more sales. 

7 . + 
AISER-WILLYS dealers have a 
“retroactive accelerating volume 

cash bonus” program which has 
been in effect for five years and 
which has earned dealers approx- 
imately $4.5 million in that time. It 
operates much like the other retro- 
active programs, although only ap- 
plicable to Kaisers and Henry Js. 

Discounts on Kaisers are $10 for 
one to 25 cars; $15 for 26 to 50 cars; 
$20 for 51 to 75 cars; $30 for 76 to 
100 cars; $40 for 101 to 125 cars; 
$50 for 126 to 150 cars; $60 for 151 
to 200 cars; $70 for 201 to 250 cars; 
$90 for 251 to 300 cars, and $110 for 
301 or more cars. 

Discounts on Henry Js are $7.50 
for one to 25 cars; $10 for 26 to 
50 cars; $12.50 for 51 to 75 cars; 
$15 for 76 to 100 cars; $17.50 for 
101 to 150 cars, and $20 for 151 or 
more cars. 

Many participating dealers dis- 
like the retroactive discounts. 
Among their complaints are: 

1. They tend to encourage “wheel- 
and-deal” operation — the giving 
away of normal profits in order to 
reach a higher retroactive discount. 

2. By encouraging volume sales, 
the discounts induce some dealers 
to sell to bootleg buyers. 

38. The discounts encourage 
dealers to build up inventories too 
great for them to handle. How- 
ever, one or two factories, whose 
dealers are generally regarded to 
have the heaviest inventories, 
deny the existence of any retro- 
active discount plans. Dealers 
also agree that “floor plan” fi- 
nancing charges would quickly 
eat up any bonus. 

4. As a result of the discounts, 
some dealers report that on occa- 
sion they have trouble getting 
enough cars near the end of the 
year when they are on the edge of 
a higher discount bracket. 

* * * 

SOME dealers said the dis- 

* counts caused some of their 
competitors to forget about the 
regular profit margin and to shoot 
merely for volume, aiming only for 
the year-end discounts. 

Chrysler line dealers were par- 
ticularly critical of the “quota” pro- 
gram offered by their divisions. 

They said that this plan favored 
the dealer who did a poor job 
last year over the dealer who did 
a@ good job. 

They were also critical of the 
practice of arbitrarily assigning a 
quota, usually a low one, to a new 
dealer. 


Auto Stocks 





June May 1954 

2 26 High Low 
Am. Mtrs. 12% 12% 114% U 
Chrysler 60% 62% 64% 56% 
aM 71% 72 72% 58% 
Kaiser 2 2 25 2 
Packard 4% 3% 4% 3% 
Stude. 171% ~= «16 23 
Average 27.97 27.35 


American and N. Y. Stock Exchanges. 





Nash Inaugurates Merchandising Plan— 





C. M. Tillinghast (second from left), Nash parts and service merchandising manager, 
and J. F. Buck (left), Detroit zone parts and service merchandising manager, discuss 
a poster-merchandising program with Charles Dalgleish sr., president of Charlie's 
Nash, Inc., Detroit. The new program features quarterly posters and monthly mer- 


chandising material. 


Price Packing Spreads 


Dealer Reports Indicate Auto Retailing 
Is on Unsound Foundation 





(Continued from Page 1) 


heavy inventory of new cars car- 
ried by many dealers. 
* + + 


dealers are inclined to overallow 
more and more. Additionally, two- 
thirds of the dealers say they have 
increased their sales staffs since 
December. The others say their 
sales force is the same size. Nobody 
polled in the survey is working 
with fewer salesmen. 

Retail sales were described as 
slow to fair by many dealers, and 
a few said sales were good. One 
qualified his reply by saying that 
sales were “good — at giveaway 
prices.” 

A majority of the dealers said 
new-car advertising too often was 
the type that fostered confusion 
rather than inspiring confidence. 
One complained that ads placed by 
a competitor combined the illustra- 
tion of a deluxe hardtop with the 
price of his cheapest model. 

a a * 
ARLY three-quarters of the 
dealers polled said prices were 
being “packed” in their areas. 
Price-packing, regarded by most 


100 Fords for Export 
Ruined in N. J. Fire 


EDGEWATER, N. J.—One 
hundred new Ford convertibles, 
stored in a waterfront warehouse 
for shipment overseas, were de- 
stroyed last week in a spectac- 
ular fire which caused damages 
estimated at $1,200,000. 

The demolished cars, and 600 
other hard-topped Fords stored 
outside the warehouse, had re- 
cently been produced by the Ford 
Edgewater assembly plant. All 
were the property of the Ford 
international division. 






















reputable dealers as an unsound 
practice, has a tendency to pop up 


|when competition gets rugged. 
N AN attempt to move these cars, | 


Indications now are that deal- 
ers who are packing prices are 
doing so to enable them to give 
greater discounts and offer larger 
overallowances. 

Some dealers justify packing on 
the ground that they are giving 
away their entire gross just to 
make deals and are forced to pack 
in order to stay in business. 

In a parallel of price packing, a 
firm in Buffalo has been criticized 
by the Better Business Bureau for 
offering a fixed tradein allowance 
in newspaper ads. 

a * = 

HE Buffalo BBB said it had re- 

quested the dealer in question 
to stop this type of advertising on 
several occasions, but that the deal- 
er refused. 

“The offering of a fixed tradein 
allowance is a violation not only of 
nationally accepted advertising 
standards but also of those adopted 

by the Buffalo Automobile Dealers 
Assn. ...” the BBB said. 

“Consistent Bureau checking of 
the prices quoted by (the dealer) 
from which the $400 allowance is 
to be deducted revealed that they 
were just about $300 above the 
going price charged by com- 
petitors. 

“This would indicate that the 
fixed tradein allowance was there- 

fore mostly offset by an inflated 
price. It was also determined that 
the cars could be purchased with- 
out a tradein for about $300 less 
than the advertised price, 

“In the course of our discussion 
on the subject, this dealer stated 
that one of his reasons for giving 
$400 allowance for a car of little or 
no value was to use this higher 
figure to represent the downpay- 
ment for financing purposes.” 








14%4| D. C. Auto Show Committee Meets— 


The 26th annual auto show of the National Capital Area, which is scheduled for 
Compiled from reports of trading on the | Jon. 8-16, is subject of intensive planning by the show committee. The group consists 
of (seated, from left), Edward F. Cave; |. A. Peake, chairman, and Robert D. Stewart. 
Standing: Morris Goodman; Fred M. McNeil, and Maurice J. Murphy, show manager. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 


Week 
Ended 
Jane 5. 

1954 


12,175 
1,400 
935 
1,895 
7,945 

. 29,025 
24,265 
555 
4,205 
48,827 
9,400 
2,240 
24,700 


CHRYSLER 


GENERAL MOTORS 
Buick . 
Cadillac 
Chevrolet 
Oldsmobile 7,887 
Pontiac i 4,600 
AMERICAN MOTORS _ 1,745 
Hudson 820 
Nash . ¥ 925 
KAISER MOTORS 


2,379 
3,500 
109,457 119,284 


Same Ended 
Week. 
1953* 


29,649 
4,348 
2,430 
7,910 

14,961 
4,611 
2,332 
1,614 

665 

64,277 

12,348 
2,496 

$1,181 
7,631 

10,621 
5,041 
1,584 
8,507 


Week dan, 1 dan, 1 
Total to to 
May, 


1954* 
58,637 
8,185 
5,387 
11,368 
33,697 
151,000 
125,698 
2,966 

” 22,336 
268,360 
51,183 
11,250 
130,957 
48,045 
$1,925 
7,040 
2,469 
4,571 
2,925 
1,322 
1,603 
1,557 
4,691 


dune 5, 
1954* 


322,977 
50,585 
33,794 
57,960 

180,638 

802,053 

647,773 
19,771 

134,509 

1,312,305 

247,194 
51,701 

655,014 

187,680 

170,716 
43,248 
11,457 
$1,791 
11,608 

4,392 
7,216 
17,121 
40,930 


June 6, 
1953* 


594,105 
86,569 
61,545 

156,648 

289,348 

543,500 

415,553 
24,016 

103,931 

1,313,666 

236,765 
54,293 

660,858 

165,569 

196,181 

141,659 
45,967 
95,692 
43,045 
18,537 
24,508 
53,142 
86,290 


May 29, 
1954* 


15,589 
1,865 
1,559 
2,523 
9,642 

34,923 

28,973 

700 
5,250 

64,923 

11,809 
2,801 

31,635 

10,637 
8,041 
1,994 

818 
1,176 
765 
355 


827 
263 


494,210 2,775,407 


COMMERCIAL CARS 


(U.S. PRODUCTION ONLY) 


Week 

Ended 
June 5, 

1954 


5,200 
60 
64 

1,530 
10 


270 
14,392 


Total Trucks, U.S. ... 16,681 
Total Cars, Trucks, 


Same 
Week, 
1953* 


6,254 
142 
50 
2,374 
62. 
847 
2,187 
1,127 
217 
286 
270 
306 


dan, 1 
to 
June 5, 
1954* 


158,653 
1,542 
1,738 

40,970 
858 
143,480 
41,757 
48,025 
2,955 
4,889 
6,504 
5,139 


dan. 1 
to 
June 6, 
1953* 


191,967 
3,704 
1,175 

52,948 
869 
113,147 
63,425 
58,545 
5,141 
7,720 
24,561 
6,770 
40,199 = 25,927 
6,909 2,880 


577,080 485,317 


Week 
Ended 
May 29, 
1954* 
7,420 


72 


Total 
May, 
1954* 


28,800 
304 


80 
1911 
15 
5,682 
1,726 
2,245 
209 
283 
482 
217 
1,769 
83 


22,094 


7,595 
50 
25,706 
7,094 
9,042 
508 
908 
1,627 
881 
6,018 
335 


111,277 123,849 141,378 583,398 3,352,487 3,035,559 





9,947 40,402 229,267 227,038 





U.S. and Canada....120,647 135,716 151,325 623,800 3,581,754 3,262,597 





“Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


This Will 


Kill You! 


Monsanto Chemical Executive Gives ‘Rules’ 
For Mythical Coronary Club 


SPRINGFIELD, Mass.—To show 
corporations how shortsighted it is 
to overwork their executive per- 
sonnel, Francis J. Curtis, vice-pres- 
ident of Monsanto Chemical Co., 
drew up these “rules” for a myth- 
ical Coronary Club: 

1. Your job comes first; personnel 
considerations are secondary. 

.2. Go to the office evenings, Sat- 
urdays, Sundays and holidays. 

3. Take the brief case home on 


Kirks 
(Continued from Page 2) 


Army in Europe. Subsequently, 
he was assigned as chief of for- 
eign trade at the U. S. Military 
Government for Germany. 

In 1949, at the age of 34, he was 
appointed dean of National Univer- 
sity. In 1952, he was appointed as- 
sistant attorney general and direc- 
tor of the Office of Alien Property 
of the Department of Justice. In 
1953, he was appointed to the presi- 
dency of National University. 

Active in community affairs, 
Kirks is a member of the Wash- 
ington Kiwanis Club and the Wash- 
ington Board of Trade. 


the evenings when you don’t work 
late at the office. This provides 
an opportunity to review com- 
pletely all the troubles and wor- 
ries of the day. 

4. Never say no to a request — 
always yes. 

5. Accept all invitations to meet- 
ings, banquets, committees, etc. 

6. Do not eat a restful relaxing 
meal—always plan a conference for 


| the lunch hour. 


7. Fishing and hunting are a 
waste of time and money — you 
never bring back enough fish or 
game to justify the expense. Golf, 
bowling, pool, billiards, cards and 
gardening are also a waste of time. 

8. It is a poor policy to take all 
the vacation time provided for 
you. 

9. Never delegate responsibility 
to others—carry the entire load at 
all times. 

10. If your work calls for travel- 
ing, work all day and drive all 
night to make your appointment 
for the next morning. 


2,550,242 
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Goodyear Displays New Tire 





Fabric— 


R. P. Dinsmore (center), research and development vice-president of Goodyear Tire 
& Rubber Co., examines a new nylon tire fabric with P. W. Drew (left), manager of 
fabric design, and G. D. Mallory, manager of textile research. According to Dinsmore, 


the fabric is “the strongest, lightest and 


520,000 Cars 


coolest-running tire cord ever developed.” 


Scheduled 


For June Production 


(Continued 


ules, although the Ford division 
continued to press. Ford’s Atlanta 
assembly plant worked right 
through Memorial Day, and three 
plants remained in production 
last Saturday. 

DeSoto and the Chrysler division 
took an extra day off Tuesday, 
working only three days during the 
week. Dodge car output also was 
suspended an additional day, but 
a four-day schedule was maintained 
for trucks, Plymouth was on four 
days. 

In the previous week, Chrysler 
and Dodge were open only four 
days. ; 

* * * 
| Se neages and Willys car produc- 
tion is due to be resumed to- 
morrow (June 8) after remaining 
at a standstill all last week. Willys 
continued to produce trucks. 


Willys Motors said the shutdown 
was necessitated by a rearrange- 
ment of facilities and adjustment 
of inventories. About 900 workers 
were laid off. 

The industry’s showing last 
week compared with a turnout 
of 128,349 vehicles—109,457 cars 


Arsonist Says 
Dealer Timed 
Fire with Prayer 


PAULS VALLEY, Okla.—A wit- 
ness in the arson trial of J. B. 
Wright, local Dodge-Plymouth deal- 
er, testified that Wright told him 
not to set fire to the dealership 
until the defendant had time to get 
te church. 

The witness, Albert E. Brown, a 
co-defendant with Wright in other 
cases, said he set fire to Wright’s 
garage and waited until 7:30 p.m., 
when Wright attended a prayer 
meeting. 

Wright, it was asserted by Brown 
and Holland Eppler, another wit- 
ness, offered them $100 for burning 
down his firm. 

After the fire, Wright told the 
witnesses “to keep their mouths 
shut,” they testified. 


U.S. Truck Output 


Production through first week 
of June: 
1954 Pos. 
1—158,653 
2—143,480 
3— 48,025 
4— 41,757 
5— 40,970 
6— 25,927 
i— 6,504 
8— 5,139 
4,889 
2,955 
1,738 
1,542 


Make 
Chev. 
Ford 
Intern’l. 
GMC 
Dodge 
Willys 
Stude. 
White 
Reo 
Mack 
Divco 
Dia. T 

858 Federal 
2,880 Misc. 

Total All Makes 

485,317 577,080 


1953 Pos. 
191,967— 1 
113,147— 2 
58,545— 4 
63,425— 3 
52,948— 5 
40,199— 6 
24,561— 7 

6,770— 9 
1,720— 8 
5,141—10 
1,175—12 
3,704—11 

869—13 


6,909 


- 
10— 
ll— 
12— 
13 


from Page 1) 


and 14,392 trucks—for the cor- 
| responding week of 1953, 
| Thus far this year, 2,550,242 cars 
| and 485,317 trucks have been built 
for a total of 3,035,559, as against 
2,775,407 cars and 577,080 trucks 
for a total of 3,352,487 in the like 
period of last year. 

Final tabulations for May put 
cars at 494,210 and trucks at 89,- 
188 for a total of 583,398. 


Firestone Opposes 
Bars to Overseas 


Private Investment 


PARIS, France.— Removing the 
“barriers to overseas private capita] 
investment” is a job for “individ. 
ual, business, financial and politica) 
leadership,” Harvey S. Firestone jr, 
chairman of Firestone Tire & Rub- 
ber Co., told the second Interna. 
tional Conference of Manufac- 
turer’s here last week. 

There is a “log jam” of unfavor- 
able conditions which “impedes the 
flow of private capital into places 
where it is most needed,” Firestone 
said. 

Firestone said private capital 
“does not seek special advantages” 
but that it will not go “where it is 
uncertain of fair and friendly treat- 
ment.” 

Any program designed to correct 
the situation must approach the in- 
ternational movement of private 
capital on three fronts, Firestone 
said. 

He specified these as “encourage- 
ment at home by the capital- 
exporting countries; the induce- 
ment or investment climate offered 
by the capital-importing countries, 
and the extent to which investment 
opportunities abroad are known 
and understood by potential inves- 
tors.” 

The U. S. Government “believes 
that the time and conditions are 
now favorable for a large-scale re- 
sumption of U. S. private invest- 
ment in foreign countries and is 
taking action to promote and fa- 
cilitate it,” Firestone said. 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT PAGEm 





Kindly Acknowledge 


Advertisers ava na emselve oan 


Jepartmen? er 


AUTOMOTIVE NEWS 


HELP WANTED 


SALESMEN — DISTRIBUTOR of automo- 
tive parts, hardware and accessories has 
several protected territories open in states 
east of the Mississippi for men to call 
on the new car dealer. Excellent oppor- 
tunity for aggressive men with some ex- 
perience selling direct to the car dealer. 
High earnings assured through attractive 
sales program. Liberal commission, 


HELP WANTED 


GENERAL SALES MANAGER 


With proven record of successful experience 
in quick turn over selling methods for single- 
point 440 car "Big 2"' dealership in Great 
Lakes area. Ample cash capital and no used 
car problem. Ability to get profitable results 
will qualify right man to buy stock in dealer- 
ship from profits. All information confidential. 
Send photograph with history of your experi- 
ence, education, age, family status immedi- 
ately. Box 3857, c/o Automotive News, De- 
troit 26, 


ee 


POSITION WANTED 


drawing account, car expense, bonus. Our |. 


employes know of this ad. Write, giving 
full particulars. Box 3844, c/o Automo- 
tive News, Detroit 26. 


AUTO BUYER—USED CARS. The chance 
you’ve been looking for. Full authority to 
buy cars for a large Washington, D. C. 
company. Must know dealers wholesaling 
their cars in the Michigan, Ohio area. 
State age, experience and how soon you 
can start. Box 3833, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER. Medium large GM 
dealer located desirable southern Cali- 
fornia city. Man with executive ability 
thoroughly versed all phases new and 
used car sales, administrative knowledge 
service department. Age 30-40. Prefer- 
ence given southern California resident. 
Outstanding opportunity. Box 3845, c/o 
Automotive News, Detroit 26. 


N. C. SALESMANAGER for thousand car 
Chevrolet dealership located in multiple 
city on west coast. Salary plus percent- 
age of profits. Submit full personal and 
business history. Box 3791, c/o Automo- 
tive News, Detroit 26. 

WANTED—SERVICE MANAGER familiar 
with all phases of service work at a well- 

| established Buick dealership in northern 

Florida. Modern equipment, good salary. 

State age, education and experience in 

| own hand writing. Box 3843, c/o Auto- 

| motive News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise Mt will be forwarded 
immediatety to the advertiser. 


SALES MANAGER—35 years of age, mar- 
ried, two children, college, four years, 
own used car and truck business. Five 
years as salesman with ‘‘Big 2’’ agency 
in east. Never earned less than $11,000 
on commission basis. Am presently em- 
ployed. Will relocate. Box 3849, c/o Au- 
tomotive News, Detroit 26. 

MANAGER—AGE 47. Thoroughly experi- 
enced. I managed a profitable operation 
both during the depression and in the 
lush postwar years. Prefer connection 
in southeast with non-active dealer. 
Chester Edwards, 618 McRorie St., Lake- 
land, Fla. 


EXPERIENCED AUTOMOTIVE MAN with 
over 25 years’ of successful N. Y. auto- 
motive experience—all departments in- 
cluding ownership with a proven know 
how to make real money and assume all 
obligations. Prefers to establish himself 
as used car manager or will buy % 
interest in a new car dealership in or 
around Miami, Fla. Box 3850, c/o Auto- 
motive News, Detroit 26. a 


NEED A MAN with dealership experience, 
capable of assisting or managing dealer- 
ship or directing service and parts opera- 
tions? Business administration education. 
If interested, a resume will be furnished 
upon request. Box 3859, c/o Automotive 
News, Detroit 26. a 

GENERAL MANAGER OR sales manager, 
many years’ experience as used car man- 
ager, sales manager, general manager. 
Can furnish top Ford executives as refer- 
ences. Box 3837, c/o Automotive News. 
Detroit 26. . 


PARBS MANAGER. Fifteen years manager 
Chrysler Corporation wholesaler. Desires 
connection with progressive company — 
sales or operations. Box 3819, c/o Auto- 
motive News, Detroit 26. 

A 

For Quick Results 
Use Automotive News 
WANT ADS 
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POSITION WANTED 


ABLE—MAN, age 34, married with 
‘children. Have had experience as 
truck manager for two years—sales 
eger of both Ford and Lincoln-Mer- 
. I am interested in joining a man 
the middie west who wants to relax 
let someone do more of his work. 
l¢ consider investing some money. 
give the best of references. Box 
s, c/o Automotive News, Detroit 26. 


fick MANAGER—Now employed. Age 
family, 20 years successful selling 
dealer management. Specialized 
wy-duty field. Desire responsible po- 
Hon with future. Western or southern 
sg. Excellent references. Box 3846, 
Automotive News, Detroit 26. 
5S MANAGER — 16 years’ experience 
ih Chrysler products, wholesale and 
‘ail. Four years’ service manager ex- 
nce, west or midwest preferred. Box 
7, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
ALERSHIP FOR SALE handling Chev- 
/ 400 to 500 new units yearly. Pop- 
on 35,000, selling area 75,000. Lo- 
d near Pittsburgh, Pa. Business 
plished 22 years by present owner. 
ment reason for selling. No ac- 
i nts receivable or buildings to buy. 
Will arrange satisfactory lease. Factory 
oval required. Write Box 3829, c/o 
’ omotive News, Detroit 26. 
ALERSHIP AVAILABLE: Agency 
a d Chevrolet in Maine—100 to 150 
cars annually. Excellent opportunity 
buy only parts and accessories, 
and equipment, furniture and fix- 
and service truck for less than 
7,000. Building can be purchased or 
4. Owner must sell because of 
th. Box 3853, c/o Automotive News, 
pit 26. 
TERSHI P HANDLING Chrysler and 
” h of long standing; excellent lo- 
gation in the Buffalo New York area. 
wishes to retire. Will sell parts, 
, tools, equipment, signs and lease 
n and used car lot. Applicant 
have factory approval. With or 
out used cars. Box 3825, c/o Amte- 
tive News, Detroit 26. 


SALE OR LEASE—Completely 
moped, auto agency, Rhinelander, Wis- 
p of north woods. Building 
‘‘Big Three’’ franchise. 
ble to qualified party. Box 3854, 
Automotive News, Detroit 26. 
[DING INDEPENDENT MAKE in Iowa 
ity of 100,000 population. Same location 
wer 20 years. 90% absorption. No fac- 
inventory and 
mt. Attractive lease. Selling due 
. Box 3828, c/o Automotive 
Detroit 26. 
AVAILABLE, HANDLING 
-Plymouth-GMC, in Central Ala- 
town of 8,000. Trade area of 
00 with industrial payroll of 2,000. 
building and adjoining lot with all 
service equipment. Either sell or 
building of 11,000 square feet. 
past 80, wishes to retire. Box 
b ‘c/o Automotive News, Detroit 26. 
BA] — 600 CAR contract handling 
coln-Mercury. Only small cash invest- 
required. Must be sold at once. 
t to factory approval. Long lease 
very low figure. Sales volume in ex- 
of 3 million dollars annually last 
years. One of top four in operating 
siency and profit month of April in 
nta district. Contact ‘‘The Nelli- 
’* Phone 2-5641, Greenville, S. C. or 
for full details. 


LARGE AGENCY 


NG Chevrolet in metropolitan Boston, 
. Here is an unusual opening for you 
£0 a Chevrolet dealer and sell Gen- 
Motors number one product. Large cash 
is necessary but earning records 
cellent. You buy only parts and acces- 
tools and d@quipment, furniture and 
and very choice real estate. Our en- 
onnel and sales department will re- 
with new owner. We are the leader in 
"area for new and used cars and trucks. 
franchise is considered to be one of the 
desirable in all New England. 


Write Box 3813, 
Automotive News, Detroit 26. 


MLABLE — CONNECTICUT dealership 
dling DeSotos and Plymouths. 75 car 
hise. Will sell parts and equipment; 
used cars to buy. Low rent; good 
; steam heat furnished. Box 3856, 
Automotive News, Detroit 26. 

‘AS DEALERSHIP HANDLING Olds- 
! clo to the Fort Worth Dallas 
opolitan area. Nice show room and 
ty of shop space. Purchase price— 
00 if sold in the next two weeks. 
0 approval will be necessary. Box 
c/o Automotive News, Detroit 26. 

D AGENCY—$33,000, one major three; 

Hes-service gross $336,654 year; show- 

m, fully equipped garage, building 

150; basement, rent $211, lease, east- 
city; terms. Apple Co., Brokers, 
land, Ohio. 

MACHINERY, McCormick Deering- 
national Harvester, auto-truck agen- 
DeSoto-Plymouth-International; sales 
000 year; eastern town; with prop- 

W, attractive price. Apple Co., Brokers, 

nd, Ohio. 

AAR DEALERSHIP handling Pontiac— 
hwest town of twenty thousand. Ap- 

Oximately fifteen thousand for parts 
equipment. Three year lease avail- 

‘a 3852, c/o Automotive News, 
oit \ 


DEALERSHIP 
ene 
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Reaching an estimated 150,000 rea 
CENTS (20c 
IN ADVANCE OF 
Add One Dollar 


RATES 
ae a al 


to California TWENTY 


10c PER WORD 


and address at regular rates 


; of Automotive News 


day received. Display ads 


OF PUBLICATION DATE 
WANT AD DEPT., 


DEALERSHIPS AVAILABLE 


AUTOMOTIVE BUSINESS 
OPPORTUNITY 
Dealership Available—One of 
“Big Three” 

Located in Bluegrass area of 
central Kentucky. 

200 unit potential. 

All replies strictly confidential. 
Box 3858, 


c/o Automotive News, Detroit 26. 


RETIRING AFTER 36 years. Will sell my 


agency, handling Studebaker, located in 
Green Bay, 
is interested in continuing this business 
as an aggressive and popular dealership. 
Several hundred service customers patron- 
ize us regularly. Studebaker parts, acces- 
sories and equipment all in excellent con- 
dition. Must have factory approval. Here 
oe ae, Sa ee ee eee 


tt group of employes. Buth 


excellen 
Motors, 610 Main Bt. Green Bay, Wis. 


DEALERSHIP HANDLING CHEVROLET. 
Southern 


units in 1953 with over 220,000 gross. 
$37,500 buys accessories, and all 
equipment. Building and lot can be 
rented or bought. Box 3830, c/o Automo- 
tive News, Detroit aK 

dealer- 
ship handling Desote-Plymeuth. Excel- 


lent location. Factory approval could be 
obtained. 


75 cars sold annually. De- 


Pumpo’s, Waverly, New York. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


equipment and used car lot. 
frontage on main bivd. Will 

this deal cannot be beat and will put it 
up against any in the United States as 
being the most workable, finest and 
nicest layout anywhere. Very attractive 
lease. Box 3786, c/o Automotive News, 
Detroit 26. 


DEALERSHIP goer ora Lincoln-Mer- 
96 miles 


Must have factory app. Box 3838, 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 
DESIRE GENERAL MOTORS dealership 


or buy half interest in a 250 new car 
franchise in or around Miami, Fla. Fac- 
tory approval assured and over 25 years’ 
of successful and thorough experience in 
every Se including ownership. 
Charles J. 1680 S4th S&t., 
Brooklyn, N 


GM OR FORD PRODUCTS within 50 miles 


New York City. Will invest $50,000- 
$100,000. Factory approval assured. Box 
3851, c/o Automotive News, Detroit 26. 


K. & B. MOUNTING, INC. Truck mount- 


ing, bolstering, tow bar 

21533 Mound Road, 
Dyke, Mich. Detroit 
6-8257. 


CE, 1 
8. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 


ey it ee- e -)  e  ee 
$11.20 per 


Wisconsin to someone who 


eigen ee 


($1) per insertion for 


forwarded to 


column inch, per insertion 


DEALER SERVICES 


AUTOMOBILE BUSINESS 
LIQUIDATORS 


ALSO USED CAR AUCTIONS 
We have sold in 24 states and Canada 
more than 4,000 various auctions. 
References—F. H. National Bank 
Bowen & McCullum Auction Service 
8 Public Square Phone 4232-5110 
Elizabethtown, K 
Phone, Wire, Write 


BUSINESS OPPORTUNITIES 
DEALER HANDLING LINCOLN-Mercury 


in southern state would like to retire. 
Will swap entire business, parts, equip- 
ment and accessories for late model 32 
foot express cruiser. Box 3787, c/o Auto- 
motive News, Detroit 26. 


THREE MINUTE WASH rack, will build, 
huge potential, long lease. $25,000 de- 
posit secured. Qualified operators only. 
Contact Mr. Mehiman, 3161 N. Clark 
St., Chicago, Ill. 


CARS WANTED 


OLDSMOBILES 
WANTED 


Wanted — 100 new, 1954 Oldsmobile 
98 sedans, preferably with Frigidaire. 
Also can use super and 88 sedans. 
We transport. Call or wire immediately. 


Don Pierson—Olds Cadillac Co. 
Eastiand, Texas 


Attention Dealers 


One of the largest automobile and truck 
dealers in the middie west wants ‘50 to 
‘54 model Chevrolets, Fords, Plymouths, 
Pontiacs and Buicks, lots of Cadillacs. As 
near new as possible. We will buy from 
a truck to a train load. 

Call 4600, Joplin, Missouri and 

ask for Hi Dollar Joe Burtrum 


CARS FOR SALE 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S. Hanson St. Philadelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherwood 8-1500 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


DEALERS SAY 
Our greatest doliar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Ev Tuesd 
12:30 P. M. ” 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 


ats 


automotive 


use of a 


Located on U. S. Route II, 


advertiser 


CLOSING 


‘CLASSIFIED WANT AD DEPARTMENT | 


industry from Maine 


PER WORD FOR EACH INSERTION. POSITION WANTED ADS, | 
INSERTION REQUIRED. Ads may be signed with full name | 


box number Ta) 
unopened, the 
IN ADVANCE | 


core 
same 


SIX DAYS 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


CARS FOR SALE 


LINCOLN CONTINENTAL CABRIOLET. 


Are you a worshiper, or do you have a 
customer who loves the Continental? We 
have a beautifully preserved 1942 model 
with just one modification: 1952 ohv 
Lincoln V-8 engine. Contact John Jame- 
son, Fulton, Mo. 


SYRACUSE AUTO AUCTION 
(fer dealers only) 
Every Thur: — at noon 

We gvarantee s and tities 

3% miles south 


of Syracuse suburbs, 178 miles north of junction 


of Routes 20 and 11 


bus service). 


ig, Jr. 
ner 


Auctioneer: A. V. 
Irving C. Mondore, 


AUTO AUCTION 
TIM ANSPACH 


"Midway," Stop 20 
bany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 

(Example: Buick Muffler lists ot 
$10.00. Your cost only $4.69.) 


Send Bor SE SEONES, One day gave 
i Set en, = me 
Orders. All Shipments C. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S$. Wabash Ave. Chicago 5, Ill. 
WAbash 2-1030 


NASH PARTS AND ACCESSORIES at 


50% of factory cost or entire stock at 
25% of factory cost. Also 32 parts bins 
plus all service equipment of metropoli- 
tan dealer. Write for detailed list. J. 
Jack Fisher, Inc., 4215 N. Broad St., 
Philadelphia 40, Pa. 


REBUILT AND BLOCK tested engines— 


COMPLETE INVENTORY late model 


Plymouth, Dodge, DeSoto, Chevrolet, 
Ford, Mercury. Crankshaft grinding. 
Competitive prices. Sharp Manufacturing 
Co., Nelsonville, Ohio. 


Chrysler, Plymouth parts, accessories, 
tools, signs. Below Dealer cost. Corson 
Buick, Inc., Lebanon, Ohio. 


——————————— 
DEALER'S COMPLETE INVENTORY late 


model Ford parts, accessories, tools. Well 
below cost. R. E. Long, Trustee, Box 
1179, Burlington, N. C. 


69 


TRUCKS FOR SALE 


FOR SALE—1952 DODGE power wagon, 
1500 miles. Holmes wrecker. Like new. 
Sell $800 below cost. Picture on request. 
Hays Motors, E. Liverpool, Ohio. 


PARTS PANEL FOR SALE — Cheap. 
Mounted on F-600 Coe. Poteau Motor 
Co., Poteau, Okla. 


FEDERAL 10 TON WRECKER 
GOVERNMENT SURPLUS 


Federal 10 ton army bar ee 6x6 all wheel 
drive ten wheeler, equipped with 10 ton 
power driven 30' telesco ic boom, two heavy 
duty winches, 11:00x20 tires, air brakes, very 
good condition. Original cost to government 
$3,250 fob Atlanta 
CALL - WRITE - WIRE 
Fulton Auto Exchange 
2235 Stewart Ave. S.W. Atlanta, Ga. 
Fairfax 8606 


BUSES FOR SALE 


NEW AND USED—SCHOOL BUSES 
FOR IMMEDIATE DELIVERY 


1950—White-Wayne—60 passenger 
1949—GMC-Oneida—60 passenger 
1953—Ford B-700—Superior 60 passenger 
1953—Ford B-750—Superior 60 passenger 
1953—Chev.-Wayne—48 passenger 
1953—Dodge-Oneida—60 passenger 
NATIONAL BUS SALES CO., INC. 
101 N. 33rd St. Philadelphia 4, Pa. 
Phone BA 2-7605 


SHOP EQUIPMENT FOR SALE 
CHEVROLET VERTICAL 20 neon sign. 


Make offer. Jack Kerns Chevrolet, 
Celina, Ohio. 


FOR SALE 


Parts bins—Heavy duty various standard sizes. 
Large, small, deep, shaliow. In single units 
or quantities. 


LEE TEMPLETON MOTOR COMPANY 
1416 W. Main St. Norristown, Pa. 


MISCELLANEOUS 


ENGINE BUI G — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meets 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Siace 1939 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [] or send bill [J 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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CPs navewesrdcvecscccccvccessgocccecestecss GMSséedcesnnacheanuae 


TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer (] 


Jobber [] Insurance [) 


Financial [] 


Supplier (] 
6-7-54 
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When you take on an InTerNaTIONAL Truck 
franchise, you cut strokes from your selling 
effort — and you have a line of equipment in 
your bag that gives you a perfect approach to 
every user of trucks. 


The INTERNATIONAL Truck Dealer finds it 
easy to hit the “green” of buyers’ pocketbooks 


because of the long-respected INTERNATIONAL 
reputation for quality. And because quality 
sells quality, he builds a solid foundation of 
owner loyalty that assures continuing profits. 


The INTERNATIONAL Truck Dealer likewise 
finds it easy to improve his game, because 
every truck operator is his prospect. He offers 
the world’s most complete truck line from - 
ton pickups to 90,000 lbs. GVW off-highway 
models — has a selection of truck types and 
components that give him trucks exactly right 
for every hauling need. 


Franchises are available in a few choice loca- 
tions. If you are qualified, and want to better 
your profit score, phone your nearest INTER- 
NATIONAL HARVESTER District office. Or write in 
strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue °* Chicago 1, Illinois 


International Harvester Builds McCORMICK® Farm 
Equipment and FARMALL® Tractors...Motor Trucks 
sia nae Power...Refrigerators and Freezers 


Befter roads mean a better America 


INTERNATIONAL TRUCKS| 


Standard of the Highway 
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